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THE Thomas Larson Hardware and 
Electric Co., Eldora, Iowa, says: 
“Eveready Columbia Dry Batteries 
have been a great asset to our busi- 
ness, because they are nationally 
advertised, which assists us in selling 
them. Their quality is such that, 
when sold, the customer is satisfied. 
Your window display material 
enables us to tie in very nicely with 


Columbia 
Dry Batteries 








‘A great asset to our business 


the Eveready Columbia advertising.” 

Eveready Columbia Dry Batteries 
are also noted for the comparative 
ease with which the jobbers’ sales- 
men sell them. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 


Atlanta Chicago 
Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 
Dry Batteries 


-they last longer 


EVEREADy COLUMBIA 
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HE Summer Sales Contest was off 
ie earnest July 1. Over 1000 
salesmen are enverea There will 
be keen competition, but there are 
also a large number of $25 cash prizes 
up, one for each manufacturer in the 
special Summer Sales Contest insert 
that you will find in the advertising 
section of this issue. With so many 
possible prizes there is much more 
than a fighting chance for a salesman 
to earn some substantial money. The 
main thing is to make special effort 
on some of the lines and then see 
that the results are recorded and sent 
in. 

It will profit everyone to study the 
insert with special care. The manu- 
facturers who appear in it are par- 
ticularly interested in this Contest 
and have prepared their advertising 
copy with a view to helping you in- 
crease summer sales in their lines. 
The sales pointers they offer are good 
ones. 

A few days ago there was mailed 
to every salesman in the Contest a 
combined instruction and score card, 
pocket size. This you are to keep 
until the end of the month. In it is 
shown a list of all the manufacturers 
whose products are eligible in the 
July half of the contest. In a separate 
memorandum book keep track of your 
sales in each of the lines on this list 
that your company handles, then, at 
the end of the month foot these up 
and enter the total sales for each 
manufacturer opposite his name on 
the score card, sign your name and 
name of your company and give or 
mail this score card immediately to 
your sales manager. It is his duty to 
check the scores, countersign the card 
and send it in to us. Under no cir- 
cumstances are you to mail the score 
card direct to THe Jopper’s SALes- 
MAN, because without the sales man- 
ager’s counter signature, your score 
cannot be counted. 

One word may be added: On July 
31, after you have entered your 
scores on your card, do not carry it 
around several days like you do the 
letter your wife gave you to mail. 
Get it to the sales manager before the 
ink is dry, because he has to check 
and sign it and get it into our hands 
by August 10. 
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Jobber’s Salesmen Are Often 
Asked That Question 


Most anchors will hold fast 

fairly wellin dry firm ground. 

But the real test comes when 

snows begin to thaw and 
after heavy rains loosen up the 
earth. 


That is when the Bull-dog grip of NEVER- 
CREEP ANCHORS shows its superiority. 


The reason for it is that it bolts thru solid 
earth with all disturbed soil behind the anchor, not in the 
path of the pulling strain. 


NEVER-CREEPS are made in 11 sizes from 50 to 400 
square inches of anchoring surface. 


CHANCE COMPANY 
CENTRALIA MISSOUR! 
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Editor’s Page 


Independent Jobbers Seeking 
Organization 

HERE was in evidence at the Hot 

Springs convention what might be termed 

a lobbying attitude toward a movement 
that apparently has made considerable progress 
in the last few months. This movement is 
looking toward some form of organization of 
the so-called independent jobbers. 

It is pointed out by those interested in the 
movement that the Electrical Supply Jobbers 
Association, as it is now constituted, does not 
offer the independent jobber broad opportuni- 
ties for the solution of the problems that are 
peculiarly his own. They feel that the associa- 
tion now is quite largely dominated by the three 
vroups of jobbers having affiliations; namely, 
General Electric, Westinghouse and Graybar. 
These groups have their own individual or- 
ganizations, and hold their own separate meet- 
ings Where the broad questions of policy are 
discussed and passed upon. 

Without questioning the constructive work 
that these three great groups have accomplished 
for the industry as a whole—in the main an un- 
selfish work—many of those jobbers without 
affiliations, the independents, quite frankly feel 
that when they come to the association meet- 
ings there is not much left to be discussed of a 
broad nature that they can get in on. Without 
an organization among themselves that is cap- 
able of grappling with and solving the problems 
that confront them as a group, they feel that 
they are not getting anywhere and are not able 
to perform their share of service in the advance- 
ment of the industry. 

Therefore, certain prominent men among 
the independents have been seeking to bring 
the independents together in some sort of an 
association, or at least an organized group with- 
in the Electrical Supply Jobbers Association. 
This movement seems to be quite in order. If 
carried to a successful conclusion it should re- 
sult not only in individual benefits, but improve- 
ment in condition of the industry as a whole. 
\loreover, it will probably be welcomed by the 
present affiliated groups upon whose shoulders 

lone has this far fallen the burden of con- 
tructive work to keep the jobbing branch 
breast of the other branches of the great elec- 
‘rical industry. 

Already some definite action has been taken. 
lor instance, a group of half a dozen inde- 
endent jobbers in New York state has been 


formed and three meetings have been held with 
the object in view of not only discussing the 
problems peculiar to their locality, but to set up 
a form of organization that may be followed 
later by groups in other parts of the country 
with similar common interests, resulting 
eventually, perhaps, in the joining of the 
groups into just the form of independent sup- 
ply jobbers association that so many feel has 
now become desirable. A prominent eastern 
jobber has also been appointed to take action 
with a view to promoting this idea nationally. 

Whatever the result of the movement may 
be, it is certainly evident that at last there is 
coming about a crystallization of thought in a 
channel where there has been much talk of late 
years, and the outcome will be looked forward 
to with profound interest by everyone in the in- 
dustry as well as by manufacturers whose dis- 
tribution problems have been getting more 
difficult with each succeeding year. 

* * + 


The “Radio Market” 


EVERAL months ago we wrote the radio 

department managers of electrical supply 

jobbers notifying them of our intention to 
run a “Radio Market” in our editorial columns 
and asking their opinions of the idea. 

The response was quite beyond expectations. 
Over eighty enthusiastic replies were received 
in which many pointed out the constructive help 
such a market would be to them at this time. 

Jobbers all over the country are preparing 
their radio catalogs for the coming 1926-27 sea- 
son. In the “Radio Market” section of this 
issue, in a compact manner, are displayed the 
new and improved lines available to them. 
Fifty-four manufacturers of radio sets, parts 
or accessories have taken advantage of the 
space offered to them to tell you of their prod- 
ucts. 

There are some manufacturers not as yet 
ready to announce their models for the coming 
year. Others have taken advantage of the 
opportunity to display material in production 
at the present time although their complete lines 
are not fully designed. 

To these two groups space will be available 
in the August issue. Radio department man- 


agers may therefore expect additional listings 
either in the “New Radio Products” section or, 
if the number makes necessary, a continuation 
of the “Radio Market” in the August issue of 
THE JOBBER’S SALESMAN. 
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NEW JERSEY. __ 
U.S.A c. 


Im Goinc AFTER THAT PRIZE 
IN THE SUMMER SALES CONTEST 


ON OKONITE TAPES 


“How about Tape!—How about Tape! I'll drum that in all through July 
and August, every time I take a wire order and on every other call I make. 
With these four old standbys to sell—Okonite, Manson, Dundee A and Dundee 
B—I ought to win one or both of these $25 prizes if I put the sting into my 
punches. Everyone knows these tapes like old friends—one or another of 
them fits every tape requirement. It’s only a matter of putting up a fight 
for the business, and, believe me, I’m in the pink.” 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 


Canadian Representatives: ey Materials Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 














The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Selling by Getting the Customer 
Dissatisfied 


Showcase and Show Window Lighting Will Remain Just So-So 
with the Average Merchant Until He is Made to 
Realize that He is Losing Opportunities 


By W. J. MCLAUGHLIN 


OLUMES have been written on showease and 
window lighting and volumes remain to be written, 
for indeed the subject of lighting is so vast in its 
scope, so huge in its possibilities that the trail to “Better 
Light” is hardly broken. You, of course, are more di- 
rectly concerned with the sale of light than with its 
technicalities, at least, that is what many salesmen think. 
It is however impossible to sell, in satisfactory volume, 
any product unless you are familiar with its story. It 
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This Photograph of a Show Window Before Super-Lighting 
s Installed Shows the Unsightly Street Reflections Which 
Laden the Average Window Display During the Day. 


During the 


is not the purpose of this article, however, to discuss the 
subject of “Light.” 
far as covering the many ramifications of this problem 


That would be an impossibility so 
is concerned. It is desired, though, to point out to job- 
bers’ salesmen, in a measure at least, the necessary facts 
to keep in mind when arousing the dealer to develop this 
attractive business. 

First of all, it is essential to “get the customer dissat- 


isfied before you can sell him.” Did you ever consider 





An Unretouched Photograph of the Same Window Taken 
Daytime After Super-Lighting, Consisting of 
“X-Ray” Reflectors and Floodlights With 300- to 500-watt 
Lamps, Was Installed. 
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that angle before? When you and your dealer call on 
a merchant, if you talk to him along the lines of “you 
certainly should brighten up your windows” you will not 
get very close to the order. But, if you point out to him 
results of tests made where store windows have been 
lighted, and the number of people attracted to the win- 
dow by this 
comparison with the care- 
fully checked figures of 
those who approached the 
same window previously to 
the installation of proper 
lighting, then you are get- 
ting somewhere in making 
him dissatisfied with his 
present arrangement. The 
same story applies to 
showcase lighting. Why 
not go after your prospect 
or your dealers’ prospect 
by telling him something 
about the facts given be- 
low. 

Getting the attention of 
the passer-by is one of the 
first steps in building pres- 
tige and business for a 
store. Good arrangement 
of merchandise, artistic ef- 
fects, color values—all at- 
tract attention; but these 
assets are dependent upon 
proper illumination. A 
window will come to life 
and sparkle with anima- 
tion when its selling power 
is magnified through the 
stimulus of good artificial 
lighting. 

Artificial illumination of 
window displays is not just 
a matter of substitution 
for daylight. A most at- 
tractive display may look 
flat under daylight illumi- 
nation. A clear view may 
be obstructed by reflection 
in the plate glass windows. 
Good artificial illumination 
does away with these troubles. The success and selling 
power of a window display, in many locations, depends, 
therefore, upon the use of artificial light during daylight 
hours. Bear that point in mind. Sell the idea of using 
artificial illumination not only in the evening, but dur- 
ing the business hours of the day. It is safe to say 
that there is not a store of sizable proportions on Fifth 
Avenue, New York, or State Street, Chicago in which 
this point is not only appreciated but is capitalized on 
as well. 


process in 


An interesting sidelight on the value of lighting and _ 


its effect on the public was shown by tests made in a 
department store in one of our best known cities, which 
tests revealed the very interesting fact that showcases 
illuminated at about the general level of the store did 





Unretouched Photograph of the Same Showcase Taken 
After It Had Been Properly Lighted With “Benjamin” Units. 








not attract people to the merchandise there displayed 

The store management called into consultation th. 
engineers from one of the large lamp companies, unde: 
whose instructions an impartial test was conducted. 

With the value of the showcase lighting raised by th. 
suggestion of the engineers, nearly siz times as man\ 
shoppers stopped and vo! 
untarily stepped up to look 
at the goods. 

These tests, which ar 
undoubtedly of sound 
practical value, certain) 
should be a_ salesman’; 
strongest and most re- 
peated selling argument. 
Only recently a test made 
revealed the fact that of 
1804 people who passed « 
showcase having ordinary 
lighting only 38 stopped. 
The case was then lighted 
properly, all other features 
remaining the same and it 
was then found that out of 
1798 people who passed 
213 stopped—exactly 5.6 
times as many! 

Summed up briefly, 
showcase illumination of 
the right kind makes peo 
ple notice the merchandise, 
brings them willingly or 
unconsciously up to the 
cases to admire the goods 
There is no doubt at all 
about the fact that this in 
creases sales people’s op- 
portunities to sell by sev 
eral hundred per cent and 
after all that is what the 
merchant is interested in, 
—not what you have to 
sell, but what he can buy 
to increase his own sales. 

On window lighting, 
similar tests have produced 
similar results. A typical 
town of 30,000 was re 
cently chosen as a good 
one in which to make a test of this character. Three 
stores decided upon for this purpose were located on the 
east side of a street on the west side of which a theatr: 
was located. For the first week, the old installations were 
maintained and an accurate record kept of the number o! 
persons in the street and the number who stopped to view 
the displays. The count showed that 15.5 per cent of the 
persons attending the theatre and 75 per cent of the others 
walked on the east side. Of all the individuals using t!: 
east side, but 7.2 per cent stopped to view the displays. 

An up-to-date show window lighting system was ther 
installed which gave an intensity of 100 feet candles 0: 
the displays in each store. The results were remarkabl: 
It was then found that 23 per cent of the theatre crow! 
and 52 per cent of the others (Turn to Page 64) 
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You Needn’t Climb a Pole to 
Sell a Cross Arm 


Bids Will Be Called for and “Lettings” Made As Usual, But There is a Way 
to Handle Them and There is Also Good Bread and Butter 
Business Outside This Class of Jobs 


hardware orders which are available are those origi- 

nating at “Town Lettings” is not selling a great 
deal of pole line hardware. To be sure, “The Town of 
Panhandle, Nev., will consider proposals and bids on 10 
miles of line” is a phrase still finding its way to the 
quotation clerk’s desk. The usual mailing of a quota- 
tion and certified check follows and the usual swooping 
down on the town by 30 or 40 jobbers’ salesmen takes 
place, the usual dashing around, the conferences, the 
pitching of pennies on the walk in front of the town hall 
all follow, and finally someone gets the order with the 
usual profit in it. 

That is all very well, of course, and it is a necessary 
part of a salesman’s duties to follow up these “jobs” but 
in the main, the salesman who never fails to call on a 
central station secures more business in the long run. 


To salesman who thinks that the only pole line 


| & 
















The “lettings” are perfectly all right as stated above, but 
as the Governor of North Carolina said to the Governor 
of South Carolina, “It’s a long time between orders,” or 
words to just that effect. 

On the other hand, a central station is placing orders 
every day for this class of material and not infrequently 
a carload of poles is included. However, it is in wire 
and in hardware that the salesman can get most of his 
profitable volume. 

The salesman who knows what constitutes the necessary 
material for this class of construction will thank himself 
many times for the time taken to gain some knowledge on 
the subject. It most certainly repays him. 

First of all, there is, of course, the pole. 
are usually determined by state commission rulings, and 
the central stations of various communities in a state know 
just what size they should use. 


Pole sizes 
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\bove are shown the essential items necessary in pole line 
ustruction. A quotation on a five mile, single phase, 2800 
't line, based on 40 poles to the mile, would be roughly as 
lows (numbers in parenthesis refer to drawing): 200 380-ft. 
n. cedar poles, $5.45 ea.; (4) 200 3-ft., 2-pin fir cross arms, 
3.41 per C; (8) 400 114x9-in. locust pins, $40.00 per M; (1) 
’ porcelain insulators, $10.48 per C; (7) 400 1sgxy4x22 in. 
ss-arm braces, $7.19 per C; (11) 200 %x12 in. machine 























bolts, $11.54 per C; (6) 400 1,x8%, in. lag screws, $2.13 per C; 
(5) 200 3%x4 in. carriage bolts, $1.67 per C; (9) 400 2x2 in. 
square washers, .92 per C; (10) 400 114 in. round washers, .33 
per C; (8) 40 2-bolt, 3-in. guy clamps, $12.26 per C; (2) 40 
anchors, $1.75 ea, (price depending on style used); 10 mi. 
No. 6 bare copper (4200 Ibs.) $17.00 per C lbs., and 1600 ft. 
ys-in. guy wire, $13.80 per M ft. 
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Then there are the cross-arms. Cross-arms are fur- 
nished in many sizes, but every salesman has available 
to him information sheets, furnished by the mianufac- 
turer, which give very clearly and very simply the differ- 
ent sizes and, in general, their purpose. However, in the 
main, the customer’s calls are for three ft. cross-arms 31 
by 414 in. The single phase lines require two-pin arms and 
the three phase lines three-pin arms. Occasionally, a 
four-pin arm is required for two phase, four-wire service, 
but this latter type of-service is not very greatly in 
use. 

Let us assume that a customer requires material for 
building, rebuilding or adding to a single phase, 2300- 
volt line. This will illustrate the articles necessary for 
its construction and will give any salesman not now 
versed on the subject a good idea of just what is required. 

For a single phase, 2300-volt line a 3 ft., 2-pin, 314 
by 4!4-in. cross-arm should be figured. 

After securing an order for cross-arms, the next log- 
A 58 by 12- 
in. machine bolt is used for fastening the cross-arm to 
Then there is the necessity for bracing the 


ical question is ““‘How about machine bolts?” 


the pole. 


cross-arm to the pole. Two I by 35 by 22-in. 
cross-arm braces should be used. 
Again, the braces must be fastened to the pole. Simply 


quote on !% by 314-in. lag screws for this purpose. 
On the other end, the braces are fastened to the cross- 


arm by means of two % by 4-in. carriage bolts, so see 


BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 


that they are included with the rest of the order. 

Going back to the machine bolt, it should have ty 
2-in. square washers and the carriage bolt requires 0; 
114-in. round washer. 

Now there will be two 2300-volt insulators required f. 
each cross-arm, and two 114 by 9-in. locust pins a: 
required for holding the insulators. 

Guying poles are necessary to distribute the strai) 
One practice is to guy every tenth pole using about 35 {1 
of guy wire (assuming 30-ft. poles are used), a strai) 
insulator and an anchor. At times storm guying is used 
which is generally done every twentieth pole. In thi 
case four lengths of guy wire, four strain insulators ani 
four anchors are used. It must be borne in mind that 
guying is dependent to some extent on local conditions 

There is not a day that passes in an electrical suppl) 
house, where the jobber is covering territory outside tli 
large cities that he does not get an inquiry for pole lin 
hardware. The quotation is made and a copy sent to tly 
salesman traveling the particular territory involved. Of 
course, the inquiry is generally sent to other jobbers as 
well, and likewise, generally the price has a great deal to 
do with determining who gets the order, but the sales 
man who is on the job, following up the quotation person 
ally can just as generally secure the order. 

And why? 

Because he has the opportunity to point out to his cus 


tomer how an order may be in- (Turn to Page 100) 
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HE history of lighting from such crude beginnings as when the Shetland Islanders made a torch lamp by sticking a 
wick in the throat of a nice, fat, stormy petrel is graphically portrayed in an exhibit just prepared by Dr. Walter 
Hough, head curator of anthropology in the U. S. National Museum. Dr. Hough is shown holding a Chinese street lamp 
while on the table are a palm torch from the East Indies, a Hindu bird lamp, a Spanish lamp, an Etruscan torch 2,000 
vears old, a German spout lamp of the Seventeenth Century, a modern Chinese lamp, and at the extreme right 
a square lamp from the days of Paul Revere. —Underwood Photo. 
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The Meeting at Hot Springs 


Electrical Supply Jobbers Association Holds Eighteenth 


Annual Convention. 


Contented Over 


Business Outlook 





HERE was nothing unusual 

in the business outlook to mar 

the all around good time that 
was had at the Hot Springs con- 
vention of the Electrical Supply 
Jobbers Association this year. It 
was the eighteenth annual meeting 
held on May 31 to June 4. It 
was one of the largest meetings 
held and 


could say that conditions in their 





thus far those present 
business and the industry generally were satisfactory. 
There was a large delegation from the Pacific Coast, 
again coming with an hold the 
This matter was favorably 


urgent invitation to 
next meeting at Del Monte. 
received by many, although final decision was reserved 
until the fall meeting. This fall meeting, by the way, 


will break the Cleveland-Buffalo precedent, by going to 











Atlantic City—the date being the 
week of October 18, at the Hotel 
Traymore. This will give a large 


number an opportunity to have a 
look at the Sesqui-Centennial Ex- 
position, in Philadelphia. 

A wholesome program was pro- 
vided this year at Hot Springs, as 
Edwin W. 

National 
Committee, 


Ely, assistant 
Metals Utiliza 
Department of 


usual, 

director, 
tion 
Commerce, Washington, gave expression to a number of 
Another 
very helpful talk was by Charles Nash, advertising man- 


original ideas in relation to “Simplification.” 


ager of the Sanitary Mfg. Co. of Pittsburgh, wherein 
he outlined a number of the distributing practices in the 
wholesale plumbing supply business. 


The following officers were (Turn to Page 99) 





'hese random snapshots taken at the Hot Springs Convention are, as they say, easy on the eyes. (1) S. S. Gwillim, secre- 


iry of the ‘Trumbull Electric Mfg. Co., who was there with’ Mrs. Gwillim. (2) L. L. 
Leo Hirsch, president Electrical Supply Co., New Orleans and Walter Blue, vice- 


ent of the Wagner Electric Corp. (3) 


Goding, manager of the fan sales depart- 


resident Columbian Electrical Co., Kansas City and St. Joseph, in attitude denoting friendship. (4) Fred Skeel, Crouse-Hinds Co. 


ft and Frank A. Ketcham, Graybar, were called out into the 
inager Yale Mfg. Co., just as he came in from winning first ‘ prize in the manufacturers’ golf tournament. 


(5) Emmet K. Moore, sales 
(6) “Pumps” Worth- 


sunlight—too much sunlight. 


gton, left, Florida Electrical Supply, Jacksonville, and J. G. Johannesen, Sibley-Pitman Corp., N. Y., holding up H. C. Calahan 


the Tri-City Electric Co., Newark, N. J., for inspection. (7) 


Al Schueler, Square D Co., left and H. B. Vaughan, Geo. H. 


ahn Co., Boston, about to go out and do what they came for. (8) Paul Tafel of Louisville, Ky., having his troubles running the 


dies’ putting contest. 
ttsburgh with his trusty driver. 


(9) W. R. Herstein, Wesco Supply Co., Mempbis. 


(10) Charles R. Harrison, Robbins Electric Co., 
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Adventures of Hardluck Sam 


Oh, For Cryin’ Out Loud 


EAR PHIL (So’s your old man!): You big truck- 

D = I ask you like a brother, with teary eyes, 

what did I ever do to you or your family, that you 

slip me this here wisp of poison-ivy? I’m all ruined up— 

can’t see daylight. I'll get even if I have to tell Clara 

where you was St. Patrick’s night, and I hope she gets 
beaucoup alimony ! 

I ought to known better 


it was like putting out a bunch of firecrackers. Also you 
said he would get under the customers’ skins and the, 
would all be waiting for his second call. Boy, you told th. 
truth there, too! He got under their skins like the Seven 
Year Itch and they’re waiting for him like hopheads fo: 
an issue of coke. Why, some of ’em who don’t expect to liv: 
more than 15 or 20 years 
is telling their kids what 





Dorcus looks like. You 





than to ask you for help— 


X —s SAS“ _ WRASSS SB OO 
even when we was kids S SEMAN LCLRERuGVMS VN 


you was always getting me 
in a jam—like telling me N 
that new cop couldn’t run \ 
fast, and he caught me and ae \ JN 
kicked me so hard my nose 
bled! You broke it off in 
me good this time, you got 
a laugh coming, but if this 
is your idea of a joke, why 
don’t you visit the Home 
for Incurables and have a 
good laugh? Well, I’m 
cured—the only advice I 
want from you now is how 
can I insult you so bad 
you'll stay away from me 


\Y : 


\ 


Whip 


Le 


(35 
oP, 


a 


~aa 


forever, you big dock-wal- 
loper, you ain't got the 
sense of a last-year’s bird 








know, dead or alive, that’s 
all they ask. I’m telling 
you straight, there’s places 
in Arkansas where the 
whole National Guard of 
the state couldn’t keep that 
bird alive five minutes 

In the first place, he 
couldn’t keep his mind on 
his work. If the customer 
lost at poker the night be 
fore and wanted to get it 
back, all he would have to 
do was tell Dorcus a funny 
story and the goof would 
peel off a couple extra tens 
discount. And if a pretty 
l—if a short skirt went by 
the door he’d get all upset 
and quote the No. 14 price 


% 











nest! 





on silk lamp cord. This 





Don't try to tell me you 
didn’t know this guy Dor- 
cus was foul-ball clear to 
his gizzard. I asked you 
to recommend a _ young 
salesman and you send me this piece of cheese that 
couldn’t sell 10 years of life to a dying man at 10 cents 
a year. He made us a laughing-stock before we caught 
him and killed him, the Old Man is off me for life, and if 
I didn’t own an interest in the firm I would be back 
reeling off wire and counting knobs. All I ask is that on 
your next trip you don’t get no hot water or service or 
nothing, have té sleep in uppers, get lockjaw, and don’t 
take an order all down the line! 

You said this guy Dorcus was well-trained, full of 
spirit and 10 years ahead of his time in ideas. Well, he 
is trained just like these here now ‘“‘untameables’’—where 
you can't go into his cage without a pitchfork and a gat. 
And his idea of being full of spirit is to get pie-eyed 
drunk and spend the profit on next month’s business to 
get a $20 order for loom. But you was right about his 
being ahead of his time in ideas. Yep, 600 years from 
now this old game will still be 400 years shy of catching 
up to the kind of ideas he’s got. 

You said he would try hard all the time. Ha! Ha- 
I'll say he did! I never saw anyone in my life try harder, 
he just stayed up at night trving—but only God and Sir 
Oliver Lodge could tell what he would try next. We spent 
plenty jack on telegrams begging him to quit trying, but 


Work. 


“In the First Place, He Couldn’t Keep His Mind On His 
If a Short Skirt Went By the Door He’d : 
Get All Upset and Quote the No. 14 Price 

on Silk Lamp Cord.” 





got us in a fine mass of 
battles with customers. 

You said when it came 
to radio this boy would 
make a bum out of De 
Forest. He would if he was working for him, using tubes 
like matches and piling up express charges higher than 
the German national debt. He ships an 8-tube super-het 
C. O. D. all the way from Fort Smith, marked defective, 
and what do you suppose was wrong? Ha! Ha! The 
batteries was hooked up backwards. 

The next thing he pulled was to tell some dealer in 
Little Rock to call me up long-distance, at our expense. 
Well, the guy done it, and he stuttered like a 1912 Ford, 
and when he got through I knew less than when he 
started, and the bill was $12.80, and the guy got sore 
because I couldn’t make his code and we lost his business 
for good, laugh that off! 

When he couldn’t get an order, Dorcus would send in 
some wise-crack or other. Here’s one letter from him: 
“This bird wouldn't give a dime to see Mae Murray pitcl: 
for the Giants, but I’ve got him all sewed up. Today is 
Monday. On Wednesday I will wire you to ship him 4 
car of pipe Friday.” One train a day where that fellow 
comes from. 

We figured once that if we framed it for him to ge' 
a big order maybe he would reform. So we wired him at 
Kansas City to jump to Springfield and get an order from 

Goodman for 500 reflectors. Well, (Turn to Page 54 
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“We Don’t Sell Lamps” 


A Rather Remarkable Statement Coming From One of the Most 
Successful Lamp Distributors in the Country 


HE Hyland Electrical Supply Co., Chicago, signed 
a $800 probationary lamp contract in October, 
Today it lays claim to being the largest B 
agent of the Continental Lamp Division of the National 


1918. 


Lamp Works. 

The remarkable growth in lamp 
sales which this company has expe- 
rienced in these few short years is 
not the result of haphazard methods, 
but it is the natural outcome of a 
well planned and consistently fol- 
lowed sales program. 

“How do you account 
for your salesman selling 
so many lamps?” was the 
question asked of M. C. 
Taradash, president of 
the company. 

“We sell lamps because 
we don’t sell lamps. That 
sounds funny at first, but 
no one can turn in a vol- 
ume of business by selling 
lamps. Of course, lamps 
are sold where lamps burn 
out, bear that in mind, 
but, and this is important, 
we sell ‘Light.’ Do you 
see the difference? 

“Our men are trained, every last 
one of them, in selling ‘Light’ in all its 
phases and in selling lighting effects. 
This training enables them to make 
recommendations for any lighting job 
whether it is a big hotel, an office, a 
church, a school, or a theatre. They 
know how to sell color when some spe- 
cial job needs individuality, and this 
has been proved in the work we have 
done with some of the Chicago thea- 
tres. Many of the lighting effects in 


prominent Chicago theatres are due to the recommen- 
Don’t you suppose that 
wien one of our salesmen calls on a prospect with his 
lump agent and points out to that prospect in a definite 
business-like way just what type of lighting he should 
us’, when he indicates the effects of different lighting 

ingements, that he makes an everlasting impression? 
isnt it logical that our salesmen build up a group of 
sfied lamp customers to whom they can readily refer 
prospect, and that the sales effort should be greatly 
iced for succeeding sales? We have had many cases 
re the sale of the lighting installation to an indus- 


dations made by our men. 


“ 


M. C. TARADASH 


An Interview 













Four Men of the Hyland Electrical 
Supply Co. Who Have Made a Suc- 
cess in Selling Light. Top, M. C. 
Taradash, President. Left Center, S. 
J. Rosenthal, Vice-president and Sec- 
retary. Right Center, Charles Wei- 
censang, Vice-president and Sales 
Manager; Bottom, B. Cunningham, 
Manager of the Lamp Sales Dept. 


week. 


service. 





tion too big to call on our agents. 
who manages our lamp sales, is ‘on the street’ practi- 
cally all the time adjusting complaints and rendering 


trial plant or hotel has secured additional business for 
us through the use of this plant or hotel as a reference. 

“Here is another point which is of concern to all dis- 
tributors of lamps—keeping the transfer of agents low. 


We make it a point to not only hold 
our lamp accounts but also to build 
them up to the higher contract bases. 

“After we have secured a contract 
we hold it by going a little further 
than the ‘other fellow’ in serving the 
account. Our men recommend win- 
dow displays, render lamp merchan- 
dising aids and cooperate 
on the solicitation of con- 
sumer lamp business. 

“Our agents are above 
the average in lamp mar- 
chandising methods and 
much of this is due to the 
help our salesmen have 
given them in putting 
over new lamp merchan- 
dising ideas. 

“We try to carry a com- 
plete stock of lamps that 
will properly service our 
customers no matter how 
special their needs. 

“One of the features of 
our service is our complete line of 
electrical supplies. Our dealers can 
supply their entire needs from Hy- 
land. We believe this is important 
for it makes our customers realize that 
all their electrical orders can be filled 
by Hyland and that they do not need 
two or three sources of supply for elec- 
trical material. 

“I say our turn-over in agents is 
very low. The reason is quite obvi- 


ous. Our salesmen are rendering the 


service of which I have just spoken every day in the 
In addition, there is no one in our organiza- 


Mr. Cunningham, 


“Charles Weicensang, our vice-president and sales 
manager, never fails to ferret out a dissatisfied cus- 
tomer and the reason for his dissatisfaction. 
mixing with the trade, and, as far as possible, keeping 
my pulse on the entire situation. 
is vice-president and secretary of the company, super- 


I am out 


S. J. Rosenthal, who 
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vises most of the inside work of the company and sees 
to it that the agents are given service in this angle of 
the business. Incidentally, I do not.hesitate to go out 
after business when the opportunity presents itself. 
“Now, in reference to educating our salesmen, that 
cannot be done in a day, but the distributor who wants 
and expects to do a maximum 
amount of business must see that 












tion and its enthusiasm on lamps, and it is safe to s 
he does, it is a small wonder that they do the large , 
ume of business which they do. An example of t! 
dealers’ co-operation is evidenced in their annual } 
quet to lamp agents this year. It was given in 

Grand Ballroom of the Sherman Hotel on March 

More than 100 of the Hyla 
Electrical Supply Co.’s la 





his men are properly equipped 


agents attended the dinner. ‘| 


with selling information. Fall Meeting of the program consisted of a fine } 
“Our entire sales force spends a E. S. J. A to be Held quet, suitable talks by the exe 
week at Nela Park, the headquar- tives of the company, executiy., 
ters of the National Lamp Works, at Hotel Traymore, of the National Lamp Works, and 
each year. Think of that—an en- Atlantic City, Week the playlet, “What Price Light, 
tire week devoted to gaining a of October 18, 1926 which was brought from Cley: 


knowledge of lamps when we have 





land to Chicago for this occasion 








other material to sell and work to 
be done. But we have found it 
pays good dividends in increased sales. Developments 
take place during each year about which we must learn 
at first hand,—new lighting effects, new color combina- 
tions, in fact, one might say new styles each year. And, 
how are we going to keep pace with the advancement 
of “Light” unless we take these post-graduate courses? 

“The result of all this effort is proved in the returns 
of the 1924 “On-to-Nela” race, when all of our men 
went over 10,000 miles—the lowest being 13,000. This 
mileage was based on dollars of new business secured, 
and we finished with the highest score of all agents 
entered in the contest, which covered the entire United 
States.” 

If Mr. Taradash reflects the attitude of his organiza- 


It was simply an_ enthusiasti 
party at which every one appa 
ently knew everyone else, and all left with a better and 
closer feeling for the Hyland Electrical Supply Co. 
To sum up the entire lamp program of this company, 
which is doing so splendidly on the sales of this prod 
uct, the well defined plan is as follows: 
1. Educating the salesmen on lighting. 
2. Consistently pushing the four-star plan: 
(a) Window displays. 
(b) Store interior set-up. 
(c) Word-of-mouth selling. 
(d) Outside-the-store activities. 
3. Carrying complete stock of electrical supplies so 
the dealers may secure entire needs. 
4. Selling lighting effects in- (Turn to page 99) 





Seen at the Hot Springs Convention 





ae 





























E. W. Kendall, Sales Manager, Pass & Clinton Stark, Sales Manager, Kondu C. A. Hastings (left), Boston, and 
Seymour, Inc., Solvay Station, Division, Erie Malleable Iron Co., Irving Trattler, Eastern Tube & 
Syracuse, N. Y. Erie, Pa. Tool Co., Brooklyn 
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In the Light of the Law 


Knotty Legal Points That May Come Up Any Day In a Jobber’s Business 
or That of His Dealers, and How Some Courts 
Have Decided Them 


By M. L. HAYWARD, B. C. L. 


The Uncountersigned Check 


6¢W M GOING into the electric business, with X and Y, 
and we're going to incorporate the Rural Electric 
Company,” A explained. “I’m putting $2,000 into 

the company. I want to deposit it in your bank in the 


name of the company, to be drawn out on checks signed 
by X or Y, and countersigned by me.” 

“We'll be glad to accommodate you,” the bank cashier 
agreed, the deposit was made, but the proposed company 
was never formed—and the money was all paid out on 
checks, none of which were countersigned by A. 

Whereupon A sued the bank in the Michigan courts. 

“You have no case, as you were doing business under 
an assumed, name, contrary to the laws of Michigan,” the 
cashier contended. 

“It’s true that I told you I was going into a proposed 
company, but I made the contract with you in my own 
name,” A retorted, and the Michigan Supreme Court, in 
a case reported in 187 N.W. 535, ruled in his favor. 

“The bank also contended that A could not recover 
because he was doing business under an assumed name 
within the meaning of the law. A complete 
this contention will be found in the facts. 
contract with the bank for the deposit of his 
in the bank, to be withdrawn only on certain 
The statute did not prohibit him from contracting in his 
This he did. The contract with the bank was 


ry 
ne 


answer to 
A made a 
own funds 
conditions. 


own name. 
the contract of A not the contract of the company. 
money deposited was the money of A, not the money of 
the company. Under the contract it did not become the 
money of the company upon the deposit being made, and 
iot until a corporation by that name was organized (which 
was never done), and then it was to be withdrawn only 
pon the agreed conditions. The contract here, being 
contract of A in his own name, was not inhibited by 
statute,” was the reasoning of the Court. 


The Rate Question Again 


‘LL HAVE to place our workmen’s compensatien 
insurance for the coming year,’ the manager of 
the electric company suggested. 

\nd we'll be glad to have your business again,’ the 
eral agent of the big insurance company proposed. 

{he drawback is that you renew the insurance on a 
tain base rate, then these rates are revised later by 
rating board of the state, and you really don’t know 
t you have to pay until the rating is made,” the man- 

objected. 

’ll tell you what we'll do,” the general agent sug- 
ed. “The rating board always raises the base rate, 
we'll renew your insurance at the base rate, plus 15 
cent, and give you an agreement that that’s all you'll 
to pay, regardless of what the board fixes it at.” 


“That's just the arrangement I wanted to make, for 
now we'll know exactly what we've got to pay,” the man- 
ager agreed. The insurance was placed on this basis, the 
electric company paid the agreed premium, the rating 
board nearly doubled the rate base, and the insurance 
company sued the electric company for the excess pre- 
mium. 

“There’s your agreement in black, white and typewrit- 
ing that we weren't to be called on to pay any additional 
premium,” the electric company protested. 

“The state law provides that the rate shall be fixed by 
the rating board, and a contract to charge any different 
rate is null and void,’ the insurance company retorted, 
and the New York Court of Appeals, in the recent case of 
Peabody vs. Travellers Insurance Company, reported in 
148 N.E. 661, ruled in favor of the insurance company. 

“In other words, the insurance company could not agree 
with its insured that the premium rate fixed by it would 
not be changed, when the rate-making association under 
the laws of the state of New York demanded a higher 
rate. Such a contract would be illegal as one made in con- 
travention of the laws of the state, and the insurance 
company, having made such a contract, could not be held 
to it,” the Court stated. 


That Ever Present Boy 
HE DRIVER of truck No. 1 belonging to the 
Popular Electric Company loaded the truck with 
parcels intended for out-of-town customers, and 
headed for the express office by the usual route. 

“Gimme a ride?” asked the company’s errand boy who 
was on his way home for lunch. 
the driver told 
vaulted on the running board. 


“Sure—hop in,” him and the boy 
When abcut half wav to the express office, the boy 
thought of another request. 
“Drive around the block and take me home,” the boy 


suggested. “It isn’t far enough out of your way to burn 


an extra spoonful of gas.” 

“All right—I got lots’a time,” the driver agreed, went 
around the block, smashed X’s sedan on the way—and X 
sued the electric company. 

“He was vour driver in your truck and you're respon- 
sible,” X contended. 

“No 


boy home he was acting for himself, and you've got to 


when he went out of the usual route to take the 


look to him personally,” the electric company retorted. 
The District Court, 
case reported in 238 Pacific Reporter, 739, ruled in X’s 


California however, in a recent 


favor. 
“The driver of the automobile was on his way to the 
express company with the two packages; was perform- 


ing his usual duties, and took a different course to the 
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express office to accommodate other employes of the 
company; and, while engaged in the performance of the 
services and the rendering of the accommodation, the 
collision occurred. We think the facts in this case bring 
it well within the principle applied to departures, inci- 
dental departures, and incidental services had or per- 
formed in connection with the main duties and obligations 
being performed by the employe; and did not constitute 
an abandonment for the time being of the employer’s 
service. There is presented no element of a junketing 
trip, or pleasure trip; nothing further than going to the 
express office by a different route,” was the reasoning of 
the Court. 


Was It An “Accidental Collision’’? 
[ime ELECTRICAL jobber’s delivery trucks were 


insured against “accidental collision,” and, while the 
policy was in force, the driver of one of the trucks 












turned a curve at too fast a rate, shot off the road, dow 
a gulch, overturned, and, as the Court afterwards e 
pressed it, “the truck thereafter ceased to exist as a goii 
concern.” 














As soon as the matter was reported to the jobber. |) 
promptly made a claim under the insurance policy thi: 
was in force. 

“There was no ‘accidental collision’ within the mean- 
ing of the policy,” the insurance company thereupon con 
tended. 

“The truck collided with the rough ground in the bot- 
tom of the gulch hard enough to upset it, and if that 
isn’t a collision, I’d like to know what you'd call it,” th: 
jobber retorted. 

He proceeded to go to Court, and the Supreme Court 
of Washington ruled against him, on the ground that a 
collision with the earth is not covered by a policy against 
accidental collision. (Turn to Page 58) 





McKinlock, head of the Central States General Electric 


McKinlock, Jr., deceased, 
Le Sec on July 21, 1918 . 


lines, and was killed while so doing.” 








HIS impressive ceremony is the laying of the corner stone for the new Montgomery-Ward Memorial Medical-Dental 
T Center on McKinlock Campus of Northwestern University. 

Supply Co. and at his right is Mrs. McKinlock, Charles H. 
Thorne, President Scott of the University and R. W. Campbell completing the group. 
McKinlock donated McKinlock Campus, at Chicago Ave. and Lake Shore Drive, to Northwestern in memory of his son, 
Second Lieut. G. A. McKinlock, Jr., who died in the World War. 
will represent a 25 million dollar educational investment in the heart of Chicago. 

Second Lieutenant McKinlock was intelligence officer in the second brigade and after his death in the line of duty 
the Distinguished Service Cross was awarded. Major General B. B. Buck, in writing to the Commander-in-Chief of the 
American Expeditionary Forces, said among other things: “I desire to 

for the award of the Distinguished Service Cross for his conduct in the battle of Berzy 
.. . For exceptional gallantry under heavy artillery bombardment and severe machine gun fire 
in proceeding along the front lines near Berzy Le Sec to verify the position reports of the advanced locations of the front 


In the center, with uncovered head, is Geo. A. 
It will be remembered that Mr. 


This campus and the buildings to eventually go upon it 


recommend Second Lieutenant George A. 
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Playing in the Wrong Place 


The Thing That Happened to Ty Cobb Once May Happen to Anybody 
Who Does Not Take His Work Seriously 


By DR. FRANK CRANE 


to work. The Good Book says there is a 
time for everything, and certainly a man 
needs recreation as well as employment. But 
it is very easy for youth to overdo the playing 
husiness, or at least play in the wrong place. 
This is illustrated by an experience of 
‘Ty Cobb, who says he 
was playing in Savan- 
nah, Ga., when he was 
about 18 years old and 
he had all the spirits 
and tendencies of a boy 
of that age. On the day 
of the game in Savan- 
nah, several boys sat on 
the bench munching at 
those big cakes of pop- 
corn crackerjack. He 
went out to the center 
field carrying the pop- 
corn in his hand, and 
it must have looked 
odd, but nobody said 
anything to him at the 
time. He was standing 
in his position munch- 
ing away and making 
light remarks to the 
other players when a 
high fly ball was hit 
directly toward him. 
‘le did not want to 
drop the popcorn; nei- 
ther did he want to miss 
‘he fly. You can guess 
‘hat happened. He 
ist both, which had a bad effect on the game. 
When he came back to the bench he found 
e manager’s eye boring into him. He was 
ken off privately and given a lecture that 
ould have been valuable to anybody in any 
ilk of life. He was told that if he expected 
get anywhere he had to take his business 
riously. He was informed that it was not fair 


"[ torwert IS a time to play as well as a time 





Copyright, 1926, by Dr. Frank Crane. 


to his employer or to himself to make a hippo- 
drome out of baseball. He could do any kind 
of skylarking on the outside, but when he was 
on the ballfield he was required to work at it 
and study every angle with just as much 
seriousness as if the welfare of the country 
depended on it. 


Play is all right in 
its place, but it should 
be distinctly marked off 
from hours of serious- 
ness. When we are en- 
gaged in business and 
the success of our en- 
terprise depends upon 
the alertness of our at- 
tention, it is our busi- 
ness to give all of our 
faculties to the matter 
in hand. At such times 
distraction is decidedly 
not in order. This con- 
tains a good lesson for 
all young men in busi- 
ness. Don’t mix your 
play with your work. 
Work while you work, 
and play while you 
play, is a good motto 
that has been repeated 
until it is a platitude, 
but is true none the less. 

One of the most seri- 
ous faults a man can 
have in his profession 
is to take his business 
lightly. No matter 
what a young fellow’s calling may be, if he 
does not go at it seriously and thoughtfully 
the chances are a hundred to one that he will 
be either a partial success or else a complete 
failure. 

This is the language of Ty Cobb and it is 
just as true in the game of life as it is in the 
game of baseball. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, b, 
Jobbers, on Market and Price Conditions for 22 Key Products 
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“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio. Kentuck y, Tennessee and . Alabam 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oh 
homa and Texas; Central States all between. 
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Pictorial Review 


Edison. ‘This was taken ai West Orange, N. 
he welcomed the crown prince of Sweden and 
the Edison plant. Mr. Edison heard the prir 
drove down and brought him out to dinner 
reported. 
monwealth Edison Co., Chicago, and party ir 
line of the Chicago & Milwaukee electric railw 
front in the grey suit. It is of interest to 
show these two pictures together because 
Mr. Insull is one of Mr. Edison’s “boys,” 
having been his private secretary years ago 
and later associated with him in the devel- 
opment of electric lighting equipment.— 
P. & A. Photos. 


TAA oe 


} 


Bl 


At the right is one of the very latest photographs of Thomas A. 


J., on June 3, when 
showed him through 
ice was in town and 
in a flivver, so it is 


Above are shown Samuel Insull, president of the Com- 


ispecting the Skokie 
ray. Mr. Insull is in 


of Electrical Developments 


Everything in readiness for the hop-off 
of 135 officers and men in the air survey 
of 40,000 sq. mi. of southeastern Alaska. 


Three years will be spent in it. Gunner 
C. G. Alexander and chief radio man, 
J. T. Kiefer, with the radio apparatus to 


be employed.—U. & U. Photo. 


Left—Over 100 tons of steel and a 30-ft. 
concrete foundation required for the 
Sesqui-Centennial Liberty — Bell--26,000 
electric lights will almost completely cover 
it—P. & A. Photo. 
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42d St., there was held an electro-therapeutic show, at 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


In the New York Edison Co.’s building at 124 West 


which all kinds of apparatus for health giving and 
health restoration were shown. ‘There were machines 
for reducing and increasing weight, artificial sun baths, 
and, in fact, everything under the sun that may be used 
in conjunction with electricity to give or restore health. 
The two photos at the upper left show Miss Helen Mason 
about to take a bath in electric light, and the one at 
the right, Ethel McMahon, trying out the rejuvenator, 
a roller massage machine.—U. & U. Photos. 


Insert picture—This type of telephone booth is in use 
on the public streets of Stockhoim, Sweden. Compare 
this with our system of drug-store public phones.— Photo 
by courtesy O. Gullicksen, Churchill Cabinet Co., Chicago. 


Left—Sun compass which was used by Commander 
Byrd on his successful flight to the North Pole and 
which was also used by Captain Amundsen on_ the 
Norge’s flight over the top of the world. ‘The compass 
is an invention of Byrd and Dr. Bumpstead of the 
National Geographic Society. It is merely a small] sun 
dial fitted to a clockwork. Once in 24 hours the Arcti¢ 
sun, as it circles the horizon rim, moves the shadow of 
the sundial pin around the dial. When the ship’s course 
is set, the clockwork driven hand is adjusted so that 
the shadow of the pin falls directly on it. When the 
ship stays to its course the shadow and the hand should 
move together. When they separate the navigator knows 
that he is heading away from his course.—U. & U. 
Photo. 
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Colored Light Stops Them! 


Passers-by always crowd about the show 
windows flooded with colored light. 

Merchants everywhere realize the import- 

ant part color is playing in sales-display. 

Profit by this sentiment by selling X-Ray 

Color-Ray! It is light, strong, and inexpen- 

sive, and is becoming more popular daily. 
Every Merchant Needs the Color-Ray! 


The Color-Ray No. 55 is shown above CURTIS LIGHTING, Inc. 


ready to clip on to the King reflector. 

All the new Color-Ray equipment in- 1119 West Jackson Boulevard 
cludes four sheets of gelatin in amber, CHICAGO 

green, blue, and red, with each set. New York—31 W. 46th St. Los Angeles—3113 W. 6th St. 






































The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Quality, Service, Profit Assured We 


The new line of residential lighting fixtures 
recently announced by the Crown Electrical 
Mfg. Co., will hereafter be known as the 
“Crownco”™’ Line. 






Lar —4 4 






Although only a few weeks old the 
“‘Crownco” Line is already the sensation of 
the jobbing field. It offers jobbers a simpli- 
fied line of attractive, high class fixtures that 








Five - Light 
“Flower” Drop— 
Silver and Gold 
with Colored 
Flowers. Five 
Numbers. 







! 
f 












are medium priced yet assure an attractive Five-Light Eng- 
lish Colonial Can- 
dle Piece—Silver 
and Gold with 
clear cut Prisms. 
Five Numbers. 






profit. 











Jobber territories are going 
fast. We urge you to write at 
; once for our interesting prop- 


i osition. 











} 
Body and a o j 
Arm Piece— aif 
Brown Tone ; 
with Red or 






Grey and Lus- % if 

tre Green and ; 

Gold and Red. ' VY VW Five- Ligh 
a Num- Two-Light Flower Colonial Droy 
‘ita + Bracket Five-Light Close-up —Green and 


Cast Piece Gold or Royal 
Bronze. Fou 
Numbers. 








»? 





Five-Light Cast Candle Piece — 
Roma Chrome, Twelve Numbers. 





CROWN ELECTRICAL MEG. CO. 


(CROWNCO LIGHTING FIXTURE DIVISION) 
ST. CHARLES 






ILLINOIS 
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Special Five- 
Light Candle 
Piece — Ebony 
and Gold. 






The ‘‘Crownco”’ Line is sold only 
through the legitimate electrical 
jobber, under a strict jobber policy 
that really protects the jobber. 
Likewise, the “‘Crownco’’ policy 
provides for jobber cooperation 
that assures quick turnover, at- 
tractive profits and a minimum 
stock investment. 





A few typical ‘“‘Crownco” num- 
bers are shown herewith. The 
complete line is handsomely illus- 
trated in our Plate Book. A copy 
will be sent on request. 


Five-Light Strap 
Drop Piece—An- 
tique Gold and 
Color. Twelve 
Numbers. 


RA? 
e 19 


Typical Two - Light Typical Two-Light 
Bracket—Silver and Outside Lantern Bracket, Strap Group— 
Gold. —Black Antique Gold and Color. 


CROWN ELECTRICAL MEG. CO. 


(CROWNCO LIGHTING FIXTURE DIVISION) 
ST. CHARLES ILLINOIS 
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MEDIUM SIZED APARTMENT BUILDINGS 
ARE SURE SALES FOR THIS No. 53 MAIL BOX 





Suite Telephones 


No. 252 
Flush Set 


No. 222 
Box Set 


Supplied with one, two or three buttons 
according to service requirements. 

Janitor’s phones, trade entrance phones, 
laundry and other service station in- 
struments can be supplied. See details 
and description of various kinds of serv- 
ice in our special apartment house bul- 


letins. 











BOSTON 


515 Market Street, San Francisco 
Sierra Electric Co., Inc., { 212 Calo Building, Los Angeles 
H B Seattle 


inckley Building, 
John R. Hollingsworth, 1723 Sansom Street, Philadelphia 
G. H. Steinhans, 917a Pine Street, St. Louis 





S. H. COUCH COMPANY, INC. 


Main Office and Factory: NORFOLK DOWNS, MASS. 


170 Purchase Street 


SALES REPRESENTATIVES 


When you're figuring the wiring and light- 
ing installations on medium sized apartments, 
be sure to include the Couch No. 53 Mail-Box. 
It is the ideal for installation in that type of 
building. 


We will furnish to contractors and builders, 
complete data and specifications covering any 
layout for Mail Boxes or Private Telephone 
Systems. This is a point that you should stress 
to your customers. Remember this too—that 
after you once get the contractor to use the 
Couch line, he will always specify it. This is 
assured by the excellent service our products 
always render. 


We have catalogs and bulletins covering the 
entire Couch line that we will gladly send you 
upon receipt of your request. Address our 
nearest office. 


TELEPHONE MANUFACTURERS 


SALES OFFICES 


CHICAG' 


I Oo NEW YORK 
809 W. Jackson Blvd. 


76 Varick Street 


D. C. Griffiths Company, Rockefeller Building, Cleveland 

G. S. Felt, 3316 North 58th Street, Omaha 

Cadillac Metal Products Co., 1444 Park Place East, Detroit 
MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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Representative Jobbing Establishments 


Wesco Supply Company, St, Louis, Mo. 








In the center is the new home of the Wesco Supply Co., 
at 200 S. Seventh St., St. Louis, Mo. In it Mr. Buchanan, 
the president of the company, has incorporated his own 


ideas of how a jobbing establish- 
ment may be arranged in order 
to secure the utmost efficiency. 
For instance, the upper left pic- 
ture shows a view of the general 
offices. When an order is_ re- 
ceived it is handled first at the 
desk in the foreground and _ is 
then passed on through the vari- 
ous desks in sequence, each cne 
of which completes a step neces- 
sary in handling it until it finally 
reaches a chute to the stock 
room. A minimum of time and 
labor is thus achieved. ‘The up- 
per right picture shows the serv- 
ice department. Note the ex- 
cellent display of home devices. 
Undoubtedly this exhibit situated 
in a strategic position draws a 
great amount of attention. ‘The 
lower left shows a section of the 
shipping room with the chute 
which conveys the stock from the 
stock rooms. The lower right is 














a corner of the packing room with all conveniences right 
at hand for the packers. This company operates other main 





houses in Memphis and New Orleans with branches in 

















Supry Co. Sean Nan 





Springfield, Ill., and Nashville, Tenn. One of the interesting 
surveys made by Mr. Buchanan and one. which has proved 
extremely practical was the making of a commodity classi- 


fication of all the products which 
the company handles as a dis- 
tributor. There were approxi- 
mately 7,500 items in stock 
which were found to divide 
themselves into about 55 distinct 
lines composed of eight major 
classes. ‘This grouping was put 
into effect in arrangement of 
warehouse stocks, stock cards, 
cost cards, inventory, trade and 
salesmen’s catalogs, and was 
found to work exceptionally well 
from all angles of the business. 
It is surprising to learn that the 
company was enabled in the first 
year to reduce the force from 
83 people to 53 and with that 
reduction to handle a great deal 
more business each day. 

The ideas here as to interior 
arrangement as exemplified in 
these pictures are largely those 
of Maj. Buchanan who has a 
naturally orderly and systematic 


turn of mind, developed further through his war work, 
where he was called upon to handle some large construc- 
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D. E. Harris 


President, Pacific States Electric Co., San Francisco, Calif. 
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ACK: in 1898, a boy just out of business school 
B applied for a job as stenographer with the J. M. 

Klein Electric Works of San Francisco. He picked 
the electrical business because, to use his own words, 
“IT needed a job in order to eat, and I took the first one 
| could get.” That first job ushered him into the elec- 
trical jobbing business and brought him into a company 


which, through successive 
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MEN YOU SHOULD KNOW 


D. E. Harris, 


President 
Pacific States Electric Co. 


Said one of his former associates: “Dave 
He seldom carried a price list. He 
knew his goods and he sold himself, his house and his 
goods to his customers. It was not an uncommon thing 
for him to return to the office at the close of the day— 
come rushing in with heels pounding—and with a great 
array of orders listed in the little note book he was in 
the habit of carrying.” 


in those days. 
never sold on price. 





stages of reorganization, is 
now the Pacific States Elec- 
tric Co., with warehouses in 
the major cities of the Pacific 
Coast. From stenographer, 
that boy has grown to be its 
president — D. E. Harris — 
“Dave” Harris, as he is known 
by all who come in contact 
with him. 

So “From Stenographer to 
President” might be the title 
of this brief sketch of the 
progress of Dave Harris, a 
product of the West—a Cali- | 
fornian—a native son of that 
great state wherein so much of 


When 


without him. 





He Always Lends 
A Hand 


IS time and his energy he 

devotes to the electrical in- 
dustry and to his business. 
call is made upon him that he 
does not do more than his share. 
problems 
Harris is on hand to lend his 
assistance, and a conference or 
meeting of the industry on the 
Pacific Coast is hardly complete 


It is doubtful if in his 
salesmanship days Dave Har- 
ris knew that some day he was 
to be president of the com- 
pany whose products he 
selling. But he evidently never 
missed an opportunity of gain- 
ing the confidence and respect 
of the contractor-dealer, and 
today he is looked to by them 
for leadership in the co-opera- 
tive movements 


was 


No 


arise, Dave in California 
between the contractor-dealers 
and jobbers. ‘They have al- 
ways looked to him as one who 
is interested in their success. 

In July, 1925, the late Tra- 
cey Bibbens, then president of 
the Pacific States Electric Co., 








electrical development has 
taken place. 
Dave Harris was born in 


Yosemite Valley, Mariposa County, Calif., May 9, 1879. 
His early life was spent on the ranches in this beautiful, 
scenic valley, and he attended the public schools of 
Yosemite Valley and Oakdale, Calif. He was 18 years 
old when he got his first job with the J. M. Klein Elec- 
tric Works. It was a long jump to president, and the 
intervening steps were not taken in one leap. There was 
the position of shipping clerk; and then delivery clerk 
when he made his deliveries about the streets of San 
Francisco with horse and wagon. 

But these were only preparations for other jobs of 
counter salesman and then city salesman—a jobber’s 
nan, in faet, and it is upon the foundation of salesman- 
ship that Dave Harris has built his real success. 

Some call him a super-salesman. But at any rate, far 
wide over the territory in which he is known he is 
recognized as a real salesman. Salesmanship has carried 
him to the position he occupied today. Not the sales- 
inship that is interested only in getting the order; but 
the kind of constructive salesmanship that feels a genuine 
interest in the customer, that has the interest of the 
industry at heart, that never falls down on promises, 
does not sell solely on price, never misrepresents, never 
kno ks the other fellow or his goods, and builds always 
or ‘he future. 


an 


' the early years of the electrical business, no job- 
bing house carried anywhere near the number of items 
now listed, even by the smaller houses. Nevertheless, to 
kno the lines and to know the prices was a feat even 





passed away, and it was neces- 
sary to elect a new president. On August 19, Dave 
Harris became president, and as a prominent electrical 
contractor of San Francisco said, “It was a great relief 
to the contractors of the state to learn that Dave Harris 
had been elected president of the Pacific States Electric 
Co.” 

Such confidence and respect were not earned in a day 
or in a year, but through all the years in which he has 
had contact with the contractor-dealers. 
work was laid back in the early days when he was a 
salesman calling upon them. 

The old J. M. Klein Electric Works for which Dave 
In 1905 
the company was absorbed by a group of men with whom 


The ground- 


Harris went to work is no longer in existence. 


W. L. Goodwin was associated, and became the J. M. 
Klein Electric Co. 
swept this company out of existence, and another new 


A year later the San Francisco fire 


cempany, the Century-Klein Electric Co., arose to take 
its place. It located at Sansome and Washington Sts., 
which was the only unburned portion of the downtown 


section. 

In 1908 the company was reorganized under the name 
of Sterling Electric Co., which in 1910 consolidated with 
the Pacific Electric Works of Los Angeles and the Cres- 
cent Electric Co. of Oakland, under the name of the 
Pacific States Electric Co. Dave Harris 
lecal sales manager of the San Francisco district, and 
held this position until 1916, when he became vice-presi- 
dent and general sales manager. (Turn to Page 62) 


became the 
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Special News From The Middle West 


Erner & Hopkins Division 
Opens New Branch 

The Erner & Hopkins Division, 
Lake States G. E. S. Co., of Colum- 
bus, O., has opened a Dayton divi- 
sion at 136 East Second St., Dayton, 
Ohio. F. K. Bybee, formerly of the 
Columbus house is manager of the 
branch, Mr. Hurd, formerly with 
Post Glover division, is assistant 
manager, and R. S. Brown, formerly 
of the Columbus house is the service 
manager. They intend to carry a 
complete stock of electrical supplies. 

The Erner & Hopkins Division has 
also added Arthur M. Jones, formerly 
chief electrical inspector for the city 
of Columbus, to its city sales force. 


* * * 


Westinghouse Club Formed in 
Minnesota 

The Westinghouse organizations in 
the state of Minnesota have organized 
what is known as the ‘Minnesota 
Westinghouse Club.” This is com- 
prised of all the employees of the St. 
Paul Electric Co., the R. M. Laird 
Electric Co., the Westinghouse Elec- 
tric sales and service departments, as 
well as the Westinghouse Lamp Co., 
and the Westinghouse Acceptance 
Corp. The organization is developed 
for social purposes only and will have 
but three meetings a year; i. e., an 
informal dance in the spring, the an- 
nual summer picnic and a “stag” and 
business meeting in the fall. Officers 
will be elected at the fall meeting and 
A regular 
board of advisers consisting of the 


will serve for one year. 


heads of the various organizations will 
act permanently without re-election. 
For the present, the following officers 
have been elected: A. E. Schwarz, 
Westinghouse Electric & Mfg. Co., 
Minneapolis, president; C. M. Con- 
verse, St. Paul Electric Co., St. Paul, 
vice-president; C. E. Juergens, R. M. 
Laird Electric Co., Minneapolis, vice- 
president; R. J. Roche, Westinghouse 


Service, Minneapolis, secretary, and 
R. W. Erickson, Westinghouse Accept- 
ance Corp., Minneapolis, treasurer. 
The advisory board consists of: 
Norman Stewart, manager, Westing- 


‘house Electric & Mfg. Co., Minne- 


apolis; R. M. Laird, president, R. M. 
Laird Electric Co., Minneapolis; J. B. 
Whitaker, manager, Westinghouse 
Service Dept., Minneapolis; W. J. 
Jockers, vice-president, St. Paul 
Electric Co., St. Paul, and A. J. 
Auran, manager, Westinghouse Lamp 
Co., Minneapolis. 

Their first meeting was held May 8, 
1926, in the form of an informal dance 
at the Leamington hotel, and was a 
decided success, in that approximately 
100 couples attended. 

The plan of this club in the future 
is to make arrangements to have all 
alumni or former employees of the 
Westinghouse companies keep in 
touch with the Westinghouse com- 
pany, and the Duluth office of the 
Westinghouse company as well as the 


Duluth Electrical Supplies, West ix (® 
house agent-jobber in Duluth, wijici 
will be included in this organizati.y. 


* * * 


Blumberg Enlarges Building 


The Morris Blumberg Electric (o., 
Detroit, Mich., has enlarged ii, 
fixture display rooms and has taken 
over the store next to it which gives 
it the entire building, 40x100 and 
six stories high. With this additional 
space, the company expects to increas: 
its lines of appliances and take on 
additional lines such as 
refrigerators, electric toys and so 0: 
that it has been unable to handle 
previously due to the lack of space. 

* * # 


Gilchrist Sails for Japan 


John F. Gilchrist, vice-president of 
the Commonwealth Edison Co., Chi 
cago, left on May 10 on a trip to 
Japan. His wife and daugliter, 
Dorothy, accompanied him. 


electric 





“You may bring us back a bowl of bread and milk, so there, you rough thir!" 
It’s no easy job for such he-men to act like mama’s boys. All are with the | 
Electric Co., Kansas City. Left to right: A. C. Martin, salesman; Hugh Short, ity 
sales manager; J. C. Gillies, salesman, and Roy C. Lingenfelter salesman. 
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ON 


| The Market is ready! 


Here’s the fan to fill the universal need for home ventilation! It 
has the genuine ‘“‘Breezo”’ steel construction—with adjustable panels 
made to fit kitchen windows. It removes all the cooking odors, steam 
and greasy smoke from the kitchen and keeps the air moving in the 
entire house. 

It sells on sight! 

It’s priced right! 

There'll never be a better opportunity to sell ventilating fans than 
right now. 

Get full information and prices NOW! 


Shipped 
10 Points of Superiority from 
Se Stock 























Buffalo Forge Company 


201 Mortimer St., Buffalo, N. Y. 
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Using Salesmen as Collectors 
H. L. Crown, president of the 
Crown Electrical Supply Co. of St. 
Louis has some decided views on the 
above subject which he expressed in 
a recent communication to the Elec- 
trical Credit Association and which 
we have been given authority to print. 

“The ‘use of salesmen as collect- 
ors’ has probably been as knotty a 
subject for most manufacturers and 
jobbers as has been with us. We have 
consistently used our salesmen to col- 
lect accounts which were past due 
and probably have been more suc- 
cessful than the average house, due 
to the fact that our business is almost 
100 per cent local. In other words, 
our business is all solicited by sales- 
men. 

“The writer has found, however, 
on an average of three times a year, 
that by giving the salesmen of one 
territory the slow accounts of some 
other salesmen, he not only becomes 
acquainted with the dealers through- 
out the territory but is not so apt to 
accept excuses where a check is more 
desirable. In this manner, we find 
that using a salesman as a collector 
is highly successful and that neither 
our salesmen nor our customers offer 
any serious objections. 

“We also find that by switching 
salesmen around to collect other ter- 
ritories we eliminate the possibility 
of salesmen’s failure to make good 
on promises, which promises were 
never reported to the house, and we 
have frequently been enabled to keep 
the customer’s close faith to us by 
having these promises adjusted be- 
fore they become a serious menace to 
cordial business relations.” 


, 


od 





Republic Electric Co., Davenport, Ia., has what is said to be (always play safe |; 
saying “said to be”) the best looking organization in the Corn Belt. Left to right: 
Dwight Butler; Harry F. Siemsen; Catherine Murphy; Chas. Brandt; Norma L. Gilis- 
man; Joseph S. Kimmel; Wm. M. Asmus; Kathryn D. Strathman; Haege Jennisch; 
Wm. Luett; Gerhardt Stuenkel; Karlo Rindler; and Fred Schwartz. 








This is not a big butter and egg man 
but the big pole and line material man 
of the Southwest—E. H. Waddington, 
sales manager of Graybar, Kansas City. 
He is said to be without doubt one of 
the greatest mixers in the electrical game. 








Charley Hall of Black & Decker and Jim Bateman, “Merry Old Chief” of The 
Erner Electric Company, Cleveland, O., are ready to take out the latter’s sales force 
for a trip in the Black & Decker “Special.” 


Kansas City Jobbers Generous 

The progressive Kansas City Elec- 
tric Club gave a_ buffet-luncheon. 
dance and bridge party on May 22. 
Seventy-eight couples attended and 
to show how the Kansas City elec 
trical jobbers support their club, here 
is a list of the companies donating 
the prizes: B-R Electric Co.; C. A. 
Buscher Co.; Central States Electric 
Co.; Columbian Electrical Co.; Con 
tinental Electric Co.; Graybar Elec- 
tric Co.; K. C. Power & Light Co.: 
Missouri Valley Electric Co.; Mutual 
Electric Co.; Rossner Electric Co.: 
and Westinghouse Electric & Mfg. 
Co.—eight out of 12 being jobbers. 


* * * 


Here’s Where We Kill Three 
Birds With One Stone 

J’ever meet the personnel of FE. 4. 
Quarfot’s, Milwaukee, Wis., 
force? If not, you have missed meet 
ing some mighty fine fellows, who d 3 
vote themselves to the distribution 0! 
appliances, lighting equipment and 
radio. 

F. H. Price (the H stands for hig! 
covers the city. 

Ray E. Dau and Philo F. Dea" 
cover the State. Dau is a “cub” s iles- 
man, but he has had many years °! 
contracting experience. Philo Dea" 
knows the game through many y°3" 
of contracting and selling experion’” 
Next to fishing, his hobby is s«'lin 
the ““Day-Fan” radio receiver. 


sales 


Hi Price is also an old ner 

4 - the 

through years of association wit) ™ 
retail and wholesale branches © the 
hby 


industry. Fishing is his “reel” ! 
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Just one series of 
5 HOLES 
O 
O 
O 
and one series of supports are O O 
needed for ROMEX Cable. 



















That is one selling point when you 
are discussing ROMEX with your con- 
tractor customers. There are many 
others. For instance . . . . ROMEX 
comes in one piece—all assembled— 
ready to go in—and works directly 
from the coil. 





The contractor makes more money 
because the complete-in-itself feature 
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of ROMEX permits a big cut in stock, 
a faster turnover, and less stock space 
.... besides saving him trips back 
and forth from the job to his shop, for 
additional supplies of some of the 
many parts required for other wiring 
systems. 

Explain these facts to every con- 
tractor with whom you talk and 
watch your sales sump. 


If you haven’t received your copy of our special RomeX 
Bulletin for Distributors’ Salesmen, write for it today. 


ROME WIRE COMPANY 
Patentees and Makers of RomeX 


ROME, N.Y. 


RoMEX 


Genuine RomexX is identified by its Blue Mica Finish and patented double sheathed kraft tape construction 
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Latest McGraw News 


Fred Pannell, representing the 
McGraw Co., in Arkansas, has all 
things to himself. It is pretty hot 
down through his territory and he 
wanted to know if it would not be 
possible to open up a warehouse some 
place in Arkansas to carry fans. 

E. H. Springmeyer, covering the 
northern parts of Illinois and Mis- 
salesman, is 
radio 


radio 
again to 


formerly 
forward 


souri, 
looking 
months and assures all there will be 
no question as to who will have the 
largest amount of sales at the end of 
the year. 

C. L. Hedrick, formerly of the 
Illinois Electric Co., now represent- 
ing the McGraw Co. in Illinois, has 
been doing a real job on Westing- 
house safety switches. 

Cae 
of Oklahoma and Missouri has been 
running far ahead of all the other 
salesmen on the campaign on “Bee 


Barlow, covering the states 


Vac” cleaners and is now leading all 
He 


says there is no reason why you can- 


the salesmen by a large margin. 
not sell a cleaner when you have a 
cleaner like he has. 

The McGraw Co. with 
panded department 
sales in the merchandising department 
on automatic irons and the addition of 
the Westinghouse ranges, is contem- 
plating the enlargement of its quar- 
ters in order to carry this additional 
stock, which is necessary. They say 
the last two cars of Westinghouse 
ranges and a carload of Westinghouse 
automatic irons, to be sold through 
the department, in 


its ex- 


radio and _ its 


merchandising 





W. F. Euler, Wesco, St. Louis. Only 20 
years old and a city salesman already. 


charge of C. E. Borntraeger, has 
caused J. J Kaske, purchasing and 
service manager, some grey hair in 
trying to find some place to ware- 
house this material. 

* * * 


Andren a Winner 


C. G. Andren, of the Central States 
General Electric Co., Chicago, was the 
winner of the beautiful Dolly Madi- 








C. G. Andren 


son silver set, which was the first 
prize in the “Hotpoint” window trim 
contest recently conducted by the Edi- 
son Electric Appliance Co. 
* * * 
Mid-West Has Moved 

The Mid-West Electric Co. of Des 

Moines, Ia., has moved to a new loca- 


tion at 208 W. Court St. 





Left to right: Bill Shea and Geo. 
Black of Manhattan Elec’l Supply Co., 
St. Louis, and S. L. Curry, of Westing- 
house. For the benefit of the 90 girls 
who wrote us the last time Bill’s picture 
was in, he is still a bachelor. 


How Swords Became a Distr 
uting Factor 

In 1901, Swords Bros. Co., 
Rockford, Ill., headed by Thon 
and Dennis Swords, was organi: 
and engaged in plumbing and he: 
ing contracting. In 1914, or (3 
years later, the electrical contract 
ing department was added, owing t 
the possibilities that local conditions 
offered at that time in that industry. 
Considerable work was done in el: 
trically equipping the many furniture 
and machine tool factories in Rock 
ford. 

As they further recognized the po; 
sibilities offered in the electrical way 
in the maintenance of the many fac- 
tories that were electrically equipped, 
and the expansion of the electrical 
industry in general throughout the 
city of Rockford, they decided to 
branch out into the electrical jobbing 
field. This was in 1916, with 3,000 
sq. ft. of floor space and one salesman. 

This branch of the organization 
grew so rapidly that it was not many 
years before it overshadowed the elec- 
trical contracting business, and caused 
the organization of the Swords Elec- 
tric Co., which is entirely devoted to 
the jobbing of electrical and radio 
supplies. 

In 1924 came further 
to 67,200 sq. ft. of floor 
with salesmen covering such territory 
as southern Wisconsin, eastern Iowa 
and northern Illinois. Today the com- 
pany has in its sales organization 10 
road salesmen, five specialists, main- 
tains a complete motor and engineer- 
ing department, as well as a radio and 
electric supply section, maintains the 


expansion, 
space and 





+ r 4 
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This is P. H. Preble of the Columbian 
Electrical Co., Kansas City, Mo. 
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Heavy Duty Gas and 
Vapor Proof Fixture 
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Forinstallation where 
Gases and Explosive 
Vapors Exist 








Me 


Le 





Published in the interest of a more complete 


fellowship with Salesmen everywhere, 
by the Benjamin Electric Mfg. Co. 


Chicago, July, 1926 
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Glasteel Diffuser 


White Porcelain ' 
Enameled Steel Re- | 
flector and Totally || 

Enclosing Glass Bowl || 
: 


r 





Industrial Lighting 


The Benjamin 
Book is being used by 


Industrial Lighting 
a number of 
electric light and power companies con- 
tinuing activity in industrial lighting or 
developing new campaigns. The new 
book has been revised and contains a 
complete set up of new letters, broad- 
sides, folders, etc. 

Among the companies now conducting 
industrial lighting campaigns are Califor- 
nia Electric Co., Oakland, Cal.; Pacific 
Gas & Electric Co., San Francisco, Cal.; 
Rockford Electric Co., Rockford, IIl.; 
Interstate Electric Co., Indianapolis, 
Ind.; Ohio Public Service Co., Mans- 
field, Ohio; Tennessee Light & Power 
Co., Chattanooga, Tenn., and the Mem- 
phis Power & Light Co. The latter is 
cooperating with the Memphis Electrtc 
League. 


The Southeastern Electric Supply Co., 








Activities Keep Up 


Chattanooga, Tenn., is gearing into the 
Tennessee Light & Power Company’s 
campaign. 

In Dallas, the Graybar Electric Co. is 
covering a special list of cotton oil mills, 
under the direction of Mr. Stanley 
Zercher. 

As these campaigns develop, we are 
expanding our own national advertising 
program. The July schedule is reaching 
into an increasing number of industries; 
the August schedule takes in considerable 
more territory and the September sched- 
ule will use, in addition to the electrical 
publications specific industrial mediums 


reaching industrial executives in such 
industries as cotton, chemical and metal- 
lurgical, grain, printing, metal, laundry, 


milling, petroleum, pulp and paper, rail- 
road, textile and lumber, as well as sev- 
eral blanked mediums covering a wide 
range of other industries. 


a 


Show Case Lighting Cantilo: Malte 
Progress 


Since reporting on the progress of the 
Show Case Lighting Campaign in the 
last issue of The Reflector, a number of 
electric light and power companies have 
begun active work. 

The Public Service Electric & Gas 
Co., Newark, N. J., has organized a 
campaign to cover its entire district, 
under the direction of Mr. W. T. Black- 
well, Manager of the Lighting Depart- 
ment. This activity is very thorough in 
its conception and will probably include 
other manufacturers of this equipment 
beside the Benjamin Electric Mfg. Co. 
The electric company will send out eight 
communications on Show Case Lighting 
to a picked list of prospects, and stag- 
gered into the electric company’s cam- 
paign will be a number of communica- 
tions from the manufacturers. 

This campaign will probably run over 


The products of this company are entered in the prize contest for this month. 


a period of four months and the Public 
Service Company will begin a_ special 
vigorous follow-up immediately, the 
company contact men in each commu- 
nity reporting back to headquarters at 
Newark. All sales will be made by local 
contractors, coming back through the 
distributors to the manufacturers. The 
electric company does not sell any mer- 
This is a striking example of 
forward looking methods of building the 
central station load, spending money in 
intelligent and intensive effort to increase 


chandise. 


its own revenues, while at the same time 
conferring an immediate and far reach- 
ing benefit upon other elements in the 
industry. 

Mr. Elliott Ranney will be the contact 
man for the Benjamin Electric Mfg. 
Co. in this work with the Public Service 
Electric and Gas Co. 








Basking in the delights of Dallas, might be 
the title of this picture. The two sunny natures 
thus disclosed belong to none other than our 
old friend Mr. Stanley Zercher, of the Dallas 
office of Graybar Electric Company, on the 
right, and Mr. Birch Adonis Addington, Man- 
ager Benjamin Railroad Sales, Central Territory. 








The Elmira Water, Light & R. R. Co., 
Elmira, N. Y., is conducting an active 
campaign with a_ picked 
of 100 names. Mr. F. H. Reese, Indus- 
trial Electrical Engineer, and Mr. F. M. 
Houston, Sales Engineer of the company, 
are in charge of this work. 

The Pennsylvania Edison Co., 
Pa., is conducting a campaign under the 
direction of Mr. L. W. Stout, of the 
Lighting Service Department. 

The Beverly Gas & Electric Co., 
erly, Mass., is conducting a campaign 
with Mr. H. G. Gilson in charge. 

The Texas Utilities Co., Plainview, 
Tex., with Mr. B. C. Workman in active 
charge, is putting on a campaign. Here 
is a case where even with a limited num- 
ber of prospects the effort appears well 
worth while. 

The Utah Power & Light Co., Salt 
Lake City, Utah, has a fine list of pros- 
pects in Salt Lake City on which it is 

(Turn to Page 4, Please) 


prospect list 


Easton, 


Bev- 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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A Complete Counter Dis play of Two-Way and 
Three-Way Plugs in a Handy 
Self. Vending Carton 





A Merchandising 
Problem and Its 
Answer 


—— (neonate Ve Pee eae 





This new self-contained assortment of 
Three-Way 


Plugs is the answer to a merchandising 


3enjamin Two-Way and 
problem that has confronted many deal- 
ers in handling plural plugs. 

A careful study of two-way and 
three-way plug demand has shown that 
the dealer, in order to meet the plural 
plug needs of his community, must keep 
in stock a number of types to meet vary- 


ing personal and individual peculiarities 
of choice of his customers. 

If he puts in standard package quan- 
tities of all of these types he has a con- 


siderable outlay. If he cannot furnish 
any type demanded he loses many oppor- 
tunities to complete his service to his 
customers. 


OO RE PEDO A TCR I 


A Complete Coumter 
Stock of Two-Way 
and Three-Way 
Plugs 


AORN AO ERE = 





This new assortment, Cat. No. 373, has 


The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 


been developed to meet this condition. 
The assortment contains 16 Benjamin 
Two-Way and Three-Way Plugs—3 No. 
122, 3 No. 1080, 4 No. 808, 3 No. 1083 
and 3 No. 77. 
most universally accepted, and with these 


These five plugs are the 


five the dealer can meet every plug need 
of his community. 





An Attractive Self- 
Selling Display 





The 16 plugs are put up in a neat, 
handy box which makes an attractive, 






A $25 
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colorful counter display, one each of 
the five different plugs being shown on 
the shelf of the box. 





A Profit of $3.73 on 
an Outlay of $6.37 





The dealer outlay for the complete 
counter display of 16 plugs is $6.37, on 
which he makes a profit of $3.73. He 
has the advantage of a small original 
investment, a salesmaking display. He 
can concentrate on a single, nationally 
advertised, universally accepted, uncon- 
ditionally guaranteed line. He can meet 
every plug need of his community and he 
can keep his stock balanced at the lowest 


cost. 





Generously 
Advertised 


RTE ENCE 





Generous advertising in the form of 
full pages in the trade publications, 
broadsides, letters and folders, is bring- 
ing this Cat. No. 373 assortment to the 
attention of dealers everywhere. Adver- 
tising in such magazines of general cir- 
culation as Ladies’ Home Journal, Good 
Housekeeping, McCall’s Magazine, 
Delineator and Designer is focusing 
attention on Benjamin Two-Way and 
Three-Way Plugs. In addition to this, 
we have forwarded to dealers a beautiful 
colored window poster and will supply 
him with colored folders for counter and 
mail use and electros for use in local 
advertising. 

An Entering Wedge for 
Building Up a Good 
Plural Plug Busi- 
ness 


2 MCSE ERP LF PREY EMER ABR IAAT 


























The Governor Clinton Hotel, Kingston, N. Y., equipped throughout with Benjamin- 


Starrett Panel Boards. 


This innovation has made a hit wher- 
ever it has been shown and undoubtedly 
will give the jobbers’ salesmen an enter- 
ing -wedge to set up a nice plural plug 
business. 

We will be glad to send jobbers’ sales- 
men who have not yet received it a copy 
of the big broadside which is now being 
mailed to dealers and keep them on our 
list for other literature as it is distrib- 
uted. These pieces give a vivid story of 
the idea in its entirety and will prove a 
tremendous help in assisting salesmen to 
present the idea and close sales. 


News,” the _ bright 
monthly of Wetmore-Savage 
Supply Company, Boston, Worcester and 
Mass., 


“Store newsy 


Electric 


Springfield, announces Mr. 


Arthur F. Bennett, of Marlboro, Mass., 
as Editor-in-Chief. 
tion maintains an interesting and edify- 
ing quality that always compels our 
Congratulations to 


This little publica- 
sincere admiration. 
Ye Editor. 


Mr. J seph I. 


active New England staff, has a new 


Osterby, one of our 


address and may now be reached at P. O. 
Box 71, Station A, Hartford, Conn. 


Benjamin-Starrett Panel Boards have 
been installed in the new Governor Clin- 
ton hotel, Kingston, N. Y. This job 
was installed by John Krusher, electrical 
contractor, Kingston, N. Y., and were 
supplied by the Canfield Supply Co., 
Kingston. 

















Among the many industrials for which Benjamin Industrial Lighting 
equipment is used in a large number of these plants and we are glad 
The installation was made by Mr. Joe Slater, 
plan. Mr. Frank Paulson, of the North Coast Electric Company, Portland, Ore., 


at Oregon City, Ore. 





to present these two views in ; 
Chief Electrician of the company, who is rather proud of the fine lighting 
is the jobber’s salesman who sold this job. 





Equipment is singularly appropriate is the pulp and paper mill. Benjamin 


the Hanley Pulp & Paper Company’s plant 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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working, with Mr. R. E. Folland, Light- 
ing Salesman, in charge. 

Other electric light and power com- 
panies have expressed a_ considerable 
interest in the possibilities of show case 
lighting and among those which will 
likely put on campaigns in the near 
future are Dallas Power & Light Co., 
Dallas, Tex.; Nebraska Power Company, 
Omaha, Neb.; Alabama Power Com- 
pany, Birmingham, Ala.; Connecticut 
Light & Power Co., Waterbury, Conn. ; 
Ohio Power Co., Lima, Ohio. 

Electrical supply jobbers and contrac- 
tors. are also putting on campaigns and 
showing a great interest in show case 
lighting equipment sales. The Lake 
States General Electric Co., Crescent City 
Division, Evansville, Ind., is active, with 
Mr. W. J. Schlotterer, General Manager, 
in charge. 

The Coghlan Electric Co., Worcester, 
Mass., Mr. W. B. Graskell, Manager, is 


working on a good list of prospects in 
and around Worcester. 

The Butte Electric Supply Co., Butte, 
Mont., is working up a nice campaign. 
Mr. W. E. Graham, Manager, will be in 
charge. 

Contractors and_ contractor-dealers 
have already asked for over 10,000 of 
our special show case lighting folders 
for mailing to their prospects. 

The Benjamin Show Case Lighting 
Plan is put up in a complete portfolio 
of letters, folders, broadsides and circu- 
lars and outlines a sane and _ sound 
method of getting this business. Coop- 
eration with the jobbers’ salesmen is 
urged as a feature of the plan. 

Supporting the local activity there is 
a continuous program of generous adver- 
tising of the advantages of better show 
case lighting in the strong mediums 
reaching storekeepers in every part of 


/ 


the country. 





——v —a 








What Do You Know About Rayon? 


It is a long way from silk shirts to 
giant powder, but each of them have 
their beginnings in the same thing— 
cellulose, which is the conversion prod- 
uct of macerated logs or wood pulp. 

Many of the apparently finest silk 
shirts are made today from Rayon— 


and inspecting filaments of such fine- 
ness and fragility as are found in rayon 
and silk. 

The inspectors must have “silky 
fingers”, that is, fingers and finger 
nails so satin smooth that there is 
never a roughness to catch the delicate, 


Photo by Keystone View Co., New York, 


Benjamin Elliptical Angle Reflectors in an Artificial Silk Factory. 


artificial silk, in the manufacture of 
which some interesting things develop. 

Nowhere in a textile plant is the eye 
subjected to more taxing effort than is 
required of it by the work of grading 


The products of this company are entered in the prize contest for this month. 


gossamer-like fibre and irrevocably ruin 
it for weaving. 

The operators must have a healthy, 
quick eye, free from near or far- 
sightedness, an exceptional color sense 


and a faculty for judging size instantly, 
Rayon manufacturers place the utmost 
reliance upon the trained hands and 
eyes of the operatives, and in order to 
insure a high level of applicability em- 
ploy trained oculists to constantly 
check up and maintain the eyes in a 
healthy condition and manicurists to 
examine and keep perfectly smooth the 
fingers and finger nails of the opera- 
tives. 

Of course, the best of good lighting 
is an essential. In addition to the 
most perfect daylight attainable, elec- 
tric lighting is relied upon to main- 
tain a high degree of efficiency. 

The accompanying illustration shows 
how Benjamin Elliptical Angle reflec- 
tors solved the problem in the skein 
room of one of the large Rayon manu- 


facturers. 
e 


Nee es SSS 


Over 600 replies with requests for our 
S-4 Catalog have been received from 
contractor-dealers to a letter sent out 
last month on the Little Sentry panel 
boards. 


Mr. R. A. Smith, of the Crescent Elec- 
tric Co., Detroit, is using our 1925-1926 
advertising pages in preparing a series 
of sales promotion lectures. 


The Southern New England Electric 
Co., Hartford, Ct., has organized a sales 
promotion department to keep their sales- 
men posted on manufacturers’ activities 
and to pass on to the salesmen the latest 
information sent to them by the manu- 
facturers of material they sell. 


The Tri-City Electric Co., Newark, 
N. J., with offices in Newark, Jersey 
City and Paterson, N. J., is carrying a 
line of Benjamin electrical and radio 
material. 


Keeping Fixtures 
Clean 


The Commonwealth Edison Co., Chi- 
cago, is carrying on a wonderfully effect- 
tive campaign to educate industrial plants 
to keep fixtures clean. The company 
has organized the “S. K. F. C—the 
Society for Keeping Fixtures Clean.” 
The idea is to give industrial fixtures 
a thorough cleaning once a month, re- 
lamping, within 12 hours, of any fix- 
tures in which lamps burn out between 
cleaning intervals. A staff of trained 
men, rigid schedules and special equip- 
ment are maintained. Few industrial 
plants can do this, and the small charge 
for this great service is a boon to the 
lamp user. 


A $25 


prize will be awarded: the salesman selling the greatest quantity during the month. 
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necessary Office and clerical assistance 
to run the organization. 

Up until recently, the company has 
been conducting a small retail busi- 
ness in conjunction with the jobbing 
institution. This it has decided to 
eliminate, and place itself on the 
basis of wholesale only, moving its 
general sales offices to the space which 
was formerly occupied by the radio 
and electrical retail departments. 

The Swords Electric Co. is incorpo- 
rated under the laws of the State of 
Illinois, and is an entirely separate 
company from the Swords Bros. Co., 
which maintains as large an institu- 
tion as the electric company, located 
in the southern part of the city, and 
whose business is entirely plumbing, 
heating, and sprinkler supplies and 
contracting. 

* * * 


New Billing System 


J. J. Kaske, purchasing and service 
manager of the McGraw Co., St. 
Louis, has recently installed a new 
system in billing of orders to custo- 
mers so that bills of all customers 
will be made within 24 hours, or not 
later than 48 hours after shipments 
are made. This, will be 
great news to McGraw Co. customers 
and the system promises to be success- 
ful in every way. The billing of 
orders to customers has been a source 
of grief and trouble to electrical job- 
bers for some time, but Kaske says 


of course, 


that this will be a thing of the past. 
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G. E. Chapman, T. F. Kelley, manager, O. R. Arnold, and D. W. Manhardt of 


the Crescent Electric Supply Co., 


Davenport, Ia. 





Seventh Anniversary — Pre- 
pares for Biggest Radio 
Season 

The Harry Alter Co., Chicago, is 
making preparations for its biggest 
radio season by starting a vigorous 
sales campaign on sets and parts. 
Recent additions to its sales force in- 
clude H. Lingenfelder, Charles Hen- 
ley, M. Schufeldt and Roy K. Morris. 

This company passed its seventh 
anniversary in June. Associated with 
Harry Alter are his two brothers— 
Arthur S. and Irving C., who handle 
the sales and merchandise ends of the 
business, respectively. 


Jobbers Handling Refrigeration 


The Wetmore-Savage Electric Sup- 
ply Co., Springfield, Mass., 
cently been appointed New England 
distributor for the Universal Cooler 
system of electric refrigeration. 

The Robertson-Cataract Electric 
Co., Utica, N. Y., is distributor for 
the “‘Socold” 
has recently put on a special cam- 
paign. 

The Lewis Electric Supply Co. of 
Boston, Mass. has recently been made 
distributor of the Copeland electrical 
refrigeration system. 
reports that sales are very active. 


has re- 


electric refrigerator and 


his company 











The Electric Appliance Co., Chicago, held its mid-summer sales conference June 
10, 11 and 12. During this conference the men visited the Des Plaines plant of the 


Benjamin Electric & Mfg. Co. 


The gentleman in the 


“seat of honor” in the center 


of the picture is “Nels” Roth, who can tell you what time any train goes anywhere 
in good old Missouri; to the left over his shoulder is Frank Hagerman, general 


Sales manager. On the extreme right is “Pete” Cribari, 


Frank’s assistant. It is 


pretty difficult to point out the rest of the group so you'll have to do your own 
guessing. Besides, half of the salesmen made a dash for the restaurant before we 


could line them up to take their picture. 








These girls are holding up a coil of 
wire to indicate that they are in the 
jobbing business and not simply a group 
of beautiful chorus girls. Dropping the 
eye carefully from the top down—Frances 
Hermann, Violet Moffett, Gertrude 
Sweda and Armette Plenus and Myrtle 
Karnuth (holding wire) all of the Central 
States General Electric Supply Co. 
Chicago. 
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‘jive News 
bout Live Ones , 





CLARENCE RyLANpberR has taken a 
position with the Wholesale Electric 
Co. of San Francisco, as salesman, 
and William Schaeffer is now work- 
ing on the counter. 

A NEw salesman, C. Fries, has 
started work for the Revere Electric 
Co., Chicago. He has had eight or 
10 of with other 
jobbers in the same city and also, 
just previous to this connection, was 
employed by the General Engineering 
& Sales Co., electrical contractors of 
Hammond, Ind., in charge of their 
fixture department. 


vears experience 


C. P. Cook, formerly of E. B. La- 
tham & Co., New York, having been 
in their employ for 18 years, has 
recently gone over to the Sprague 
Electrical Supply Co., Waterbury, 


Conn., as salesman. 














Left—P. R. Cornelius, Tidewater Elec- 
tric Co., New York City. Right—William 
Walton, Great Western Fuse Co., New 
York City. This picture represents a com- 
bined electrical experience totaling 43 
years but you’d never think it to look at 
these fellows. P. R. Cornelius (or Cor- 
ney) has spent 28 years in the electrical 
business and William (Bill) Walton, the 
other handsome gentleman, totals up 15 
years. When it comes to a fuse contract 
this pair is a tough one to lick. Where 
one is you'll always find the other. 


C. S. Nearman has been trans- 
ferred to the sales department of the 
Sprague Electric Supply Co., Water- 
bury, Conn., and will specialize on 
residential and commercial lighting 
fixtures. Mr. Nearman had been as- 
‘sistant service manager for the past 
three years and is well known to the 
trade in that locality. 


J. S. Brapiey of the Wetmore- 
Savage Electric Supply Co., Spring- 
field, Mass., has just been made 
“Universal” cooler specialist. 


Epmunp (Doc) R. Conant, former- 
ly credit manager for the Robertson- 
Cataract Electric Co., Utica, N. Y., 
has now taken up his new duties as 
sales representative in the Utica and 
surrounding territory and everyone 
who knows “Doc’’, and that means 
pretty nearly everybody, is wishing 
him all success in the new work. A. 
F. Davis, formerly of the Syracuse 
branch has been transferred to Utica 
territory and has already taken up his 
duties there. 


A NEw salesman for the Rumsey 
Electric Co. of Philadelphia has been 
appointed to the Allentown, Bethle- 
hem, Scranton and Easton territory in 
the person of N. B. Muir. 


D. C. Newron is a new salesman 
for the H. C. Roberts Electric Sup- 
ply Co., Binghamton, N. Y., having 
formerly travelled northern Pennsy!- 
vania and southeastern New York for 
the Syracuse house of the Robertson- 
Cataract Electric Co. 


Horace Terry is now selling for 
the Wayne Junction Electric Supply 
Co. of Philadelphia. 


O. H. Carver has recently been 
transferred from the Tacoma office 
of the North Coast Electric Co. to 
take over the radio department at the 
Seattle office, succeeding J. L. Sether, 
who has entered another field. 


R. M. Davis and F. C. Barefield 


are two new salesmen for the South- 





ern Equipment Co., San Antoni 
Tex., working on both radio and ek 
trical supplies. 


G. B. Rice, who for 2% years }); 
had charge of the lamp departme: 
of the Syracuse office of the Rober: 
son-Cataract Electric Co., has been 
transferred to the road, coverin,. 
northeastern territory immediately a 
joining Syacuse, N. Y. R. H. Bing: 
mann has been transferred from t! 
counter department of the Buffal. 
office to the wholesale counter in Syra 
cuse. F,. E. Swanson, who has for 
some time been in the credit depart 
ment in Buffalo has been transferre« 
to Syracuse to direct the personne! 
and operations of the collection ani 
credit departments. 


R. F. Cor has been employed a; 
salesman by the Washington Electri: 
Supply Co., Spokane, Wash. 


A. W. Witson is now covering the 
central section of Florida for th: 
Robertson Supply Co. of Orlando and 
Miami. He was formerly of the Na- 
tional Electric Co., Daytona Beach. 


C. W. HeEtvenston, of the Pierc 
Electric Co., Jacksonville, Fla., has 
received a deserved promotion from 
office sales to city sales. F. C. Lewis. 
formerly with the Carolina States 
Electric Supply Co., assumes the du 
ties of office sales. 


Two Promotions have been made 
in the staff of the Electric Supplies 
Distributing Co. of San Diego, Calif. 

(Turn to page 42) 




















H. E. Page is president of the Electric 
Supply & Equipment Co., Albany, N. Y. 
His company has branches in Buffalo and 
Elmira, N. Y., Scranton, Wilkes-Barre and 
Erie, Pa. 
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P&S PORCELAIN FOUR 


--is recognized as the Highest Standard of 
Orta wee siawltlime menrm@ltriliacereliap aa.ta, 


ot Experience in Manufacturing -- 


ADVANTAGES 
The Single Center Screw saves Time. 


Quick Inter-change of Bodies, 


Caps and 
Bases. 


ovate Mm aate 
constantly increasing Popularity of the Shurlok type prevents the Illicit Re- 


Single Center Screw moval of Lamps. 


Feature --- it is good 
judgment to use P&S Porcelain Devices Unqualified Approval of Underwriters. 


Established Electrical Jobbers Have These Devices in Stock 
Ask For Bulletin of 
P&S PORCELAIN DEVICES 


PASS & SEYMOUR, Inc.  Solay Statin SYRACUSE, N. Y. 
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T his Story to 


JULY ISSUES OF a 








Electricity—and all the new con- 
veniences it brings to the modern 
home—must be served. Adequate 
provision must be made when 
the original wane, goes in, not 
simply to serve the lights, appli- 
ances, motors and nd todls the hat will 
be used in that home during the 
— few months it is occupied, 

ut—even as the home is built to 
stand for years—the wiring in- 
stalled must allow for the new 
uses, the added demands that will 
come with the years. 


Every item of material that goes 
angles, a 


to the last nail—is judg judg 

ability to keep on serving its pur- 

bose for years to come gts wir- 

ing, too, must stand this test. 

Only when it takes full advan- 
tage of the most modern wiring 
devices—providing maximum 
convenience for every electrical de- 
mand that may be made—will it 
stand the test of time. 


The electrical contractor is the 
obvious champion of better home 


wiring. It's your field—its prog- 
ress is up to you. 


Progress in home wiring 
Progress that 1S mn your hands_~ 


means bigger Too often the home goes up today, modern in all respects 
profits for you~ but one—adequate wiring. Can’t blame the electrical contrac- 
tor—he bids on the specifications furnished, and has to stay 
within his bid. But—a few timely suggestions to the architect 
or owner—for more adequate specifications—would pay big. 


Uses for electricity in the home have grown so in number 
in such a short time—are growing so fast every day—it’s vital 


CUTLER 


Modern Wiring 
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SELL COMPLETE CONVENIENCE ~~ BUILD GOOD WILL 





to be sure sufficient provision is made for them all in the 
wiring layout. You’re the man that knows whether it’s been 
done— what a big added convenience at slight additional cost 
would be effected by another receptacle here, a toggle switch 
there, a three-way switch at the head and foot of the stairs, 
more adequate wiring in the basement. Point these things 
out— before you bid. He'll appreciate it—you can do a better 
job, and make more money. 


Sell more duplex receptacles 
—by recommending them 


Here’s an item, for example, that doubles the convenience of 
every receptacle installation—costs only a few cents more, and 
no additional wiring is necessary—the C-H Duplex Recep- 
tacle. It appeals to the architect on sight—and why wouldn’t 
it? It permits him, at slight additional cost, to double the elec- 
trical convenience of his client’s home. It builds a better 
reputation for him— recommending it builds good-will for you. 


That is just one item in the C-H Line. Of course, the single 
receptacle of the same shallow, husky C-H construction is 
also made. But recommend the double—we’ve pulled it to 
pieces, for your interest, in the column at the right. 


Then there are all the other items—flush and surface 
switches, door switches of fool-proof construction that fit any 
box, remote control switches to operate all the lights in a 
store or house simultaneously —a wonderful protection in case 
of fire or burglary. 


Urge these conveniences upon the attention of the architect 
or owner—see that enough of them are provided —build them 
into the house. The modern home needs more of them—and 
you can use the added profit. 


Incidentally, the C-H Line is quality throughout—mechan- 
ically strong and electrically perfect. Receptacles and switches 
are built shallow for easy installation. The C-H Trademark 
carries a reputation that spells instant acceptance, and every 
item in the C-H Line is priced right for your profit. 


Remember these things when you talk to the architect. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 

















The C-H Duplex Receptacle 


Shallow, husky construction 


The heat-proof Thermo- 
blax moulding which 
forms the body of the 
receptacle is a solid, 
heavy-walled piece, cor- 
rectly designed to with- 
stand hard service and 
furnish adequate insu 

lation between all cur- 
rent-carrying parts 

The construction is shallow for convenience 
in installation. 


Heavy, strong contacts 


The contacts are un- 
usually heavy and are 
doubled, as shown, for 
extra strength and bet- 
ter contact. The con- 
tact arms, binding 
screws and contacts are 
dark on one side of the 
receptacle and light on 
the other to distinguish 
the negative from the positive side of the 
line. 





Polarized prong slots 


Tee-shaped slots in both 
receptacles take plug 
prongs of any standard 
type. The parallel slots 
are polarized — one 
longer than the other— 
to take the more mod- 
ern plugs which will 
only fit this type of 


receptacle. 





&Y 





AMMER 
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Eugene Cramer has been promoted 
from the store department to counter 
salesman, having taken the place of 
Milton C. Taylor, who has been ad- 
vanced to city salesman, Mr. Cramer 
before coming to the company, was 
associated with the Commercial Elec- 
tric Supply Co. of St. Louis in its 
lamp department. Mr. Taylor has 
been with the Electric Supplies com- 
pany over two years and was former- 
ly connected with the Steventon Elec- 
tric Co. of San Diego. 


H. M. Martison is a new salesman 
for the Crescent Electric Supply Co., 
Madi:ion, Wis. 





Epvawin Seere has been added to 
the purchasing department staff of the 
Commercial Electric Supply Co., De- 
troit, as assistant to S. H. Woleben. 
He was formerly employed by the 
Graybar Electric Co. of New Orleans 
and the Pierre Marquette Railroad at 
Detroit and Saginaw, Mich. 





A Warr comes from the Gem City 
Electric Co., Quincy, Ill., saying that 
“Mike” Stormes took a notion to get 
married and left them short of help 
for a week. Whatever happens to 
Gem City, “Mike” at least is to be 
congratulated. 


GrorGe S. Howarp of the Crown 
Electric Supply Co., St. Louis, has 


entered upon his new duties as sales- 
man for the company. M. Schneider 
has been promoted from office to serv- 
ice and H. C. Andrews from service 
to sales. E. Schneider has been made 
an office department head. 


W. J. Lawrence, formerly with the 
Frigidaire Co. is now employed as 
salesman by the Morley Murphy Co., 
Green Bay, Wis. 


T. W. Curose, formerly with the 
Central Electric Co., is now with the 
Graybar Electric Co., Davenport, Ia., 
office, with headquarters at Cedar 
Rapids. He is operating as sales- 
man. 


E. Y. CLEVELAND is a new counter 
man for the Continental Electric Co. 
of Kansas City, Mo. 





A NEw addition is being made to 
the warehouse of the Southern New 
England Electric Co., Hartford, 
Conn. 


Lovis D. Cravuson has been em- 
ployed as shipping clerk of the H. C. 
Roberts Electric Supply Co., Bing- 
hamton, N. Y. 





A FIVE-PIECE orchestra has been or- 
ganized among the employes of the 
Lindley Electric Supply Co., Phila- 


delphia. They gave their first dance 


at one of the parks recently and had 
an attendance of about 100. They ar 
known as the “LesCodians.”’ 


Bert P. Sreeve has been promoted 
from the purchasing stock record de 
partment of the McGraw Co., Si. 
Louis, to the city counter depart 
ment, which is under the supervision 
of J. J. Kaske. 


H. H. Morenuouse, formerly of th: 
Continental Supply Co., Omaha, and 
at the present time manager of the 
St. Louis house of the McGraw Co.. 
has recently moved his family and 
belongings from Omaha to Kirkwood, 
the home station of KMOX. They 
say the reason Herbert moved so 
close to Kirkwood was in order to 
make use of the crystal set which he 
purchased some five years ago, be 
cause with all of the power of KMOX 
and from the close vicinity of the sta 
tion, he, no doubt, could invest a few 
more nickels to purchase a horn so the 
whole family could hear the good pro- 
grams of KMOX through his crystal 
set. Willis Meier, one of Mr. More 
house’s saiesmen, said he did not need 
the set or anything like it, that he 
was close enough to open up the win- 
dows and doors and listen to it. Of 
course, Herbert, with some Scotch in 
him, does not admit it. 


Jutes L. Brana, who has handled 








Well, here is a flock of people all working for one jobber. 
They draw their salaries from the Tri-City Electric Co., Newark, 
N. J. Front row, left to right: G. S. Hunnewell; Elsie Rem- 
mele; Bessie Benner; Winifred Nichols; Margaret Slockbower; 
Helen Desmond; Gladys Bidewell; Betty Lufkin; Mildred 
Rothschild; Irving J. Chesley, service manager; Harry C. Cala- 
han, general and sales manager; George H. Potter, secretary 
and treasurer; Belle Jacklen; Mary Delaney; Viola Kuebler; 
Harriett Thompson; Harriette Bossinger; Elsie Radler; Jose- 
phine Corsilia, lamp department manager; Elsie Thieler; 
Lenora M. Walkland; George Auspitz, salesman, and Leslie 


Kroeger, salesman. Middle row: Herbert F. Irish, general sales; 
Douglas Cummings, salesman; Edward P. Shearer, salesman; 
Frederick Leach; Thomas McCann; Geo. Hasbrouck, salesman ; 
Ed. Timlin; Ed. O’Connor; Al. Feitner; Harold Harlfinger; 
John Niederland; Al. Duell, salesman; C. B. Anderson; Edward 
J. Marratt; Howard Hanson, salesman; Frank J. Durkin, sales- 
man; Erle M. Horton, salesman; Chas. Schnetter, accountant; 
Paul F. Rooney, assistant sales manager, and Jack Vaughan. 
Last row: Spike Wilson; George Durkin; Joseph Comer; August 
Fischer, salesman; Thomas Bergen, and Ed. Delaney. 
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[5 MAKERS OF PORCELAIN ENAMEL LIGHTING FIXTURES 


The New Goodrich 





H 


The nozzle of a garden hose will either 
spread or concentrate its flow of water. 


In like manner the GOODRICH 
FOCUSING ANGLE REFLECTOR 
will either diffuse or concentrate its light 
over a vertical surface. 





other kind of reflector. 





Goodrich Porcelain 


Enameled Kitchen Light 


The GOODRICH KITCHEN LIGHT is 
made of the highest quality of Porcelain 
Enamel. No screws are used through the 
canopy to chip the enamel or mar its ap- 
pearance. They come complete with 
appliance connector and globe as shown, 


also in six other styles. All are individ- 


ually boxed. 


Write for information on our complete 


line of Porcelain Enameled Reflectors, and 





other lighting equipment. 


Focusing Angle Reflector 


No light is wasted over the edges of a sign. 
The 9012 socket permits an accuracy of illumination 





View showing how lamp 
may be focused by rais- 
ing or lowering adjust- 
able socket to concen- 
trate or diffuse the light. 


Its ADJUSTABLE 


impossible with any 





The 333 


Goodrich Electric Co. 





1650 Ogden Avenue CHICAGO 
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hardware and mill supply lines in 
New Orleans, has joined the sales 
force of the Electrical Supply Co., 
New Orleans. 


Troy A. Brown, who was formerly 
connected with the Tampa office of the 
Pierce Electric Co., is back with the 
company again in charge of city sales. 
R. J. “Bob” Livingston, formerly gen- 
eral house salesman connected with 
the Tampa branch, is now out on the 
road as lighting fixture specialist. He 
will cover the West Coast and Miami. 


Horace S. Nee ty, salesman with 
the Treadway Electric Co., Little 
Rock, Arkansas, has been elected to 
the DeMolay Legion of Honor by the 
National council of the order. This 
award is given to but 13 members in 
the United States during the year, and 
Mr. Neely is the first 
Arkansas to receive this award. 


person in 


H. C. Woopuovuse, treasurer of 
Woodhouse Electric Co., Norfolk, is 
on the job again after being confined 
to his home for several months with 


asthma. 


Harry Fire has joined the sales 
force of Illinois Electric Co. of Los 
Angeles. Harry was formerly with 
Reiman Wholesale Electric Co. 


E. E. Erenorz led the country 
sales and E. Rehage the city sales for 
the Interstate Electric Co., New Or- 
leans, for the month of May. Look 
out for these two fellows in THE 
JopBer’s SALESMAN Summer Sales 
Prize Contest. They’re dangerous. 

*% * * 


H. T. Long Forms New Com- 
pany in Spartanburg 
Henry T. Long, formerly vice- 
president of the Carolina States 
Electric Co., has resigned, and, to- 
gether with a number of business men 
of Charlotte, N. C., and Spartanburg, 
S. C., has bought the Carolina States 
Electric Co.’s branch at Spartanburg, 
which will hereafter be known as the 
Carolina Electric Supply Co., Inc. 
Officers of the company are: Henry 
T. Long, president and treasurer; C. 
F. Calhoun, secretary. The directors 
are: Julian Calhoun, capitalist and 
business man of Spartanburg; C. H. 
Hutchison of Georgia; G. G. Slaugh- 
ter, in the textile machinery business 
in Charlotte, N. C.; J. P. MeMillan, 
of Charlotte, and Mr. 


business man 


Long. 


The company is fortunate in its se- 
lection of a territory which promises 
to be productive and Spartanburg, ac- 
cording to Mr. Long’s analysis of the 
situation, has many natural advan- 
tages as a distributing center. More- 
over, they start off as distributors of 
a number of nationally known and 
advertised lines. 

x * & 
Jobber Group Discusses the 
Manufacturer 

On June 21, Jobbers Group No. 2 
of the Electrical Board of Trade of 
New York, comprising 18 members 
that meet every two weeks, gave a 
dinner at the McAlpin Hotel to which 
many of the electrical manufacturers 


and their agents covering the met: 
politan area of New York were 
vited. The general subject of d 
cussion was ‘Manufacturers 
direct to electrical contractors.” 
* *& * 
Correction to Mr. Miner’s 
Article 
There was an obvious typograp!| 
cal error in the article by E. \\. 
Miner on “Instalment Buying,” 
page seven of the June issue. Nx 
the bottom of the second column it is 
stated that the average deferred pa\ 
ment credit extended to the American 
public is about $3500 for every man, 
This should have 


selli 


woman and child. 
been $35.00. 











Here are some pictures of jobbing houses which arrived too 
The top shows the Florida Electric Supply Co., Miami, Fla. 


issue. 





late for the June 
Center, ieft 


to right: Republic Electric Co., Davenport, Ia.; Southern New York Electrical 


Supply Co., Elmira, and Binghampton, N. Y. 
Virginian Electric Co., Charleston, W. Va. 


The bottom picture is of the 
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Panne verenees AN 


SERS of industrial power, who 

have given thought and study 
to factory wiring problems, are to- 
day insisting upon the installation 
of Lead Sheathed Cables where 
power circuits are layed under- 
ground, in damp places, or wher- 
ever severe conditions exist. 


Such specifications are evidence of 
a desire to install only wires and 
cables that insure against costly 
shutdowns—that eliminate the 
idle hour. 


Eliminating the idle hour 


From copper bar—through many 
insulation processes—into the 
giant lead presses, and over the in- 
spection mirrors to finished pro- 


duct, Rome Lead Sheathed Cable 


is constantly passing. 


For all Rome Wires and Cables are 
manufactured from copper wire 
bar to finished copper wire—in 
our mills covering 20 acres of 
manufacturing floor space; under 
the careful supervision of a trained 
engineering staff. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME WIRE 





Stranded 
Rubber Covered 
Lead Sheathed 
Cable 


WIRE BAR TO FINISHED COPPER WIRE 
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HERE is a vast difference in the 


appearance of the huge Lead En- hee) Bae | tain 


;, ae 
yftomorile cased Cables, and the fine strands of pnt gm an 


Wi the 
copper that go to make up magnet a ox thro 


wire. Yet, both are manufactured by ei, and 
ae its n 


the Rome Wire Company. © a 


And, if you study the Rome products, th 
shown on this page, you will find, be- 
tween these two extremes, a variety A 

f : d ° l 4 fi Super Service 
of types, sizes, and insulations sufh- Py 2 
cient to satisfy practically any need. 


All of these wires and cables are made 
in Rome Mills, under Rome super- 
vision, from wire bar to finished cop- 


per wire. 


oes , ‘ ‘ Rubber Coveres 
‘Extra Flekible If you will let us know in what wires Wires = Code 30% 


Wires and Cables Intermediate 
7 and cables you are interested, we will 

be glad to send you samples, catalogs, 

and other information that will be of 

help to you. 














ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York — 50 Church Street 
Boston — Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles — J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco — J.G. Pomeroy, Inc., 51 Federal Street Copper Rod ana 


Bare Copper Wire 
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Cooper Controls Mountain 
Electric 

An interesting development has re- 
cently taken place in the affairs of 
the Mountain Electric Co., Denver. 
John J. Cooper, formerly a_ stock- 
holder and acting in the capacities of 
vice-president, treasurer and general 
manager, has bought out the other 
interests and is now president of the 
company. 

Mr. Cooper went with the Moun- 
tain Electric Co. about 22 years ago 
and started as general utility man in 
the office and warehouse. He went 
through every phase of the business 
and for the last six years has been 
its managing head.’ He has made an 
unusual number of friends, not only 
in and about Denver but throughout 
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the jobbing industry and they will all being the 14th annual meeting of this 


feel a sincere pleasure in his success. 
* * # 

Southern New England 
Changes Compensation Basis 
the 
Electric 


Southern New 
Co., Hartford, 
Conn., have heretofore been operatin: 
on a volume basis. This plan, how- 
ever, has recently been changed so 
as to place the salesman on a gross 
profit commission basis. 


Salesmen of 
England 


* * * 


Meeting of Westinghouse 
Agent-Jobbers 
An unusually profitable and enjoy- 
able meeting of the Westinghouse 
Agent-Jobbers Association was held 
at Hot Springs, Va., May 24 to 29, 





pantie et 






























































& A. Photo 


F: 
xervais E. Hillis, son of President C. C. Hillis of the Electric Appliance Co., 
S.» Francisco, is now Mid-Pacific singles tennis champion,* having defeated Mi 
dvubles partner, Gerald Stratford’ in straight sets, 8-6,.6-8 and 6-2, at ‘Berétania 
Courts, Honolulu, on April 28. Gervais also holds the intercollegiate doubles 
clampionship of the United States, in addition to a number of other titles less 


P-ominent. 


association. Representatives of 37 
Westinghouse distributing jobbers, to 
the number of nearly 100 were in 
attendance together with over 100 
invited guests including the ladies. 

Addresses were made on the open- 
ing day by B. E. Finucane, president 
of the association; J. S. Tritle, gen- 
eral manager of the merchandising 
department; President E. M. Herr; 
E. D. McCarthy, president, McCar- 
thy Bros. & Ford; Vice-President 
Walter Cary; J. J. Gibson, vice- 
president of the Westinghouse Com- 
mercial Investment Co.; and J. J. 
Jackson, attorney general. 


The usual routine of committee 
reports occupied the major portion 
of the remaining days with the excep- 
tion of a number of addresses that 
were worked in on Friday the 28th. 
“Package Electricity” was discussed 
by G. Charter Harrison, president of 
the French Battery Co.; “General 
Remarks” by A. E. Allen and “Lamp 
Problems”’ F. M. Wicks, both of 
the Westinghouse Lamp Co.; ‘“Cen- 
tral Station Selling” by Thomas L. 
Phillips, commercial manager of the 
Union Gas & Electric Co., Cincin- 
nati; “Will the Contractor-Dealer 
Continue to Buy from the Jobber” 
by L. W. Davis, general manager, 
Association of Electragists; “An 
Electrical Publisher’s Responsibility 
to His Industry” by Edgar Kobak, 
vice-president McGraw Hill Co.; 
“Enlightened Self Interest,” by W. L. 
Goodwin, operating vice-president of 
the Society for Electrical Develop- 
ment. 

Abundant golf was to be had, of 
course, as well as ample entertain- 
ment for the ladies, in the way of 
card games, riding, carriage drives, 
etc, In the golf tournament, J. C. 
Schmidtbauer and“ Meade Brunet put 
up prizes to be awarded as follows: 


by 


First. prize (appearance) — form, 
physique, dress, demeanor. Second 
prize—pertinacity and ruggedness. 


Third prize—unexeitedness, refriger- 
atedness,. dispassionateness, noncha- 
lance. 


* F-® 


Watts & Co. Have Birthday 


B. C. Watts & Co., of 405 Four- 
teenth St., Denver, celebrated their 
twentieth anniversary on May 21 
last.“ Their many friends throughout 
the Rocky Mountain district rejoiced 
with them on this occasion. 
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Sales Campaign in Conjunction having been with the Sager Electrical _—_ Electrical Credit Baromet: ; 
with Newspaper Advertising ‘Supply Co. as manager of its Lynn, The accompanying tabulation. \,, 
According to Chas. A, Trask of the Mass., store and previously to that the number of delinquent acc 

Southern New England Electric Co., with Joseph E. Greene, Inc., Boston. the total amounts and the aw» 

Hartford, Conn., they were practical- This concern is doing a wholesale “amounts as reported to the Nat  )\| 

ly the first jobber of General Elec- jobbing business. It was originally Electrical Credit Association jy 

at 245 South St., but has outgrown member manufacturers and joi. »:, 

these quarters and has been obliged through its various divisions, {o; 


a] 


to have more room. Joseph E, Greene May, 1926, as compared with 


tric products to launch a campaign in 
conjunction with newspaper adver- 
tising inserted on the G.-E. wiring 
system. Four General Electric men formed the company, but withdrew same month the previous year. |,» 








were given them for two weeks to from it to establish a sales agency, these figures are shown for the irs 
call on builders and prospective home which he is now operating. five months’ period of 1925-26. 
owners to sell the idea of a complete “THE ELECTRICAL CREDIT BAROMETER” 
job adequately and conveniently con- MAY 381, 1926 
° t . Go c 
trolled. A prize of $25 worth of fish- ae : 
x Increase Incr 
ing tackle was offered to the salesman DIVISION May or 5 months se 
obtaining the most points. Points i fed = yom ae _ pod Decreas 
ga oa hon cea é , : , ee ae eee eee ee 338 402 +19.0% 996 6 — 1.4 
— awarded on the number of house — yfiaaie & Southern Atlantic .. 227 285 485% 1164 1088 $—108 
to house wiring systems landed by New England .0........0..0.cc00c000-0--- 116 93 19.8% 436 458 4 5s 
electrical contractors. Pacific LS, Ee Ee een 27 22 —18.5% 98 146 +49. 
et : Cod) eee 2 eee een ener. 1066 950 —10.9% 4631 4761 + 2.8 
A large number of tie-in advertise- aeeIS a ul he 
t ‘ ld t atdiniad 1 Ws 8S Vee 1774 1702 — 4.0% 8825 8371 +00.5 
ments were sol lectric: n- 
ne ee ee ee TOTAL AMOUNTS REPORTED 
tractors. Hundreds of letters were % of 
written to architects, builders, con- Increase Increase 
arinra : his —ee May or 5 months or 
tractors and home owne *) covering 1925 sone “Giesate 1925 1926 Decrease 
everyone in these groups in the state New York 0... $ 55,157 $ 51,910 — 5.9% $812,597 $284,985 —8.8°; 
of Connecticut. Middle-Southern Atlantic 382,636 82,691 + 0.1% 164,651 111,401 —32.3° 
oe = 4 New: England .................. 12,981 8,459 —34.8% 45,148 43,0638 — 4.6% 
: Pacific Coast ccc 2101 2,972 441.5% 14,558 26,798 484.0¢; 
General Sales in New Quarters Central 125,851 110,986 —11.8% 562,521 509,721 — 9.4” 
The General Sales & Trading Co., TOTAL ...2 $228,726 $207,018 — 9.5% $1,099,465 $975,968 —11.2° 
Boston, has recently moved into new AVERAGE AMOUNTS 
and more convenient quarters at 605 1925 May 1996 “ian —_* 
Atlantic Ave., and will in the future New Yorke 2.n..-.cccccccoccccecocccecoscocscseccecscecescesocsesseseeceeseees $163 $129 $156 $145 
be under the veneral direction of 7. W. Middle-Southern: Allantle. iscsi ison icsssciccnccccoets- 144 139 141 107 
ae 1 b od ied ce fect RRSRRES SEI SE Se RRS ss. orton a ea 111 90 104 94 
a eV, who 1as een connectec with Pacific Coast ee oe ee a ce Nl 78 185 148 184 
the jobbing trade for several years,  Cememed © ances cieenetessititertnnerinenoen 118 117 121 107 











This pretentious 
building houses the 
activities of Stan- 
ley & Patterson, 
Inc., both jobbing 
and = =manufactur- 
ing. It covers a 
block from Spring 
St. to Van Damm 
St. New York, 
fronting on Varick 
St. It is 10 stories 
high and contains 
21,500 sq. ft. The 
company moved in 
recently and _ all 
are happy in the 
new quarters. 
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A HOT HEAD IS 
A COOL PICKER 


Although it’s a hot perspiring head that 
drives a man off a blistering street to buy a fan 
— it’s a cool buying head that makes the pick. 

Buyers are interested in more than some- 
thing that ‘“‘whirls.”” Feature points influence 
sales. They want economy, long life—and 
big air delivery. . 

Sell your dealers Day-Fan Fans* and give 
them a fan that keeps their customers cooler 
because it has “extra air delivery’’—conserves 
their money because it goes a long way on a 
little juice, and gives them many years of fan 
mileage. 


Write us for details. 
*Formerly Dayton Fans. 





Day-Fan Motors 


(Formerly Dayton Motors) 
Day-Fan Motors are so well built 
that they are practically heat and 
moisture proof. They are popularly 
used on washing machines, pumping 
systems and other appliances that use 
fractional horsepower motors. 











Day-Fan Radios 


Our 37 years’ experience manufac- 
turing high-grade electrical apparatus 
served us so well that the Day-Fan 
Radio has become known from coast 
to coast as a “musical instrument.” 












DAY-FAN ELECTRIC COMPANY, Formerly The Dayton Fan and Motor Company, DAYTON, OHIO 


For More Than 37 Years Manufacturers of High Grade Electrical Apparatus. 
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Parr Forms Export Company 

Announcement is made of the for- 
mation of the Parr Electric Export 
Co., Inc., for the purpose of taking 
over the export department of the 
Parr Electric Co., Ine., of New York 
and also for the purpose of acting 
as export sales manager for leading 
electrical manufacturers, a number 
of whom have already made arrange- 
ments with the new company to act 
as their representatives in foreign 
fields. 

The officers of the new company 
are as follows: McKew Parr, presi- 
dent and treasurer; C. E. Merrill, 
secretary; George M. Parr, assistant 
secretary; Joseph McElroy, 3rd, gen- 


eral manager. 
* * * 


Jobbers’ Sales Activities 

The Edison Hotpoint appliances 
campaign put on by the Southern New 
England Electric Co. of Hartford, 
Conn. during May, with cash prizes 
for salesmen, was successful in every 
way. A similar campaign on the 
G.-E. wiring system was held from 
May 24 to June 5 for prizes. There 
was also a successful fan campaign 
and the number of fan dealers was 
doubled over the previous year. 





The C. J. Litscher Electric Co. of 
Grand Rapids reports that it has put 
on a special drive on large-profit items 
which has increased the business con- 
siderably in those lines. 


The Pierce Electric Engineering 
Co. of Scranton, Pa. has carried on a 
successful campaign on Westinghouse 
automatic irons. 


A special sales campaign has just 
been completed by the Varney Elec- 
trical Supply Co. of Indianapolis on 
the Westinghouse automatic iron. It 
went over big and 680 irons were sold 
in the territory. 


“Hemeco” and “Usalite” campaigns 
have been completed by the Crown 
Electrical Supply Co., St. Louis. 


A special lamp sales campaign was 
put on by the William Hall Electric 
Co. of Dayton, Ohio. 


The special sales campaign of the 
McGraw Co., St. Louis, on schedule 
wiring devices, on which a prize was 
offered, was closed on May 31. This 
contest was won by A. C. Peters, 
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EER 


Richard G. Scott, road salesman, Elec- 
tric Appliance Co., Dallas. He drives a 
Ford coupe and is a regular mud-lark— 
eats bad roads for breakfast. 


a 





Joe Glacken running a close second. 
However, all the boys did a real joo 
and there was so little difference 
between the last man and the win- 





ner that H. H. Morehouse, » 
ger was almost forced to buy ich 
one of them a prize for their ef) +4. 
At the present time there is a s)) \\,| 
campaign on in charge of C. E. |). ¢p. 
traeger and D. R. Morgan on \\ ¢. 
inghouse ranges and Borntraeger |\,s 
said that after this campaign is | \;+ 
J. J. Kaske will be able to ho!! , 
lawn party in the space formerly o¢- 
cupied by Westinghouse ranges. 
* * * 

Improvements and Extensions 

The Eastern Electric Supply (o.. 
Portland, Me., has opened a new re- 
tail store at 612 Congress St., !’ort- 
land. E. H. Souther is manager 

The Southern Equipment Co. of 
San Antonio, Tex. has added to its 
cffice equipment a “Standard” mailing 
machine—postal permit printer. 

The Champion Incandescent Light 
Co. of Philadelphia, has gone into its 
new building at 635 Market St. 

The Commercial Electric Supply 
Co., Detroit, Mich., has put in addi- 
tional facilities for handling stock. 














2 + hens eee went Sas 





The Tomberg Electric Co. of Wilkes Barre, Pa., moved on April 1 from 40 ©. 
South St. to 205 S. Washington St., where much larger quarters are available. Thc 
picture above shows the front of the first floor of their new place. When the lower 
picture was taken it was about noon and the bookkeeper and some of the clerks 


were either camera shy or too hungry to get in the picture. 


Those who posed are, 


left to right: Wesley Jones, driver; Ted Monsey, clerk; Sheldon Jones, manager; 
Kitty Roberts, stenographer; I. Tomberg, proprietor; Edward Proski, stock cleri. 
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Single Bo-Arrow Arm 
Construction 








Double- Arming 
Construction 





Holding the Line 
With Hubbard Bo-Arrow Arms 


OLD your lines with HUBBARD BO- 

ARROW ARMS as they have proven 

far superior to any other device for the 
same purpose. 


There is absolutely no maintenance work on 
BO-ARROW ARMS and PEIRCE PINS. 


Consequently your service interruptions and 


dangerous repair work on “‘hot”’ lines are re- 
duced to a minimum. Contrast this with 
wooden construction where rotten, split and 


burnt off arms and pins are continually being 
replaced at the cost of interrupted service or 
danger to the lives of your linemen. The 
cost of replacement on the average wooden 
arm line will in a few years equip the entire 
line with BO-ARROW ARMS. 


In BO-ARROW ARMS you get absolutely 
safe and reliable lines at the lowest cost. 


Write for your copy of the Hubbard cat- 
alog for a complete listing of both single and 
double type Hubbard BO-ARROW ARMS. 


THE HARDWARE Makes the Line 
Hubbard Makes THE HARDWARE 


Carried in stock and sold exclusively by the leading Electrical Jobbers 





HUB iy 


and COMPANY 








Hubbar 


PITTS BURGH ” OAKLAND, CAL.* CHICAGO 
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Salesmen as Collectors 

From a Maryland Jobber—‘We 
have found it profitable for 
salesmen to collect our past due ac- 





very 


counts, for the reason they are taught 
that their orders cannot be passed if 
the account is in arrears, and my say- 
ing is this: ‘If you cannot get close 
enough to your customer to collect 
money, you are not close enough to 
get the amount of business out of him 
that you should.’ 

“The customer of today is what the 
salesman makes him. They can either 
make him pay promptly, or pay in 
part payments, which is very satisfac- 
tory. 

“There is too much today of sales- 
men working for the commission they 
make and not taking the interest of 
their house to heart. 

“No business can be run with ac- 
counts in arrears, and no one knows 
the condition of these accounts as the 
salesman, who is continually on same. 

“T hope this might be of some serv- 
ice to you as the above has been in 
operation for the last 15 years, and 
our sales are over one million per 
year, and we sell to garages and elec- 
tricians.” 

From a St. Louis Jobber 
opinion there are times when a sales- 
man can benefit the house very much 
by acting as a collector, although I do 
not think it is a good idea to make it 





In my 
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We have with us, Wm. (Will) Meisel, Irving Weiner, Leo Alligate, and Miss |i 


Feinmell, of the Premier Brass & Elec. Corp., electrical jobbers, Brooklyn. 


Premier 


is distributors for a number of leading electrical manufacturers and operates a branch 
store at 151 Jamaica Ave., under the supervision of Sidney Meisel. 





a standard practice, as a salesman 
should spend the majority of his time 
in producing sales. At the same time, 
if he has an account which the credit 
department has already advised can 
stand no further shipments until such 
time as their account has been re- 
duced, and he is going into that town, 
he can serve a twofold purpose by 
very tactfully approaching his cus- 
and obtaining a remittance 
from him—and still retaining the 
good will of the customer. 

“Whereas, when it is necessary for 
the credit department to write the 


tomer 


























Har! Har! Har! “At was a good one, all right, all right! 
Graybar’s Kansas City house sure can enjoy a joke. Rear, left to right: Gertrude 
Gregg; Bessie Davis; Sada Bowron; Jessie Rendorff; Viletta Stillwell, and Ann 
Alport. Front: Delia Connelly; Nell Morrison; Agnes Wolfe, and Margaret Gleason. 


These fair ones at 


customer, advising them they ar 
holding up the order until such time 
as a settlement has been made. 
“We do not encourage our sales- 
men to make collections—except in 
such instances.’—The Viewpoint. 
* * * 


Mountain Electric Opens 
Springfield Branch 

Jack McKinsley of the Square |) 
Co. sends the news that the Mountain 
Electric Supplies Co., the rapidly 
growing organization of Pittsfield. 
Mass., has recently opened a new 
branch at 54 Harrison Ave., Spring- 
field, Mass. C. W. Burland is in 
charge of the new house. 


&¢ & 


Electragists Prepare for Cedar 
Point Meeting 

It has been decided to hold the 
26th annual convention and manu 
facturers’ exhibit of the Association 
of Electragists, International, at 
Cedar Point, Ohio, this year. Th: 
dates are August 24 to 27. A fitting 
celebration is planned to round out 
the association’s first quarter century. 
The convention will be held in t! 
Breakers Hotel, a beautiful resort 0” 
the shore of Lake Erie, which comes 
nearest to being the Atlantic City 0! 
the middle west—bathing, canoeing. 
board walks and beach chairs. ete. 

The manufacturers’ exhibit will | 
held in the large convention hall «ad 
joining the auditorium. This exhi 
iton, for a number of years, has bev! 
a very prominent and valuable feati™ 
of the Electragist meetings and ‘+ 
year to t 


expected this break pst 


records. 
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WIRING DEVICES (Py OF MERIT 

» © 

Nu) 


SATISFACTION 


SALEABLE IN 
SUMMER 


By pushing Paulding wiring devices you can build up 











Mica Socket a steady and profitable volume of sales on a line that 
gives complete satisfaction and unexcelled service. 


Paulding devices have mechanical superiorities excel- 


lent appearance, positive performance and a salability that 
is unequalled. 


Contractors and wiremen throughout the 
field know this line well and that’s one big 
reason why you should push the Paulding 
line throughout the summer—and all the 


year ‘round. 








New England Push Button : 
Shallow Type Sign Receptacle Cleat Receptacle 


sss JOHN I. PAULDING, INC. 





“FOL NDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


lin 








Weatherproof Socket 





Outlet Box Receptacle 





Edison Screw Base Flush 
Receptacle 


SALES 
OFFICES 


a NEW BEDFORD, MASS. yee eo 


Settle St. Louis 


Scual iy FACTORY, ACUSHNET, MASSACHUSETTS Pittsburgh 


Boston 
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On the right is J. Harry Braselton of 
Wesco Supply Co. New Orleans, La. His 
guest is Estes W. McKinney, vice-presi- 
dent of Electric Service, Inc. They are 
feeling pretty good over the biggest 
lighting installation in the south. It con- 





sisted of 1260 Ivanhoe “Trojan” 800 watt 
units installed by Electric Service in the 
“International Trade Exhibition.” Of 
course, J. Harry sold Mr. McKinney the 
units. 





Hardluck Sam 


(Continued from Page 10) 


he was broke, only had about $12 with 
him, and he wires us to ship him $50 
the next A. M. While he was sitting 
in the Muehlebach: after supper, in 
comes young Hotchkiss, another 
rookie, but not so dumb as Dorcus. 
As luck would have it Hotchkiss was 
broke too. 

To make a sad story worse, they 
go up to Dorcus’ room for a snifter. 
They both get corned to the eyeballs 
and Dorcus lets something slip about 
Springfield. Hotchkiss pumps him 
dry, then borrows his last $10 to buy 
more gin with—only he don’t buy 
nothing but a ticket to Springfield, 
jumps over there that night and beats 
Dorcus to the order for reflectors. 
Ye gods- My head’s still aching from 
that one! 

Here’s a sweet one he uncorked 
about a week before we shot him. 
You know old Man Hazen at Dock- 
ville? 


sticks his head in an airplane propel- 


The guy who’s so hard he 


ler when he wants a few toothpicks, 
you know, if you had him down and 


was kicking him to death he’d die try- 
ing to bite your shins. 

Well, this here missing link you 
wished on me at $60 per, lands in 
Hazen’s place and sells him on un- 
breakable multiple plugs. He sells 
him so good that Hazen gets all 
worked up and gets an order ready 
for 250. About this time, in walks 
a customer of Hazen’s who owned a 
beauty parlor and the two barber 
shops in Dockville—uses all kinds of 
the plugs. 

Right away Hazen wants to do his 


stuff. He tells this fellow about the’ 


unbreakable part and puts it over for 
a dozen. Then to prove it he calls 
on Dorcus for a sample. Non Compos 
Mentis hands him one and quick 
Hazen slams it on the floor. Quicker, 
oh, much quicker, it flies in 10, 287 
pieces! The customer gives Hazen 
the razz and walks out. Hazen lights 
up like flash powder, runs Dorcus all 
out of chewing tobacco and writes us 
cancelling all standing orders. That 
poor fish had handed Hazen one of the 
old style brittle plugs that was scat- 
tered over the showcase! 


But wait, Cyanide of Potay jy. 
wait for the grand finale, the sli. \ jg 
not half ovah! The events th: |.¢ 
up to the tragedy, as Briggs ..\s, 
was something like this. Dorcu. was 
tipped off to an order for at ast 
$700 worth of material at 1) ky 
Tonk, which had just been thro. +); , 
bad storm. What they needed was 
everything from tape to a new evn 
erator, and the first guy there 9‘, it. 

Now, get this straight, Electrode, 


because, properly told at a sales 
meeting, it will put you over big. [or 
cus missed the train for Honky Tonk 


and it was the last that day. But 
there’s a bus running between thc 
towns, costs $1.50. Now, whether le 
was so dumb he did not inquire or 
whether he was pulling a grand-stand 
play nobody knows, but he actually 
walked the 9 miles up the railroad 
track with his catalog and grip! And 
of course one of his competitors (|iap 
pened to be Pannell), took the bus 
and beat him to that order! 

The poor, dizzy, dumb-driven 
brute- (And that goes for you, too.) 

Yours for crepe and flowers, 
Sam. 


P. S.—The Coroner returned a ver- 
dict of justifiable homicide. 








You heard the story—Two men came 
out of a store. One was a Scotchman. 
The other had not bought anything eit!icr. 


The “other” referred to, evidently was 


R. T. MacDonald, buyer for the Manhat: 


tan Electrical Supply Co. New York. 


“Mac,” is not Scotch, but he does not 


buy until he knows “what’s what,” and, 


“How,” and R. T. hasn’t purchased «0) 
“white elephants” yet. Aggressive, cour 
teous and fair, R. T. MacDonald rej) 
sents the “up-to-date” buyer—the type {or 
whom a salesman would go out of his \ @y 
to give the benefit of a “good buy.” 
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1890 saw the start oft this HSH mega -line catalogue of 192677 


NEW LISTINGS of Flush Switches, 
Snap Switches, Canopy Switches. 
Adjustable Candle Sockets and 
Canopy Receptacles. Combined 
Tumbler Switches and Receptacles— 
many more “‘new ones.” 

All the best designs and the leading 
sellers of the past year’s develop- 
ment, added to all that has gone 
before and stayed with the trade’s 
endorsement. 





Rvcienlidimaeball? ‘sign’’ for 
the quality and permanence of 
his jobs done with H&H goods. 
Makes it easy to get the orders 
if you'll sign for the Catalogue 

on the Coupon below. 

It took 36 years to fill this book with 
the sort of devices you expect of 
the house today. It will take you 
one minute to send for it—using the 
Coupon. 
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DUSTRY.” 








WN //"" 

































56 THE JOBBER'S(AJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 

















These four car-loads of “Universal” coolers were recently organization have been installed. This company is distribut 
shipped to the Wetmore-Savage Electric Supply Co., Boston. In of the “Universal” cooler in New England. The jobbers «: 
Springfield and Worcester as well as the main house at Boston certainly taking to iceless refrigeration. 

a complete specialty ice machine as well as a sales and service 





Coleman Starts Manufacturing _ Woodhouse, deceased. Joseph ). 
The 1, Coleman Ca of Siete Gulley has been elected vice-president 


Pa. electric and radio distributor, 





to succeed Thomas IL. Woodhouse. 
* * * 


Eastern Electric Supply Opens 
Retail Business 

The Eastern Electric Supply Co.. 
electrical jobber, with warehouse and 
offices at 45 Market St., Portland, 
Maine, has decided to enter the retail 
business and is opening a retail stor 
at 612 Congress St. 

%* & * 

D. E. Harris, president of th: 
Pacific States Electric Co., San Fran- 
cisco, was elected a member of thie 

i ae executive committee of the Pacific 
RECENTLY, the capitalization of the L. W. Barnett, Electric Appliance Co., aid Miia: Reeiiadliee ob its 
Dallas, Tex. He smokes more cigars than 
Barney Oldfield. annual convention held in Los An- 
geles June 8-11. 


has recently launched out in the manu- 
facturing field and is starting to man- 
ufacture a special lantern of non-rust 
metal. 
* %* * 
Changes in Personnel 

Hersert ArwaTerR has been em- 
ployed as general manager by the 
Crescent Electric Supply Co. of San 
Francisco. He was formerly con- 
nected with the General Radio & Elec- 
tric Co., of the same city. 











Roseberry-Henry Electric Co. of 





Grand Rapids, Mich. was increased 
from $10,000 to $100.000. H. A. 
Roseberry and L. L. Henry still re- 
tain the controlling positions and are 














being assisted by J. B. Vogel, sales 






manager. Garret Timmerman has 






been promoted from shipping clerk to 






manager of the retail store and is 






planning extensive sales campaigns 






for the summer. 











Witiiam N. Hemion has been made 
general service manager and Charles 






A. Trask, sales promotion manager of 






the Southern New England Electric 
Co., Hartford, Conn. 













M. J. BLrakemore is the new man- 





ager of the radio department of the 






Washington Electric Supply Co., Spo- 






kane, Wash. He was formerly sales- 







man for the Montana Electric Co. of 
Butte. Mont. 








Tuomas L. Woopuovse has been Although this picture is a little early, or a little late, with its “Merry Xmas” 
signs, it will serve to show you the attractive front of the Union Electrical Supply 
: Tae Co.’s building in Boston, also some of the principals and employes. At the extrem¢ 
Electric Co., Inc., to succeed H. C. right is Sam Kaufman, president, who looks to be the happiest of the lot. 





elected treasurer of the Woodhouse 
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The “GEM” Electric Vacuum Cleaner, in- 
troduced but a short time ago, has become 
one of the fastest selling cleaners on the 
market. 


And GEM Cleaner sales are going to 
increase until they reach the top because 
the GEM Cleaner has several big selling 
features that cannot help but put it over. 


Jobber’s salesmen concentrating a little 


facilities for furnishing him with a 








| // 

\ | / / 

| / Vi 
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SALES 
SUCCESS _ 


Here are the Gem’s features:—It 


gravity oil system, wood handle; 


tone finish; unusually light weight. 


effort on this cleaner will swell their sales 
records greatly and reap big profits—for 
themselves, their customers, and “the 
It is being done by your fellow 
salesmen—you should get busy, too. 


House”’. 


This popularly priced cleaner- is especially 
suited to the Jobber who wants to dominate 
the price field with a quality cleaner—on a 
definite Jobber policy! Get the com- 
plete story NOW. 





high quality cleaner under his own brand 


We offer the Jobber, in addition to the OHIO and GEM Cleaners, unexcelled | 


at a most attractive price. 


CANTON . 


Write for details. 


ELECTRIC C 


. OHIO 


Also makers of TUEC Stationary and Truck Type Cleaners, TUEC Swimming 


Pool Cleaners, and WAXPOL Floor Waxer and Polisher. 


Y, 


Va 


a 


foot cord; bayonet lock bag; silver- 


/ 






is 
ruggedly built; has powerful General 
Electric Motor; 14 inch nozzle; unusu- 
ally strong suction, efficient across en- 
tire width and at end of nozzle for 
both embedded and surface dirt be- 
cause of new nozzle design; trigger 
switch in handle; swivel rear castor; 


OMPANY 
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conventions AND pusiness 


The Jobbing and Manufacturing Industries have now 

had their annual meetings—successful in the extreme. 

The Electragists meet in the fall. These meetings are 

always pregnant with good; they handle a lot of work 

that makes the placing of business along ethical lines 

easier of accomplishment. The history of the Electra- 

gists’ meeting will certainly be one of accomplishment. 
Now let’s get down to business and make it hum; every 
indication points to great activity for some time to come 
—but remember, competition is keener just now than 
for a long period past. The large manufacturer is hun- 
gry for greater volume—the smaller (but no less im- 


portant) maker is striving to get in the big class. 


The Jobber Salesman Is The Lad To Make 
Each Of These Ambitions A Reality 


And at the same time he is making of his house a more 
important cog in the machinery of the electrical busi- 
‘ness. 


We too are a cog—of more or less importance—for the 
manufacturer though frequently rebuked and laying him- 
self open to criticism, must function or the wheels will 
stop going round. 


Manufacturer : Jobber : Contractor-Dealer : Consumer 


That's the channel of distribution. But who is the tie-in? 
There Mr. Jobber Salesman is where you shine. You 
are the one on the line doing the real job of distribution 
and making it possible for the buyer to purchase his sup- 
plies with quality, price and service all factors in the 
transaction. We believe in your work; on our line 
we make it possible for you to have absolute depen- 
dence on the goods you recommend. We furnish you 
literature and samples and assist you in — up pros- 
pects. That is what our branch offices are for. 


“XDUCT” and “ELECTRODUCT” 
RIGID STEEL CONDUITS 


and 
“LOOMFLEX” NON-METALLIC FLEXIBLE 


Products on which the Jobber Salesman can make 
consistent efforts, with satisfying returns. 


AMERICAN CIRCULAR LOOM CO. 






RCUL acu 
ry “?. 90 West St., New York Se te. a 
S oO 
= 3% Boston Chicago Denver s » 4 
: © Philadelphia Cleveland Portland < 
a S Pittsburgh Buffalo Los Angeles & 8 
Atlanta ‘ 
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In the Light of the Lav. 


(Continued from Page 14) 
The Storage Charges 


r I YHE jobber bought a shipn 
of goods, the goods arrived |) 
due course, and the frei.) 

agent notified the jobber, who } id 

the freight first, removed a few of | \\c 


goods, and inspected afterwards. 


“Those goods are not worth car: y- 
ing away, and I'll not accept thei,” 
the jobber declared. 


“Well, you'd better take it up with 
the shipper right away, for ther’! 
be storage charge day after tomor- 
row,” the freight agent pointed out. 

The shipper refused to take back 
the goods which remained in the pos- 
session of railway company for nearly 
two weeks, and, finally, the jobber 
billed the goods back to the seller. 


Then the railway company de- 
manded storage, the jobber refused 
to pay it, the railway sued, and the 
Georgia Court of Appeals ruled that 
the jobber was bound to pay. 


“But where, under a contract of 
purchase and sale, goods are shipped 
in a single lot to the vendee, who ac 
cepts them, pays the freight, and ac 
ually removes and retains a portion 
thereof, but afterwards returns t 
the carrier a part of the gooils 
so removed, and, with hims:!! 
designated as consignor, returns all t!\: 
unused portion of the shipment to thc 
vendor, he is liable to the carrier for 
storage charges which occurred on the 
goods after their acceptance by the 
vendee and pending his negotiations 
with the vendor for their acceptance 
and return, irrespective of any equitics 
which might exist as between himself 
and the vendor. The Court in this 
case, therefore, did not err in directing 
a verdict in favor of the carrier 
against the defendant vendee for tlic 
storage charges sued for,” said tlie 
Court in 126 S. E. 896. 


> 


“Rivulet Offer Blurting Concern” 


HE seller strolled into the tele- 

graph office and handed in 4 

telegram beginning, “Rivul:t 
offer blurting concern,’ with son 
other equally unintelligible word:. 
including the word “‘bluffness.” 

The meaning of this  telegrar, 
interpreted by the code, meant that t! 
seller was offering certain goods «t 
$1.25, but, when the buyer received | 
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ELECTRICAL SUPPLIES MILL SUPPLIES 


ALL BUILT 








AUTOMOTIVE SUPPLIES 


What You Have a Right to 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
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Ask of a Catalogue Compiler 


ee is NO easy way to render good catalogue service. The re- 


organizations and retirements among supply catalogue compilers 


in the last 20 years are significant. 


The building of satisfactory sup- 


ply catalogues involves the handling of infinite details. It requires: 


1. A thorough knowledge of supplies and 
of the conditions in the jobbing trade. The 
Donnelley supply men were actively in the sup- 
ply business with jobbers before coming to us. 
They know the business from the jobber’s stand- 
point, and become your own catalogue depart- 
ment while they are building your book. 


2. Extensive experience in supply catalogue 
compiling. The Donnelley organization has 
built more than 1000 editions of catalogues for 


jobbers of supplies, and has today by far the larg- 


est output in the United States. 


3. A highly specialized organization. This 
enables each member of the department to render 
a service that would not be possible if he had to 
be a “‘jack of all trades.” 


4. Very extensive facilities for typesetting, 
printing and binding. Tue Laxesipe Press 
has the largest catalogue printing and binding 
facilities in the United States. 


9. A fair price. 


5. A high standard of quality throughout. 
During the last 60 years Tue LakesipE Press 
standard of quality has become known wherever 
fine books or catalogues are used. 


6. Large financial resources, to be able to 
make the investment required, and to insure 
the completion of contracts. A Donnelley cus- 
tomer has no worry concerning the financial re- 
sponsibility of his compilers. 


7. The complete handling of work in one 
organization. At Tue LakesipE Press every- 
thing from the selection of the goods to the print- 
ing, binding and shipping of the catalogues is done 
under one management with undivided responsi- 
bility. 


8. Careful, interested personal service, and 
a known reputation for fair dealing. The 
great majority of the Donnelley supply cat- 
alogues year after year are made for jobbers who 
already know from their own experience what 
Donnelley service means. 


With all of the above advantages, R. R. Donnelley 


& Sons Company offer you as moderate prices as a compiler can make 
on such catalogue service and still continue in business. 


R. R. DONNELLEY & SONS COMPANY, Chicago 


T IS BETTER TO SECURE THE BEST CATALOGUE SERVICE THAN TO WISH YOU HAD 







PLUMBING SUPPLIES 


ON THE DONNELLEY UNIT SELECTION PLAN 
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This Fall season will see our well- 
74 Desk Lamp a 
national favorite, backed by con- 
advertising in 
Magazine and trade publicity in 
all the leading Electrical jour- 


with metal shade. 


No. 74, 


Bronze, or Statuary Bronze finish 


A Popular Item Backed 
by National Advertising 
Te <a ee 


| 


SSS a — a 














Liberty 


Verde Green, Pompeian 


A very popular 


number due to its adaptability in 


A sample at $2.16 net 
, $1.80. 


lots of 12 
cartons. 


the office, study and home. 


No. 74 


; quantity price in 
Packed in individual 


Push this item for prompt and profitable 
sales and if it is not in your line ask the 


house why. 


ALADDIN MFG. CO. 


614 East 18th St., 


ALADDIN’ 


Muncie, Ind. 


ELECTRIC PORTABLE 


®.. LAMPS =. 


“Lighting Over a Million Homes Tonight” 
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“bluffness” had been changed 
“bluffing,” which, according to +t 
code, meant $1. 

“That’s a good offer,” the bu: + 
assured himself and sold several sh 
ments of goods based on the $1 pri 
The seller refused to deliver, 
buyer sustained a loss of $400, and 
sued the telegraph company for davu- 
ages in the North Carolina courts. 

“We admit that we made a mistak-, 
but it is stipulated on our forms that 
we are not liable for mistakes in 
cipher or obscure messages, aii] 
these stipulations have been approved 
by the Interstate Commerce Commis- 
sion,’ the telegraph company con- 


tended. 


This particular message happened 


| to be an interstate message, conse- 





quently the matter was governed }\ 
laid down in the Federal 
Courts. The Supreme Court of North 
Carolina followed the rule, and d 
cided that the buyer had no case. 


* * 


A Question of Freight 


HAW sold a shipment of goods 

to B, and consigned the shiv- 

ment to B in the regular wa; 
Before the shipment arrived, B sold 
it to a local electrical dealer, the rail 
way diverted the shipment to the 
dealer, the dealer paid the freight. 
took delivery, and sold the goods t: 
various customers. 

Then, one fine morning, the freight 
agent called up, and notified the dealer 
that, through an error, there had been 
an undercharge of $50 on the freight. 


the rule 


“Well, it’s only proper that the rail- 
road should suffer once in a while,” 
the dealer told him. 

“We're not going to suffer—it’s up 
to you to pay,” the freight agent de- 
clared. 

“The shipment was consigned from 
A to B, and if you can collect from 
anybody, it’s from them. You cer- 
tainly have no case against me, when 
I wasn’t named on the bill of lading 
nor known in the transaction,’ tlic 
dealer maintained. 

The railroad company sued, how 
ever, and the Supreme Court of Min- 
nesota in a recent case reported in 


203 N. W. 618 ruled that the dealer 
| 


was liable for the undercharge. 

“The dealer was the owner of tli 
goods. If he had been the name 
consignee his liability would not | 
questioned. In all but name he wa 
the consignee,” said the Court. 
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NANT Br 


Easy To Install! 


YANT BRACKETS |} 


For Wall Lights—Bracket Bases and 
Outlet Box Covers 




















No. 674 





This pull chain socket 
has few parts—will not 
get out of order. 





No. 684 


No. 684 for 3% inch box. 
No. 685 for 34% and 4 inch 
boxes. 

A compact bracket with 
porcelain base. 





NEW YORK, 342 Madison Ave. 











Installing No. 674 Bracket 





This is a brass covered wall bracket base with 


% inch male stud. 


No. 694 for 34% inch box. 
No. 695 for 34 and 4 inch boxes. 





This is a porcelain wall bracket base with %, 


inch male stud. 


No. 772 for 34% inch box. ; 


No. 694 


No. 772 





Nearly forty years’ experience in the design, manufac- 
ture and distribution of “Superior Wiring Devices’ —by 
one organization and factory—assures the buyer of the 
best products obtainable. It is one reason why the United 
States government in its bids for new work specifies: 
‘Must be the equal of Bryant Electric Company’s cata- 
log No. a 


Our Bryant Nos. 674 and 675 unit wall brackets with brass 
covered bases are built for 314 and 4 inch boxes. They are 
approved devices under the National Electric Code Standard. 


Their rating is 250 watts, 250 volts. The standard finish is 
brush brass. Length of pull chain (No. 6) is 8 inches. 





Like all other Bryant products these wall brackets are well 
made. They give service for years, with practically no atten- 
tion. 


All of these advantages give the dealer assured steady sales 
and increased profit. 

















No. 773 for 344 and 4 inch boxes. 





Porcelain outlet box cover similar to Nos. 772 


No. 672 


throughout the 
country in increasing numbers 


Dealers 


are realizing the advantages 
and profit in selling Bryant 
quality “Superior Wiring De- 


vices.” 


and 773 respectively without % inch stud. The 
center holes are filled with white wax “knock- 


outs.” 


No. 672 for 3% inch box. 
No. 673 for 34 and 4 inch boxes. 


THE BRYANT ELECTRIC COMPANY 


1421 State Street, Bridgeport, Conn. 


CHICAGO, 844 West Adams St. 


The largest plant in the world devoted exclusively to the manufacture of Electric Wiring Devices 


SAN FRANCISCO, 149 New Montgomery St. 
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BIG SALES anp 
BIGGER PROFITS 


for Jobbers who handle 
the GRAHLING LINE 





























RAHLING Artistic Lighting Fixtures with 

all of their unusual beauty and gracefulness 
are what the contractor is after when he’s looking 
for fixtures that will enhance the beauty of a new 
home. 


OBBERS’ salesmen can look forward to the 

welcome repeat order after his contractor has 
once specified Grahling Fixtures. Go out after him 
and prove to yourselves that this line is unsur- 
passed for beauty and attractiveness as well as for 
salability. 








HESKE fixtures are handled by but one jobber | 
in a territory which should make it all the 
easier for you to get orders. Your margin of profit 
will be a steady one for we grant jobber prices only 
to recognized jobbers and not to big volume pur- 
chasers. - i] 








RAHLING Fixtures are made in “wrought 

iron” or in “cast.” Finished in all popular 
designs, finishes and tints. Each fixture is packed 
in an individual carton showing type, finish and 
catalog number on the outside. 


GRAHLING BROS. COMPANY 


1917-21 E. 61st Street 
CLEVELAND, - - - 


° 
= 
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D. E. Harris 


(Continued from Page 25) 
Today, the Pacific States Electric | 
is the largest electrical distributor |) 
the Pacific Coast, with warehou 
in San Francisco, Los Angeles, 0. . 
land, Portland, Seattle, Spoka 
Phoenix, San Diego and Long Be: 

It is no small job managing | , 
affairs of such a large organizati:)). 
Nevertheless, Dave Harris does ))\ 
cease to be active in the electri «| 
affairs on the Coast. His time »:\( 
his energy he devotes to the e|., 
trical industry and to his busin... 
No call is made upon him but t),.t 
he does not do more than his shar. 
When problems arise, Dave Harri; i, 
on hand to lend his assistance, 31 
a conference or meeting of the in 
dustry on the Pacific Coast is hari|\ 
complete without him. He is activ 
in the affairs of the Pacific Division 
of the Electrical Supply Jobbers 
Association, and attends _practica!|\ 
all meetings held at Del Monte or 
elsewhere. He is active in the work 
of the California Electrical Bureau. 
When this association was organize 
a few years ago, under the name of 
the California Electrical Co-oper: 
tive Campaign, Dave Harris was on 
of its organizers. 

Two years ago, when the California 
Electrical Co-operative Campaign 
was in need of funds to carry on tli 
work, it looked like an impossib|: 
job to raise the money. Hardly any 
one thought it could be done. But 
Dave Harris set out to do it. Wit! 
a few others interested in the work 
and the organization, he formed an 
outside committee and raised almost 
all of the needed $50,000.00. This 
was a typical example of how Dave 
Harris gets things done, and of his 
unselfish and untiring efforts in tli 
interests of the electrical industry on 
the Pacific Coast. 

‘Dave is a member of the executiv: 
committee of the Pacific Coast Ele 
trical Association, N. E. L. A., and 
always takes an active: part in its 
operations. He is a member of tli 
Transportation Club and of the Com 
mercial Club of San Francisco, and 
of the Merced Golf and Countr\ 
Club. He is fond of golf, which i: 
his relaxation from business. Whil: 
he very seldom comes in with a low 
score, he enjoys his game. “Dav: 
plays a rotten game,” said one of hi- 
friends, ‘‘in order to make the othe: 
fellow feel good by beating him.” 
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A Message. 


To the Jobber Salesman 





From the American Boy 


Once a likable young chap applied 
for a job as office boy. He was the 
tenth and last in line — his eyes 
glued on the manager’s door. 
Typical American boys these— 
hair brushed,shining faces, hope- 
ful eyes,eager hearts. What could 
he do—the last in line! Quickly 
he wrote a little note: 
“Dear Sir—I know I’m just the boy 


you want. But gosh I’m last in line. 
Don’t do anything ’till you see me.” 


—Robert 


You can bet Robert got the job. 


Thisis the story as put squarely 
up to your dealers today. 


National advertising is telling 


the boys of our special features, 
making American Flyer the pre- 
ferred line. 


The dealer wants the best in 
the electrical Miniature Railroad 
world. We are getting his inquir- 
ies, lots of them, daily. He wants 
tostock what the boyswanttobuy. 


In the fall when you go the 
rounds will you get yours on this 
profitable line? There is just one 
way to make sure. When you are 
in the office Saturday tell your 
sales manager to get the big four 
color American Flyer catalog, 
and details on the big profit prop- 
osition on the territory which 
you cover. 


We are noted for our rapid service and quick deliveries 
at all times. The big, four-color catalog shows all the 
various models of the profitable “American Flyer’’ Line. 


AMERICAN FLYER MFG. CO. 


2219-39 South Halsted Street, Chicago, Illinois 


Eastern Sales Office 
New York City 


Western Sales Office 
San Francisco, California 
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MODEL NO. 756-G 


The largest domestic range made. Has 
two ovens, six hotplates, a fireless 
cooker and pilot light. 


Priced from $370.00 to $427.00 


at retail. 


This is just one of the many beautiful 
and complete Standards which will help 
you build accounts with profits. The 
Standard Domestic line is priced from 


$62.00 to $550.00. 


A Standard dealer or distributor has ac- 
cess to a complete line of cooking 
equipment for homes, clubs, restau- 
rants, institutions, ships. 


It will pay you to look into it thor- 
oughly. The Standard data should be at 


your elbow. 


CATALOG FIFTEEN IS READY 


The Standard Electric 
Stove Co. 
Toledo, Ohio, U.S. A. 
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He is popular with his fellow j. 
bers, and is recognized by them a, 
clean competitor. 

In his own organization there i, 
loyalty to him that should be | 
envy of many an executive. “Day 
is one of the “gang.” There is 
stiff formality about him. He 
courteous to all, friendly in his at: 
tude. All employees have access 
his office, and everyone feels at e: 
in his presence. 

His social life is tied in more 
less with his business activity, « 
his reputation as a host is that 
one who gives his attention to | 
smallest details for the comfort 
convenience of his guests. In all 
activities, whether business or soci 
he has the faculty of making eve. 
body like him. 

He was married in 1901, and has 
son and a daughter. 

The accompanying photograph 
typical of the man, for he is seldo 
seen without a cigar in his mouth. 





Selling By Getting the 
Customer Dissatisfied 


(Continued from Page 6) 

used the east side, and 61.5 per cent 
of all on this side stopped to view tli 
windows. The third week yielded 
even better results than the second 
32 per cent of the theatre people and 
53 per cent of the others walked on 
the east side. 

There are times when a merchant 
has enough light in his window but 
his arrangement is such that to tli 
passer-by looking into the window it 
is like meeting the glare of a spot 
light at the top of a hill. He wil! 
“get out of range” as soon as possible. 

A window should be lighted from 
concealed sources. Then the onlooker 
is hardly conscious of the brightness 
of the light on the objects. He notice: 
the material displayed. 

A salesman who wants to sell show 
case and window lighting, and it i+ 
certainly expected of him, can we!! 
afford to read the instructive litera 
ture on the subject printed by thos: 
interested in the development of goo! 
lighting. 

A jobber was asked recently wh) 
his men sold so many lamps and s: 


much lighting equipment. His reply 


was, “Because they do not sell lamp 
and lighting equipment. They ar 
trained to sell light and color effects 
—which is the whole story in a nv 
shell. 
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La. 
 AUTOVENT 7 
a 


---“‘The Mark of A Well- Built Fan” 












Hot Weather—Better Ventilation 


It takes a string of hot days to show up faulty ventilation. 


Consequently, summer is the BEST time to get exhaust fan 
business. 


If you aren't selling fans NOW, there must be some part of 
Autovent service that you can use profitably to help you. 


Make Gaed Now! 


Autovent Jobbers are making good everywhere. They are 
selling fans right at the peak of the demand. Already some of 
them have sent in repeat stock orders! 


How about you? 
Write for full proposition. 


AUTOVENT FAN & BLOWER CO. 
730-738 W. Monroe St. Ae CHICAGO 







































































66 THE JOBBER'SMJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 


Rogers to Make Lighting 
Equipment Survey 
Granville P. Rogers was recently 
engaged by the executive committee 


of the National Council Lighting 
fixture Manufacturers to make a 


trade survey of the lighting equip- 
ment industry for the purpose of for- 
mulating a definite plan of action for 
the association. 

He is a New Englander by birth, 
but his business activities have forced 
fim to reside in practically all sec- 
tions of the country. 

Mr. Rogers, for many years, was 
general sales and advertising mana- 
ger of the Pyrene Manufacturing Co. 
of Newark, N. J., 


manager of the general automotive 


and later was sales 


equipment department of Johns-Man- 
ville, Inc.. New York. He has been 
in charge of the merchandising and 
advertising for several large corpora- 


tions covering widely diversified 
lines. He has also been active in 


trade association work, and his di- 
versified experience well fits him to 
handle the problems of the lighting 
equipment “industry. 

Mr. Granville has had consider- 
able retail experience, having been 


in the retail business himself. He is 
familiar with the merchandising of 
tood products, luxuries, small units, 
auto accessories, fire protection and 
safety devices, and automotive service 
parts, and is well known throughout 
the hardware, electrical and automo- 
tive trade. 


* * * 


Commonwealth Edison’ Re- 
ceives Coffin Medal 


In a competition open to every light 
and power company in the United 
States. Commonwealth Edison Co., of 
Chicago, was awarded the Charles A. 
Coffin Medal “in recognition of its 
distinguished contribution during the 
vear 1925 to the development of elec- 
tric light and power for the conven- 
ience of the public and the benefit of 
the industry.” 

This honor was announced at the 
recent meeting of the National Elec- 
tric Light Atlantic 
City, when J. E. Davidson, president 
of the association and chairman of the 
Coffin Prize Committee, presented the 
medal and certificate of award to 
President Insull, of the Edison com- 


pany. 


Association at 
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On May 7, Joseph H. Schimmel of the Royal Electric Supply Co., Philadelphia, 
was given a very successful Bon Voyage party. This party was sponsored by Samuel 
Feigenbaum, and several sales representatives. Standing, left to right: Deal, Buck- 
man, Craven, I. D. Schimmel, Joseph H. Schimmel, Paul Schimmel, Moyer, Rosen- 
berg, Trattler, Donnelly and two entertainers. Seated, left to right: I. H. Feigen- 
baum, Hardman, Anschuetz, Anthony, Beckert, Hayllar, Cunningham, Polen, and 
Samuel Feigenbaum. 











Reasons cited by the committee 
bestowing this distinction on the Ec 
son company were the marked «i 
vances made by it during 1925 in coi 
mercial 


activities, public relations, 
engineering development, and co-oper 
ation with other branches of the in 
dustry. 

The Charles A. Coffin Medal is 
awarded annually by the Charles A. 
Coffin Foundation. This Foundation 
was established in 1922 by the Gene- 
ral Electric Co., shortly after Charles 
A. Coffin retired as its head, to render 
enduring its appreciation of his work 
for the company and for the electrical 
industry as a whole. 

In addition to the medal, the Edison 
company received $1,000 for its em 
ployes benefit fund. 


» & § 


Woman Wins Popular Light 
Painting Contest 

One hundred dollars in gold was 
awarded to Mrs. Hearne Adams, wif 
of “Harry” Adams, in charge of the 
central station activities of the Elec- 
trical Household Utilities Corp.. 
formerly the Hurley Machine Co., 
of Chicago, for “painting” the most 
lifelike picture of the famous “Lad\ 
of Light,” of Curtis Lighting, Inc.. 
Chicago, at the N. E. L. A. convention 
held at Atlantic City from May 17 te 
21. This proved to be the most enter 
taining and instructive “indoor sport’ 
at the record-breaking meeting of 
electrical men, and was described in 
the June issue. 

* * * 


H. C. Roberts in New Home 


On the morning of June 7 the H. C. 
Roberts Electric Supply Co. of Phila 
delphia opened its new branch hous: 
at the southwest corner of Second and 
Walnut Sts., Wilmington, Del. ['o! 
a month previous it had been arrang 
ing the building and accumulating 
stock of merchandise. The requir 
ments of the community have bee! 
studied very carefully and the stoc' 
will be brought up to meet these 1 
quirements, 
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RCHITECYS, contractors and builders of stores and office 
buildings are quick to see the outstanding advantages of the 
new and improved Moe-Bridges Commercial Holders. 


Volume sales and quick turnover are assured the salesman who takes 
advantage of this opportunity. 


The MB Safety Holder is a leader —one of the most popular 
fixtures in the field. 


And no wonder! It is 100% safe! It is not only practical but 
extremely attractive. And best of all it is priced low enough to 
walk away with competition! 


This ornamental type fixture is handsomely finished in Rustic Gold 
Polychrome. Furnished in ceiling or pendant type. Accommodates 
all standard types of glassware. 

This is an opportunity worth investigating! Our representative will 
gladly explain the profit possibilities to any Jobber’s Sales Manager. 


MOE-BRIDGES COMPANY, MILWAUKEE 


NEW YORK MINNEAPOLIS LOS ANGELES 
DETROIT KANSAS CITY SAN FRANCISCO 
ST. LOUIS DALLAS ORLANDO 


OF?BRIDGE 


yp Residential & Commercial 
Lighting Equipment. 
In towns of a thousand — in cities of millions; in one-story stores— in towering 


skyscrapers; in fact, wherever typewriters or cash registers are sold, you will 
find logical prospects for Moe-Bridges Commercial Lighting Equipment. 














j 
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TL 
Mi " 


Chicago—one of the many cities where 
M-B Safety Holders are specified for 
stores and office buildings. 





This phantom view shows the screwless 
construction of the Moe-Bridges Safety 
Holder, that assures complete protection 
against falling glassware. 
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The Jobber’s 
Aristocrat 


Sales resistance fades into the back- 
ground when this Unit is properly illumi- 
nated and displayed on a fixture. It sim- 
ply sells itself and is proving to be the 
jobbers, best turn over. 


This dining room bowl is entirely en- 
closed, made of crystal glass with the 
top portion enameled and decorated in 
parchment effect. The bottom of the 
unit is tinted and allows the passage of 
light to flood the table and at the same 
time, soften the light that is thrown on 
the walls and ceiling, to harmonize with 
the decoration of the room. 


Send in your order today, and let one 
demonstration prove to you that Unit 


No. 7026-D39 truly sells itself. 


INLAND GLASS CO. 
6101 W. 65TH. ST., CHICAGO 
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Commonwealth Shows Nove 


Lamp 

A novel lamp was recently pu 
display in Commonwealth Ed 
Electric Shops, Chicago. It is 
“Luminous Cross,” distributed by 
Prisman Import Corp., of New Y. 
This lamp is the latest develop: 
in ecclesiastical art, consisting « 
metal cross inside a glass bulb. 
cross glows when the bulb is atta: 
to any socket, on either direct 
alternating current. 

A variety of attractive designs 


| 


table lamps, sconces, mural reli:fs, 


Holy Water fronts, pendants, cand:| 


bra and candJeholders all display ‘| 


1e 


luminous cross, a glowing symbo! of 


Christianity. 


This lamp arrived at the psycologi 
cal moment for use in connection wit!) 
decorative schemes for the Eucharis 


tic Congress, June 20-24. 
a a 


Manhattan’s New Price List 


A. J. McGivern, manager of tl) 


Manhattan Electrical Supply ( 


) 


Chicago, has just sent out the first 
issue of their new dealers’ and con- 
tractors’ wholesale descriptive price 
list, which will hereafter be issued 
monthly. This is quite a pretentious 


book of 32 pages and cover, 8 by !1, 
dealing with electrical and radio sup- 
plies, and will no doubt prove to be 


a real business builder. 





Here is an excellent likeness of P. 
Moock who is president, treasurer, 2° 
eral manager and purchasing agent of t'' 


| Moock Electrical Supply Co., Canton, 
| This company also has a_ branch 


& Youngstown, O. 
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One of our Jobbers succeeded 
in having His Own Exclusive 
Lighting Unit specified by the 
State Architect’s Office, thusly, 


“The :::::: Electric Company’s 
#:::::: or EQUAL.” You ought 
to have seen the competition 
scratching around for samples 
of “or equal.” Couldn’t be 
found. So they came to us. 
Nothing doing. The jobber who 
has His Own Exclusive Lighting 
Unit gets absolute protection 
from us. 





EXCLUSIVE 


Not “something just as good,’ but LIGHTING 


something a whole lot better than your 
competitors offer when they bid on the UNIT 
big lighting jobs. 

With Cora Cased Glass you have the 
maximum quality. With Nuite Glass you 
have rock bottom price. You meet and 


beat the competition either way—and al- 
ways pocket your profit. 





Other Jobbers say it pays 
Ccsts YOU Nothing to find out 
Write now—while the subject is hot. 


CONSOLIDATED 
LAMP & GLASS CO., 











Have you seen our 47 
complete Catalog No. 

It lists all the lighting glass- 
ware you are likely to want— 
standard ware for which there 
is volume demand and fast-sell- 
ing specialties that pay com- 
fortable profit. Write for Cat- 
alog #47. 
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ANNOUNCEMENT 


“Summer Sales Prize Contest” for 
Jobber Salesmen 


(July Halt) 


LL manufacturers whose adver- 
PA ticemetts appear in the follow- 

ing section, pages 72 to 98 to- 
gether 
mentioned on the next page, are co- 
operating in THe Jopper’s SALESMAN 
‘Summer Sales Prize Contest.” Their 
products are eligible in the contest. 


with certain additional ones 


This contest is open to jobber sales- 
men whose names have been properly 
entered by their sales manager, and to 
them only. 

All entries have been acknowledged 
by Tue Jopsper’s SALESMAN, and com- 
bination instruction and score cards 
sent to each contestant. 

This magazine is offering a prize of 
$25.00 in cash for the greatest gross 
sales, at jobber’s sales prices, of the prod- 
ucts of each and every manufacturer in 
this section, and the other eligible man- 
ufacturers, outside of the section, in the 
period of July 1 to July 31, 1926, both 
mclusive. 

With so many prizes offered, every 
salesman has a chance to win one or 
more prizes. There is no limit within 
the scope of the contest to the number 
of prizes that one man can win. 

First, examine every advertisement 
in the section. Then pick out the manu- 





facturers whose lines are handled by 
your house. 

Second, study the messages of these 
manufacturers. They have attempted 
to give you the help which will aid you 
in increasing your sales. 

Third, the contest is for the whole 
month of July. Do not fail ‘to “follow 
through” to the very end in your efforts. 
You may land an order the last hour of 
the last day that will win a prize. 


NOTE CAREFULLY 

Sales records for the month are to be 
kept by each contestant himself. At the 
end of the month he adds up the totals 
for each line that he has been compet- 
ing on and enters them opposite the 
names of the respective manufacturers 
on his score card. He is then to sign 
this score card and send it to his sales 
manager who checks the figures, coun- 
tersigns the card and sends it to THE 
JOBBER’S SALESMAN, to reach there by 
August 10. 

City desk men or inside employes 
handling large volumes of business 
coming into the house are not eligible 
in the contest. Such business, however. 
may be credited to such regular sales- 
men as would be credited in the ordi- 
nary routine of the office. 
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MANUFACTURERS ELIGIBLE 


for 





The “July Summer Sales Prize Contest” 


specific locations as shown by page numbers. No other manufacturers appearing in this issue 


’ ‘HEIR advertisements are contained in this “Insert”—pages 72 to 98—and in a few other 
are eligible. ‘The names of each of these eligible manufacturers are given below. 


ES EE: EAE TO IT EE 78 
Benjamin Elec. Mfg. Co., Chicago, Wee cecceeeeeeeeceeeceeeeeeeeeeee 33, 34, 35 and 36 
Bussmann Mfg. Co., St. Louis, Mo. .........0.....0..00000.2ceeeeeeeeee ee PAL: tReet bar el a I 79 
I A csc sess pobnsncacenibesneedaeusibdndbecsaiboph plescalaipebacskocailanbalo 81 
ES. EE Ae A SERS EIT TECTED 115 
Ce I Ocoee nn ceneacenisecedeecadinanesoendendiamecomsvanabaioe 19 and 74 
Roomy Pee @ Bere, Co, Cibenoe TE nnn hortelaaeie 77 
tS | ee ae 87 
Te occ cn ctcswbcodctasvsnaccensiseaavaierecd sassalcasnitipalanieads .72 and 73 
Da a i SU a a ictcptinevan ncanessposaissenasaoouteasehcaauaets 109 
PP rr I Ce nina as kate rnssmantecermeensiannsecnsnctaneeetnte 89 
RE i ee eee ee en 123 
Se En een 97 
pS TSE AD AL Le TE ee re Te NO 92 
FE Brees PUNE, TOP WCRG, CCN an sn acca cncccs ena entansnesentenccchentesencyetes . 88 
Indiana Rubber & Insulated Wire Co., Jonesboro, Ind. ......-.-.-.-2222-..2222-2-.--2eecececee eeeeeeeeeeeeeeees 94 
Manning, Bowman & Co., Meriden, Conn.....................-2-----------2---- hailed a alba 85 
Demin Mens EN th, NN, Th gassed cnnsnsnansewansesmistincnmenssennoensneiits 96 
Mutual Elec. & Machine Co., Detroit, Mich... cececececececceceeeceeseeeceeeeeeeees Back Cover 
National Carbon Co.. Ine. Now York, N. Y.............-.--.-1.....-0c-nseo-c:ecec---- 84, 2nd and 8rd Covers 
SS TERE ALERT TE TEN OEE LTH” NOTES TTT 4 
ie a ee ene eT 90 
TR i I OU i sce seecmnncnnde sons tnnn endemic 103 
I sivas saw asbsnrnianneatnkaisieeonaauabeanceciaanesislntnnctenbonin 91 
a es usisdans snd iosoieaesbeilbasiivoniehasccieienanhatgueaimsnaaesutcsaiasisacas 83 
Roseb-Apepletom Mite. Co., Chiicnmo, Than... acess ncn ce cteoncenscesentennees oy ee 82 
I a i i as As andncnscntalaiedsnakeccsentnnmneoniinbeanadenane stiabdat 86 
Fe i ii aiscesnspenmptirseennnecibainitstcrasremsesmcneemsnraontreonannnsone 80 
er rece een ee 154 
Triangle Conduit Co., Inc., Brooklyn, N. Y.................-.-.----- SI ES Ao Te 76 
PR ESLER RL AE TT TT 98 
NE TE 75 
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* Simplicity 1 


AND YOU CAN GIVE IT 
TO THEM IN 











ent 


***; K ondu-Box : 


(Registered in U.S. Patent Office—Registered in Canada) thu 


Lar 


‘*The Simplified Line’ ¥" 








spli 

LISTED AS STANDARD BY UNDERWRITERS > 
LABORATORIES ena 

ena 


Here is a chance for you to cash in on the $25 prize HM (7) 
offered by The Jobber’s Salesman to the jobber'’sMty, 
salesman who sells the most Kondu-Box Fittings freq 
during the month of July. This is an easy oppor- 3 ¥j; 
tunity to win a prize. Study the talking points Mi +he 
below. Then try them out on a few of your in- 
dustrial customers. You'll be amazed at their 
responsiveness. 
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fi l k | 
Running threads and unions Knockout Box 


Point 
are eliminated. Can install mnector elimif 
a complete conduit system Conduit threads a 
U Ss trd te without cutting a thread. pressed steel bd wee 





















ERIE MALLEBI 


KONDU DIVISION le 


Offices: New York, Boston, Philadelphia, Chicago, Cincitfiisbur 


Manufacturers’ Agents: J. G. Pomeroy Company, Los Angeles and San Francisco, Cal., C. R. Dederick, Pog Ray: 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 









PRINT IN BINDIN 
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hat My Trade Wess” 


The word ‘‘Simplicity’’ as applied to KONDU-BOX Fittings has a 
double significance. 


(1) SIMPLICITY OF INSTALLATION. Threading of conduit is 
entirely eliminated. An installation that required days now requires 
hours. Slide the conduit into the threadless fittings, tighten the lock 
nuts and the job is finished. Tapers on the bushings conform to any 
variation of size or shape of conduit. Various sizes of conduit can be 
brought into a single standard box, by means of reducing bushings, 
thus making it unnecessary to stock various sizes of reducing boxes. 
Large rectangular openings give great accessibility—splicing becomes 
an easy operation, even where concrete must be opened to make the 
splice. Grounding rings in the tapered steel bushings cut through the 
enamel of the conduit, forming a perfect ground. No scraping of 
enamel necessary. 


(2) SIMPLICITY OF STOCK REQUIREMENTS. Many sizes and 
types of fittings have been eliminated in the KONDU-BOX line. Stock 
requirements necessary to a complete selection are reduced to a 
minimum all down the line. Investment and storage charges are 
therefore minimum for distributor, contractor and industrial plant. 


PUSH ‘‘THE SIMPLIFIED LINE”’ IN THE 
JOBBER’S SALESMAN SUMMER SALES PRIZE CONTEST 
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Patents Pending. 


fies 


Armored Cable Adapters are Kondu Threadless Fittings are unbreak- 

made for KONDU Fittings to in- able because made of certified malleable ‘ ; 

sure perfect connection without iron and therefore suited to all work re- All openings are ground accu- 
unsightly set screws. quiring strong fittings. rately assuring smooth bearing 





surface and correct angularity. 














LE IRON Co. 


; ERIE, PENNSYLVANIA 


urgh, Cleveland, bikecte: St. Louis, Kansas City. 
‘ymond Ackerman, Salt Lake City, Utah, Fred E. Staible, Denver, Colo., W. A. Gibson, Dallas, Texas. 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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ILLUMINATING ENGINEERS 


MANUFACTURERS OF 





REFLECT orRsS 
ENGINEERED LIGHTING 
EQUIPMENT 
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Curtis Lighting, Inc. 
“Ye Flarness Light ied 


HIS WEST JACKSON BOULEVARD 


° NEW YORK CiTy, 
Chicago stwestserr st 
LOS ANGELES 


td |-1gal 3113 WEST 67ST 

















The products of this company are entered in 
prize will be awarded the salesman selling the greatest quantity during the month. 





the prize contest for this month. A $25 
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the way 


3 
ere § to win a 
“Red Spot’ prize: 


Make your customers under- 
stand the difference between 
price and cost. 


Even though ‘Red Spots’’ may 
be priced higher than some other 
fixtures, they cost less installed. 


They save time in wiring, save 
time in hanging, save time in bal- 
ancing the glassware after they're 
up. 


Time costs money—which is 
the reason why honestly priced, 
time-saving “Red Spots’’ cost less 
installed than cut-priced time- 
wasting fixtures. 


Get this truth into any intelli- 
gent contractor's head and you 
will have a steady customer for 


“Red Spot.” 


Do it now—this month—and 
you win a prize. 


The 
F. W. WAKEFIELD 
BRASS CO. 
VERMILION OHIO 








In Addition to the 
Two $25.00 Prizes 


offered by The Jobber’s Salesman to 
those who sell the most “Red Spot” 
material during July and August, |] cece 
this Company will give a second 
prize of $15.00 each month to those 
who sell the second largest quanti- 
ties, and a pair of “Red Spot” [Js 
ATTACHETTES' complete with 

shades to those who finish third, 

fourth, fifth, sixth and seventh each 

month in the Contest. 
































WILL HELP 


This is the best season 
of the year to sell the “Red 
Spot” ATTACHETTE— 
the handy attachable light, 
fastens anywhere, connects 
at any socket. 


Sell your dealers the SPE- 
CIAL DISPLAY  ASSORT- 
MENT consisting of ONLY TWO 
ATTACHETTES, complete with 
shield shades as shown in pic- 
ture, and our beautiful six-color 
counter display unit. Price only 
$5.50—with re-orders practically 
sure, for when ATTACHETTE 
is displayed by the dealer IT 
SELLS. 


SELLING HELPS FOR YOU AND YOUR DEALERS 


“Better Lighting of Schools’’—a bulletin that tells the School Board and School Archi- 
tect all they need to know about proper lighting equipment. This is particularly season- 
able during the summer months for now is the time to sell school lighting jobs. 

“Better Lighting of Stores’—a bulletin full of arguments and information for the 
merchant, telling him why better lighting means bigger profit and what equipment he 
should select for best and most economical results. 

















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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AN EASY “25” FOR THE 
MAN WHO PUSHES “TRIANGLE” 


25.00 for you, if you push Triangle this 
$ month. It’s one of the easiest prizes in the 
contest, too, because Triangle products are the 
fastest sellers—-you’ve found that out. 





















These products are known to contractors and 
dealers for their time and money saving quali- 
ties. You'll have less talking to do—and you'll 
make more sales—if you concentrate on Tri- 
angle. 


Good luck to you! 





THESE TRIANGLE 
PRODUCTS ARE ENTERED 


1. Triangle Armored Cable, 


Round and Fat. The new Triangle Armored 


Cable Tool will swell your vol- 
ume. 


2. Triangle Armored Cable 
Tool. 


3. Triangle Flexible Steel —they’ve all been waiting for it. 


Conduit. 


4. Flexible Non-Metallic Con- 
duit. 


—it almost sells itself. 


5. ‘Triangle Rubber Covered 
Wire. 


TRIANGLE CONDUIT CO., Inc. 


DRY HARBOR ROAD & COOPER AVE., BROOKLYN, N. Y. 


FACTORIES IN CANADA 
BROOKLYN—CHICAGO CANADIAN TRIANGLE CONDUIT CO., LTD. 























The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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ECONOMY RENEWABLE FUSES ARE ENTERED 
IN THE JOBBERS SALESMAN SALES CONTEST / 
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ECONOMY 
200 AMPS 
250. NV, 
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The pioneer of safe and 
dependable renewable 
fuses offers Jobbers’ Sales- 
men their greatest oppor- 
tunity to increase their 
sales - July or December 
- contest or no contest. 


ECONOMY FUSE AND MANUFACTURING CO. 
CHIGAGO, U.S.A. 


-ECONOMY™°FUSES 


The products of this company are entered in the prize contest for this month. A $25 















an selling the greatest quantity during the month. 
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UNILETS 



















Type“ C” 
Rectangular Unilet with 
Rectangular Porcelain 
Receptacle 





Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 


J 


bination 2 and 3-wire Cover 


4-OFS Box 
with Fixture Stem 


Appleton Box Cover 
with Porcelain Receptacle 


The products of this company are entered in the prize contest for this month. A $25 





Type “FB” Fitting with Com- 
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Unilets solve 


the problem of 


Here are the worth-while selling features 
of the Appleton Line. 
It will pay you 
to know them. 





quick and easy wiring 


Saves hours of valuable time in 
installation, for they’re made 
with thin steel walls that give 
50% more wiring space than 
the old-style cast-iron fittings. 
No more fumbling fingers and 
aching necks! 

Unilets turn out a neater job 
for they have flat bottoms which 
fit snugly against the wall or 
ceiling and prevent any wabbling 


or turning. This feature also 
makes them far easier to install. 

And Unilets’ universal distri- 
bution enables the electrician to 
get any fitting for any purpose 
quickly and easily. Once you 
use them you'll swear by them. 

Send for large illustrated cata- 
logue giving prices and sizes. 
Just drop us a line and we'll send 
it promptly. 


APPLETON ELECTRIC COMPANY 
1705 Wellington Avenue + Chicago, U.S. A. 


New York— 150 Varick Street 


and CONDUIT 


STANDARD FOR 


Los Angeles— 340 Azusa Street 


=UNILETS 
FITTINGS 


BETTER WIRING 






prize will be awarded the salesman selling the greatest quantity during the month. 
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YOU CAN WIN - - 
WITH BUSS FUSES 





. Because we are entering Buss 
Renewable Fuses in THE 
JOBBER’S SALESMAN Prize 
Contest, it’s going to be mighty 
easy for some salesman of a 
Buss distributor to win a $25 \ 
prize. 


Buss renewable fuses have stood the test of time. 
There is no sales resistance to overcome. Thou- 
sands of satisfied users know that Buss Fuses 
can be depended upon to give the best obtainable 
electrical protection under even the most adverse 
conditions. "These users will need more Fuses 
during July. You can sell them. It will be an 
easy way to boost your sales and win a prize. 


BUSSMANN MANUFACTURING CO. 
ST. LOUIS | MISSOURI 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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CONDUIT FITTINGS 


Have a multitude of differences, big and little which 
make them the most desirable conduit fittings. 









Sizes are standardized so that one size of cover fits two 
sizes of bodies; set-screws keep the work easily aligned 
and make accurate work in the shortest time; roomy 
wiring openings still further shorten the time needed 
to run the wires. 


If you have no copy of our catalog one will be gladly 
sent for the asking. : 














TAPLET MANUFACTURING COMPANY 


3911 Powelton Avenue 


PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 
















The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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“Gem Locktite”’ Switch Boxes 


A neat job done in a jiffy. One of the mountings 
is nailed to the uprights and the top of the box is 
hooked on. The second mounting is then hooked to 
the bottom of the box, nailed in place and every- 
thing is ready for the lathing including the lath 
supports. ““Ganging” is just as simple and as easy. 


“Gem” Bracket Switch Box 


(With Lath and Mounting Supports} 


A QUICK and effective method of installation is provided by 
these boxes. The bracket is nailed to the joist, two lugs squaring 
the box, which is brought flush with the plaster line. There are 
holes to key the plaster to the bracket, and the lath support in- 
sures a rigid installation. One or a gang, ‘“Gem”’ Bracket Boxes 


give a workmanlike job in a minimum of time. 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


These Time Savers 


Are Fast Movers 


Salesmen increase sales 
by showing time-saving 
feature of “Gem” Boxes 


T’S hard to increase the size of your 

orders on just an ordinary staple 
article with which everyone is familiar. 
But when it’s Gem Locktite Switch 
Boxes with exclusive time saving fea- 
tures that a lot of contractors don’t 
already know about, then you have 
“talking points”— you have a real op- 
portunity to boost sales. 


The time and money saving features of 
these boxes are resulting in greatly 
increased sales volume. Get in on 

the rise. Put markers in your catalog 

so you can turn to the right pages 
quickly or, better still, ask your house 
for some “Gem” Locktite and Bracket 

Box folders. If they happen to be “out,” 

let us know and we'll send a supply 

at once. 












For Your Contractor and Industrial Trade 


You'll find it pays to concentrate on these fuses. The attractive display 


“my cartons for the plug fuses will appeal especially to your Dealer trade. 
& Industrials like Union Renewable Fuses because they last longer and 
LS can be renewed easily. 








—> CHICAGO FUSE MFG. Co. 


INCORPORATED 1889 


MANUFACTURERS OF ELECTRICAL PROTECTING MATERIALS AND CONDUIT FITTINGS 


1519 West Laflin and 15th Street, Chicago 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Say fellows, when 
ee your customers 
‘unload material for a job, be sure 
that there are some ‘‘RACO”’ pro- 
ducts in the lot. 

Successful Contractors appreciate the real savings effected on every job by the use 

of “RACO” Patented Bar Hangers, which make the best installations with any 


type of Box under any condition. 
They are now being made better than ever. Stud has plenty of clean cut threads 


We to hang fixture properly. A new type of wing-nut, easy to handle, clamps the Box 
Manufacture: securely and makes positive ground. 
Switch Boxes “RA‘CO” Straight Bar Hangers for Ceiling Boxes are notched on ends to prevent 
Outlet Boxes loss of studs. 


The improved “RACO” Offset Hangers for Outlet Boxes have a shorter offset 
making them more adaptable for bracket outlets, particularly where necessary to 
channel brick or where studding is closer than standard. 

Increased length overall gives the same complete range of adjustment. 


Outlet Box Covers 
Ceiling Boxes 


and Plates 






? - y Ye >) o. * . , 3 yr 
Bar Hangers For additional convenience, “RACO” Bar Hangers are also furnished completely 
Set-up Boxes assembled in Set-up Box form, combining the hanger and any type of ceiling box, 

Ground Clamps all ready to install. 






Get busy right now. There is going to be a battle for that $25.00 prize offered 
for high sales of “RACO” products this month. 


Roach-Appleton Mfg. Co. 


3440 North Kimball Avenue, Chicago, III. 


Speaking Tube 
Automobile 
Fuses 










Branches: 
Boston Los Angeles Philadelphia St. Louis 
Cleveland Miami Pittsburgh Seattle 
Denver Minneapolis Portland Toronto 
Detroit New York San Francisco Vicksburg 






Indianapolis 











CO-Box 





MC-XL-Box 












< 7 —s— 


Improved HD Offset Bar Hanger Improved HS Offset Bar Hanger | 














The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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“Fan Time” calls for 
More Hemco Plugs 


Nothing beats your average American citizen when it comes to 
comfort loving. The first appearance of hot weather and he buys an elec- 


HEMCO TWIN-LITE tric fan. Of course, he'll need a plural plug to connect it conveniently 


lug. High e — 
capacity. Small sce yn | And because Mr. American Citizen has a keen eye for values he’s 
a dee Leese pretty apt to choose a Hemco Plug. National advertising is telling him of 
lifetime. 


Price 60c Hemco superior features and Hemco Dealers and Jobbers everywhere 
profit accordingly. 


It’s a quality product backed by a sound, fair aggressive merchan- 
dising policy that has made Hemco the fastest selling line of plural 
plugs on the market. 


During these summer months Hemco Dealers and Jobbers are sure 
of volume, quick turn-over and profit from Hemco Plugs. 


HEMCO TEE-LITE Dealers and Jobbers! 


Similar to Tee-Prong, ex- ’ 7 j 

cept screw shell outlets Write now for full information on the Hemco Sales Plan 

are provided to take any , ‘ 

attachment plugs. and how you can arrange to handle this profitable line 
Price 60c 


HEMCO TRIP- LITE 


The three outlet plug. Out- 

lets specially threaded to 

take standard screw or 

clamp type shade holder. 
Price $1.00 


HEMCO 
TEE-PRONG 
Provides two slotted out- 
lets to take any standard 
attachment caps. HEMCO 
phsnnhcicy TACH-LITE 
The side outlet plug. Al- 
lows lamp to be used in 
vertical position. Out- 
lets, as shown, threaded 





to take any standard 
screw or clamp type 
shade holder. 

Price 60c 








GEORGE RICHARDS & COMPANY wc. 
557-Wesr Monroe STREET- CHICAGO, /LLINOIS. 











The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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| EVEREADY 


FLASHLIGHTS 
& BATTERIES 


& 


Use Your fla 





Anderson’s, Inc. 


of Nashville, find Eveready 
line profitable 


HERE is a window-display of Eveready 
Flashlights and Eveready Unit Cells used 
with success by Anderson’s, Incorporated, 
electrical engineers and contractors, of 
Nashville, Tennessee. 

“We find the Eveready line a very prof- 
itable one to handle,” they write, “and are 
meeting with quite a lot of success in selling 
this quality merchandise.” 

Eveready, the original flashlight, is supe- 
rior both mechanically and electrically. It 


is the most widely advertised. It has fea- 
tures found on no other flashlight. Of 
course, it’s the best seller! 


Tell your dealers to stock Eveready 
Flashlights and Batteries, and to feature 
them prominently in their windows. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


FLASHLIGHTS 
& BATTERIES 





The products of this company are entered in the prize contest for this month. 


-they last longer 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Yes Su, 
I’m In! 


Are You? vi Vy Ni 


e) 



















I’m all set to go — the big contest is on and you can 
bet your sweet life I’m pushing that old Manning- 
Bowman line of electric appliances; and say, it’s some 
line to push these days, with the big advertising cam- 
paign behind it and the new Meriden Homelectric line 
of popular priced numbers that just fill the bill for 
big campaigns. 


Remember, I’m out to win that twenty-five bucks! 


MIEIRIDIEN 





anning- 
owman 

















MADE BY 


Manning, Bowman & Co. 


Meriden, Connecticut 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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BRANCH OFF 
Cleveland 
San Francisco 
Los Angeles Ba 
New Orleans 
Indianapolis Co 





Kansas City 
Chicago 
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Sell a Leader—Be a Leader 


Square D is in the Prize Contest 


Here’s real vacation news. To 
the salesman who sells the great- 
est number of Square D Safety 
Switches during the month of 
July, “The Jobber’s Salesman” 
will award a cash prize of $25.00, 
with a like award for the winning 
salesman during August. 


Here’s a chance to put Square D’s 
reputation to work for you. 
Square D, the pioneer safety 
switch, is known favorably every- 
where, 


ICES 


Itimore 
Buffalo 
lumbus 


SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 


When you sell Square D you 
have behind you a product of un- 
questioned quality and leadership 
—a leadership that now rests sol- 
idly on more than 4,000,000 satis- 
factory installations. Further- 
more Square D Switches are 
widely advertised in leading elec- 
trical trade papers and in the Sat- 
urday Evening Post. 


Push Square D during July and 
August. Sell a leader and be a 
winner. 


BRANCH OFFICES 


Boston Minneapolis 
New York Syracuse 
Pittsburgh St. Louis 
Philadelphia Atlanta 
Cincinnati Milwaukee 


Sell Square D and Win a Prize 


(93) 





prize will be awarded the salesman selling the greatest quantity during the month. 


The products of this company are entefed in the prize contest for this month. 










A $25 
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Hotpoint’s advertising does not 
stop during the summer months. 
The continuous year-round pro- 
gram of national advertising, 
backed by Hotpoint’s reputation 
for quality, will make it easier for 
you to sell Hotpoint Servants and 
win the Hotpoint prize. 


This advertisement appears in June 26 
Saturday Evening Post in colors, also 
in Ladies’ Home Journal and Woman’s 
Home Companion. Other color page 
advertisements will appear in The Sat- 
urday Evening Post, July 24 and 
August 21. 


START WITH /otfcinl, IRONS 


THEN SELL THE COMPLETE LINE 


IRST, tell your dealers to push Hotpoint 
Irons during the summer months. Over 
2,000,000 women living in wired homes are 
still using the old-fashioned sad-irons and mil- 
lions of other women will replace their old, 
worn-out irons with little urging. 

Second, tell them the advantages of the 3-lb. 


Hotpoint Iron for “milady’s silk things.” 


Show your dealers how they can sell a 3-lb. 
iron to women having a 6-lb. iron. 

With this fine start, you can interest your 
dealer in the other Hotpoint appliances. There 
is a big summer market for toasters, percolators, 
waffle irons, Triplex grills, curling irons, etc., 
and the dealer can cash in by ordering his 


stock from you now. 











Percolators Hedlite Heaters 


Table Stoves 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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All the Hubbell Devices shown 
below are regularly shipped in 
attractive, 3color display con 
ta.ners similar to those illustrated. 





Seven displays 
that bring in 
profitable business 





HUBBELL r _ 
TWIN TE-TAP On the counter and in the window Hubbell TRIntoe TECAP 
Yo. 6290 


wea Display Containers catch the eye of cus- 
tomer and passer-by. They bring in new 
customers—they sell something more to 
the customer who comes in to buy some- 
thing else. 


All of the Hubbell Devices shown are now 
regularly shipped in them —all ready to 
display on the dealer’s counter or in his 
window. 





Tell your dealer customers about this 
opportunity to increase their sales. Get HUBBELL 
your full share of this profitable business. ad ngly lea 


No. 3190 





HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A. 
NEW YORK. N.Y. CHICAGO, ILL. 


ABs I ul 
—— 
———— 





HUBBELL TE-CAP . 
No. 6772 HUBBELL BAKELITE 
HUBBELL TABLE-TAP ATTACHMENT PLUG 
No. 6900 No. 9000 


ELECTRICAL SPECIALTIES 


The products of this company are entered in the prize contest for this month. A $25 














prize will be awarded the salesman selling the greatest quantity during the month. 
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Here Are The Listings 


We are entering 
this contest in order 
to interest the job- 
bers’ salesmen in the 
excellent selling fea- 
tures of this line. 
There is a_ steady 
year round demand 
for these guards, in- 
creasing somewhat 
in the months of 
shorter daylight. It 
is often surprising 
what business an in- 
quiry to a customer 
in reference to 
guards will develop. 


The sales of this 
line for the first six 
months in 1926 are 
far in excess of the 
total sales for the 
same period in 1925. 
We believe it has 
stepped ahead of any 
competitive line. 


Sell from this cat- 
alog page if you do 
not carry our listing 
in standard size. We 
have corresponded 
with the electrical 
supply jobbers in- 
forming them of our 
entry into The Job- 
ber’s Salesman’s prize 
contest and our dis- 
counts will be readily 
available to you 
through your home 
offices. 


If we can help you 
with literature, sam- 
ples or other selling 
aids correspond with 
us through your 
house or direct, at 
once. 





Net wt. 12 oz. 











LAMP 





FLEXCO-LOK| ¢varps 











KEY-LOCKING 


For Small Lamps 

Measuring not more than 4” Total Length 
Lot No. 100 for Standard Brass Sockets 
Lot No. 101 for 15i¢ inch weatherproof 
Lot No. 102 for 14 inch weatherproof 
Lot No. 104 for 1% inch weatherproof 
Wt. 1% lbs. Per carton of Ten____List $6.00 


For any Lamp 60 watt or Less 
Measuring not morethan 5 5” Total Length 
Lot No. 1160 for Standard Brass Sockets 
Lot No. 1161 for 15i¢ inch weatherproof 
Lot No. 1162 for 114 inch weatherproof 
Lot No. 1164 for 154 inch weatherproof 
Wt. 2% lbs. Per carton of Ten___List $6.00 


For any Lamp 100 watt or Less 
Measuring not more than 6 14” Total Length 
Lot No. 5600 for Standard Brass Sockets 
Lot No. 5602 for 1!4 inch weatherproof 
Wt. 24 lbs. Per carton of Ten____List $7.50 


For any Lamp 150 watt or Less 
Measuring not morethan7 4” Total Length 
Lot No. 7600 for Standard Brass Sockets 
Lot No. 7601 for 15i¢ inch weatherproof 
Lot No. 7602 for 14 inch weatherproof 
Lot No. 7604 for 1% inch weatherproof 
Wt. 314 lbs. Per carton of Ten___.List $9.50 


For any Lamp 200 watt or Less 
Measuring not more than 8 14” Total Length 
Lot No. 9600 for Standard Brass Sockets 
Lot No. 9602 for I'4 inch weatherproof 
Wt. 3% lbs. Per carton of Ten_List $10.75 


Reflector Guards for Lamps Up To 60 watt, 
554” Total Length 

Lot No. 3160 for Standard Brass Sockets 

Lot No. 3162 for 114 inch weatherproof 

Wt. 3V4 lbs. Per carton of Ten.___List $8.00 


Strong durable guards of engented steel reinforced, heavy tin coating. 


FLIten on hinge in base. 
One key percarton. Extra key: 


rews are rustproof and self-retaining. 
CO-LOK are efficient see against theft as well as breakage. 


each $0.07 
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For Small Lamps 

Measuring not more than 4” Total Length 
Lot No. 200 for Standard Brass Sockets 
Lot No. 201 for 1516 inch weatherproof 
Lot No. 202 for 14 inch weatherproof 
Lot No. 204 for 1% inch weatherproof 
Wt. 134 lbs. Per carton of Ten____List $5.00 


For any Lamp 60 watt or Less 
Measuring not more than 5 54” Total Length 
Lot No. 2160 for Standard Brass Sockets 
Lot No. 2161 for 1516 inch weatherproof 
Lot No. 2162 for 1'4 inch weatherproof 
Lot No. 2164 for 1% inch weatherproof 
Wt. 214 lbs. Per carton of Ten____List $5.00 


For any Lamp 100 watt or Less 
Measuring not more than 6 1g" Total Length 
Lot No. 6700 for Standard Brass Sockets 
Lot No. 6702 for 114 inch weatherproof 
Wt. 24 lbs. Per carton of Ten ___List $6.50 


f\  (FLEXCO| 


= NON-LOCKING 





For any Lamp 150 watt or Less 
Measuring not more than 7 14” Total Length 
Lot No. 8700 for Standard Brass Sockets 
Lot No. 8701 for 1516 inch weatherproof 
Lot No. 8702 for 14 inch weatherproof 
Lot No. 8704 for 154 inch weatherproof 
Wt. 34 lbs. Per carton of Ten___List $8.50 


For any Lamp 200 watt or Less 
Measuring not more than 8 3g” Total Length 
Lot No. 1070 for Standard Brass Sockets 
Lot No. 1072 for 14 inch weatherproof 
Wt. 3% lbs. Per carton of Ten____List $9.75 


Reflector Guards for Lamps Up To 60 watt, 
554” Total Length 
Lot No. 4160 for Standard Brass Sockets 


Lot No. 4162 for 114 inch weatherproof 
Wt. 314 lbs. Per carton of Ten____List $7.00 


Same construction as above, but close with slotted round head screws and screw driver. 


FLEXCO PORTABLE GUARDS 


Split handles permit easy adjustment without rewiring socket. 
ote the handy hook and ring handle lock. 


For Small Lamps up to 4” Total Length 
Lot Number 10-P for Standard Brass Sockets 
Lot Number 1|2-P for 1!4 inch weatherproof 


Price each, packed in carton _____.-- 
For Lamps up to 60 watt, 554” Total Length 
Lot Number 20-P for Standard Brass Sockets 
Lot Number 22-P for 14 inch weatherproof 
Price each, packed in carton__.....:- 
Reflector Type for Lamps to 60 watt 
Lot Number 40-RP for Standard Brass Sockets 
Lot Number 42-RP for 14 inch-weatherproof 
Price each, packed in carton_____..._. 
Sockets not included. 


oi List $2.10 


eee List $2.10 


ogee List $2.25 


To Measure 
Sockets 





To measure weather- 
proof sockets, take di- 
ameter next to or be- 
tween shade holder 
rings. FLEXCO 
Guards will also fit 
oversize sockets. 





Net wt. 10 oz. 








Flexible Steel Lacing Company 
4607-31 Lexington Street, Chicago, Illinois 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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PLYMOUTH TAPES 
WILL BRING YOU A PRIZE 
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Since 1896, when the Plymouth 
Rubber Company was founded, 


we have maintained a strict 
policy of merchandising our 
tapes through jobbers only. 


We attribute our leadership in 
the tape field to our jobber 


policy. 


CANTON 


XUN 












The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Slipknot Friction Tape, Canton Fric- 
tion Tape and P. R. Splicing Com- 
pound are entered in this month's 
contest... You're after a prize... 
Then why not push the Plymouth 
line —a year ‘round seller. You 
wont have to “break your neck’’ to 
win, for Plymouth Tapes are leaders 
in the tape field — and leaders sell 
themselves. 


Plymouth Friction Tapes are absolutely guaranteed 
against drying out and to exceed in quality the high- 
est electrical specifications. 


P.R. Splicing Compound moulds into a homogenous 
mass without heat. It cannot separate and is guaran- 
teed to withstand the most severe dielectric tests. 


Get behind ‘Plymouth’ and win the “Plymouth Prize’’ 


PLYMOUTH RUBBER COMPANY, Inc. 


MASS. 


il 





A $25 
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To Jobber’s 


Salesmen — 


We're backing you up 
with an honest square 
deal jobber policy, 
publicity, counter and 
windowdisplays, mer- 
chandising and mis- 
sionary help — AND 
quality products at 
comparable prices! 









All 


_\ REYNOLITE 
‘\ PLURAL 
PLUGS 

| ARE IN- 

STANTLY 

CONVER- 

TIBLE TO 

PIN TYPE 


PATENTED 
FEATURE 





















REYNO|ITE 


No. 240 
RICH BROWN 
MAHOGANY 













Win with REYNO|ITE 


Consistently Supporting Your Efforts 











HO gets the $25 in the Summer Sales Contest? It’s 

easy going for the salesmen of REYNOLITE 
jobbers. REYNOLITE devices sell just as readily in July 
as in November—there’s always a demand for plugs, cord 
sets, multiple taps and flush plates. 






Go to it! REYNOLITE is winning all along the line — outselling all 
other makes—breaking all sales records— 


Month After Month Leading All Sales! 


Get in back of these money makers — neatest in design, best in con- 
struction and materials, leaders in appearance. 










REYNOI|ITE DIVISION 


VRACE MARK AEG. U.S. PAT. OF 


REYNOLDS SPRING COMPANY 
JACKSON, MICH., U.S. A. 






Oy MURGGUAEUOUAEOOGOUAUEOUAENROGHOGQOUGOGCUNUAOURSGUUOONNUOCUUNIN00NNNIINNOQUUEULINEROUGUADEVEUN 
Se UANEGURUEEUAROAGUODGURUGEUURURNOUOUOOOUOGGHOGUELUCUUDUGDUOULOUGOQEUQUUUGUUHOOINTOONNOUOUOOOD’ 














a a a a a a a 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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WIN WITH 


HEMINGRAY 
INSULATORS 


You can win at least one $25 prize by concentrating a 
little sales effort on Hemingray Glass Insulators. 














Hemingray Insulators have an earned reputation for 
quality that is country-wide. 


That makes it comparatively easy to sell them and the 
salesman who pushes Hemingray this month is going to 
cop one of the easiest prizes in the contest. 





These Points Will Help You to Sell and Win 


Their efficiency has been established over many 
years of long and satisfactory service. 


They combine the qualities of durability, uniformity 
and low cost. 


They are known universally to the trade. 


They are immediately available for prompt ship- 
ment. 





They are particularly suitable for all low and 
medium voltage lines ranging from 2300 to 15000 
volts. 


HEMINGRAY GLASS COMPANY 


Offices and Factories 


Muncie, Indiana, U. S. A. 


Est. 1848 Inc. 1870 


















The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Immersion Heater 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


= up where electric heat is needed 

in your customers’ plants. Wherever it 
is, there is a Chromalox unit to take care of 
that particular job. 


Out to Win- 


These units are quickly installed, and quick- 
ly supplied. Over 80 different lengths and rat- 
ings of standard strip and space heaters in 
stock—ready for immediate shipment. No 
delays. We can help you satisfy the most im- 
patient customer. 


About Chromalox units lasting! They are 
operating on hundreds of widely varied jobs. 
Heating immense roll heaters in the country’s 
largest sheet and tin mills. Heating drying 
ovens. Heating water tanks. Heating tanks 
of oil. Heating railway cars. There’s no end 
to the applications of Chromalox Units. Your 
selling is not limited by the jobs they will 


operate on. 


You are assured of this: That customers 
will come back for Chromalox units for their 
next heating jobs. This is not just a one-time 
winning of twenty-five dollars! 


Now see your Sales Manager. He has 
complete information and bulletins about 
Chromalox units. 


This 12-page bulletin C-107, 
photographically shows widely 
varied applications of our units. 
It is brief but convincing evi- 
dence. Another bulletin C-106, 
gives complete data about strip, 
space, ring and immersion units, 
and the jobs they will do. 





Your Sales Manager has both of these bulletins. 
Ask him for copies for your own use. 


The Railway Utility Company of Chicago is the sole distributor 
of Chromalox Strip Heaters for use in heating railroad and street 
cars in the United States and Canada. 

Sole Canadian Licensees: The Canadian Chromalox Co., Ltd. 
251 Queen Street, East, Toronto, Ontario, Canada 











CHROMALOX 


MANUFACTURED EXCLUSIVELY BY 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 















































HEATING 
UNITS 


EDWIN L. WIEGAND CO., 422 FIRST AVENUE, PITTSBURGH, PA. 
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Will YOU be the 




















You will be if you put in your time The one reason for this is that the 
on Paranite Wires, Cables and Paranite Line is quality all the way 
Cords — lucky not only because of through. You need not hesitate to 
the $25 prize you will win but be- recommend it to all of your custom- 
cause of the repeat order business ers. 

you will be building up. That’s one 

of the fine things about the Paranite PARANITE IS MORE THAN CODE 
line—you can always bank on your REQUIRES AND THEREFORE LASTS 
customers’ coming back for more. LONGER THAN OTHERS IN SERVICE 


INDIANA RUBBER AND INSULATED WIRE CO. 


Manufacturers of GOOD Wire for More than 35 Years 


JONESBORO, INDIANA 
CHICAGO LOS ANGELES KANSAS CITY NEW YORK 


If It's PARANITE It’s Right 














The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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A Plan to 


Stimulate Sales 
The Jobber’s Salesman’s 


Summer Sales Contest 





















‘To JOBBERS and jobbers’ salesmen this 

contest provides anincentive for in- 
creased effort during two months that 
ordinarily are dull. Because of the 
many prizes, and the simplicity of the 
contest, every salesman has a splen- 
did chance to win at least one prize. 


To manufacturers this contest offers 
the long sought opportunity to main- 
tain the interest of your own salesmen, 
as well as your jobbers salesmen, dur- 
ing two slack months. Arrange now to 
participate in this contest. We paya 
prize of $25 to the jobbers salesman 
selling the most products of every 
manufacturer who co-operates. 


WRITE FOR PARTICULARS OF THE AUGUST CONTEST 


The Jobber’s Salesman 


53 W. Jackson Blvd ., Chicago 
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July is a Lucky Month for Some One! 


KRUSE 


SWITCH BOX SUPPORTING STRIPS 


FITZ-M-ALL 


OUTLET BOX HANGERS 
WILL MAKE YOU A PRIZE WINNER! 


KRUSE 
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Patented | 
Trade Mark Reg. No. 193160 


SWITCH BOX SUPPORTING STRIPS 
Approved by Underwriters’ Laboratories 


Assure permanent, secure installations and 
give perfect alignment. One or as many 
boxes as required are held with equal 
support. Sold in lots of 100 and 500 sets 


at a cost of less than 1 0c per set. 


Fitz-M-All 
Outlet Box Hanger 






Trade Mark 193347 


Here’s the line of switchbox supporting strips 
and outlet box hangers that'll earn you a prize— 
it’s easy to sell. 


This line already has a wider distribution than 
any other line of its kind. Contractors and wire- 


men know both the KRUSE and FITZ-M-ALL— 


that’s why you can cash in on them. 


The KRUSE Switch Box Supporting Strip is a 
packaged product that comes in 1614” lengths. 
Soft metal, easily snipped. Lath ends enter 
holder easily without whittling and the short 
pieces can be used without waste. Saves hours 
of time, both yours and your contractor’s. 


The new FITZ-M-ALL Outlet Box Hanger was 
designed by a practical electrician, who has 
studied the requirements of wiremen for years. 
This simple device can be used with equal results 
on old or new work with either conduit, loom or 
armoured cable. Can be positioned up or down 
for deep or shallow boxes in or out to the exact 
position desired. Base bolts to any make box. 
Lower part of hanger is slotted permitting bolts 
to go through it and connect direct to box. Can 
be used between studding. Packed 50 to a carton. 


MID-WEST METAL PRODUCTS CO. 


MUNCIE, 


INDIANA 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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The Fast Selling 








Retail Price, 


$18.50 


Denver and West, $19.00. 
Kitchen Attachments 
at Slight Extra Cost 





Every Salesman Knows 
There is no Substitute for Margin! 


This is one big reason why the Hamilton Beach Line is popular 
all along the line. Jobber, Jobber’s Salesmen and Dealers all 
like the Hamilton Beach Margin. 


Other reasons are— 


19 Numbers—all Fast Sellers and sold exclusively thru 
Jobbers. Quality Merchandise that stays Sold. National, 
Year Around Advertising in The Saturday Evening Post 
and leading Women’s Publications that is consistent and 
persistent. 


Dealers are fast coming to realize the importance of being Full 
Line Dealers. You can increase your sales and income by making 
your Dealers Full Line Dealers. 


Hamilton Beach Mfg. Co., et Racine, Wis. 


Hamilton Beach 


Necessary Electrical Devices 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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cate 











Win A Prize and Make 
Profits As Well With 















4 
fittings 
instead 


ITTINGS 


Left or Right 


Note REVERSIBLE 


their 
construction 














ype 1 


¥. ¥. Fi 
Combines A, B and BE 
Fittings 
3in 1 


TYPEA 
POSITION 


REVERSIBLE 
COVER 








TYPEB 
POSITION 


Vv. V. Type T 
Combines T and TB Fittings 
in 1 


\ : rs Hf iy 
Vv. Vv. tee LL \y dw ose ia eo 
are REVERSIBLE Combines LL and LR ‘ Se oo 
COVER Fittings ‘. be i 
5 4 in 1 ov oa an = 


Get into the prize winning class by making profits through selling the 





TYPETB ‘. ee — fastest moving fittings on the market. You have more sales points on 
POSITION is V. V. Fittings than on any other line. Capitalize on them. This means 
= real business to you. Show your sales manager this page and ask him 





isc. to register you in this contest. Write for the V. V. Catalog. 
V. V. Type LFB 


a oe Do it RIGHT NOW! 
2 in 1 
V. V. FITTINGS COMPANY 
711 Cherry Street 710 W. Jackson Blvd. 50 Church St. 
Philadelphia Chicago New York 



























The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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We Don’t Sell Lamps 


(Continued from Page 12) 
Complete co-operation between 
silesmen and officers of the com- 
pany. 

6. Sales conferences. 

[he history of the company’s 
growth is an interesting feature of 
its success. Mr. Taradash started in 
the small way that many jobbers do 
in a store on Desplaines Street, Chi- 
cago. For all we know, he might still 
be there if he had not taken in a car- 
load of conduit one day and had the 
floor not given way and precipitated 
him, his pipe and his bad luck head 
over heels into the basement. The 
landlord didn’t see the humor in the 
joke and certainly Mr. Taradash 
didn’t, and so he looked around for 
new quarters. 

He succeeded in securing a location 
at 831 N. Franklin St., where he had 
more room in which to grow and 
where the floors were reasonably 
safe. 

The company remained at this lo- 
cation for four years but as time 
passed found that more and more 
room was required so the officers 
looked around for more spacious 
quarters. They found an admirable 
location at 700 West Jackson Blvd. 
one of Chicago’s leading boulevards, 
and so he moved there. 

The company now has more than 
25,000 sq. ft. of floor space at the 
present location. 

The organization functions in har- 
mony, lost motion has been reduced 
to a minimum, and when the facts 
re tied-in with the company’s policy 
of selling lighting and service it is 
no small wonder that the volume of 
lamp sales each year gives the com- 
pany the rating which it has in the 
Continental Lamp Division. 

a 


Meeting at Hot Springs 


(Continued from Page 9) 


cleeted for the coming year: Atlantic 
livision—Chairman, W. I. Bickford, 
Pittsburgh; representative, Southern 
District, H. R. Worthington, Jack- 
nville, Fla.; representative, Pitts- | 
rgh District, E. M. Keatley, | 
tarleston, W. Va. Central Division 
Chairman, H. C. Downey, Des | 
oines; representative, Chicago Dis- | 
ct, W. W. Low, Chicago; repre- 
‘ ntative, Missouri River District, 
(. W. Johnston, Omaha. 


~=— 
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TRANSMISSION LINE TOOLS 


——— Eee eee 
Pike Poles 


Made of old growth straight grained yellow Washington fir, free from all defects. Pike 
is of crucible steel with upset shoulder, and is set in oil. Ferrule of malleable iron with 
rivet complete through ferrule, pole and pike. Made in 2 in. straight diameter size, also 
2% in, tapered. 







Cant Hooks 
Handles of selected best quality hickory or Wisconsin. hard 
rock maple, accurately shaped and polished. Clasps and toe 
rings of malleable iron. Hooks of crucible steel. 


a ———_—s 
Shovels 
Made in two styles, crooked and straight handle. Straight handle shovels have 22 in. 


straps as standard. Handles made of selected Northern Indiana ash or Wisconsin rock 
maple. Blades are made of .70 to .80 carbon steel, and are securely and well put together. 








ee 





Made with Wisconsin rock maple 
handles and crucible steel hooks 
Hooks held to handle by band which 
goes around handle. Clasp is of 
malleable iron bolted around handle 
Handles are nicely shaped and tool 
is well balanced. 


LEACH COMPANY 


OSHKOSH :: WISCONSIN 






Lug Hooks 











A Metal Washer 


Assembled Split Knobs 





That keeps Bull Dag Split Knobs as- 
sembled is but one of several im- 
pertant advantages you get when 
you choose Bull Dog. It ‘has a grip 
like its namesake.’ Besides, it has a 
longer, cement-coated nail. Has a 
genuine leather washer. Has wire 
ways that grip, but do not tear. 
Projection on top piece and recess 





on bottem piece take uo strain 


where it’s hardest. ull Dog Split 
Knobs are made of uniform, non- 
porous, stronger porcelain. Elec- 
trical contractors and other cus- 
tomers tell us we have been success- 
ful in giving the trade the best split 


knob on the market. 


Bull Dos 


REGISTERED 











MACOMB, ILLINOIS 
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DIEHL FANS 


The Diehl line of fans embraces the desk fan, both oscillating and non-oscil- 
lating types, in fan sizes 9”, 10”, 12”, 16” for alternating and direct 
current; ceiling fans 32” and 52” for alternating current, 54” for direct 
current, ventilating and exhaust fans for alternating and direct current. 
Diehl Fans enable the jobber and the dealer to meet all the fan require- 
ments of every customer. 


Send for descriptive bulletin—Now 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 
ATLANTA BOSTON CHICAGO DETROIT NEW YORK’ PHILADELPHIA 


DIEHL 


BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 




































KLEIN IF@E 





& Sons 


Mathias 





KLEIN 
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You Needn’t Climb a Po'e 


(Continued from Page 8) 


creased, here and there, to secur, 4 
better price, indicating at the s) 
time that the extra material ord; | 
will surely come in handy for un 
ticipated line extensions, breakdoy 
and so forth. He also has the op; 
tunity of discussing service and q 
ity and possibly rendering engin: 
ing help. 


A few years ago, a pole line s)) 
cialist with a jobber received a ¢:! 
for “help” from one of the jobbers 
salesmen. The situation was this: \ 
competitor, hearing of a group of 
farmers who were to purchase the 1:: 
terial for a farm line, gathered thin 
together, submitted a quotation and 
practically had the job “sewed u).’ 
The jobber’s salesman was not dis 
couraged, as he felt satisfied that tli 
quotation was too high, and did not in 
clude the proper material for tl. 
miles of line required. The specialist 
was met at the station by the jobbers 
salesman who took him to the com 
mittee chairman. A ride over the pro- 
posed line extension territory fol- 
lowed, and the proposition was again 
gone over with the co-operation of the 
engineer of the local central station. 
Loads were carefully figured to de 
termine transformer sizes, a re-check 
of the material specified by the com- 
petitor was made, and after a bid was 
submitted it was found that the cost 
was materially reduced. The special- 
ist was so positive in his assertion that 
the material specified by him would 
prove satisfactory that the confidence 
of the committee was secured to such 
a point that the salesman secured tlic 
order. To complete the story, the lin 
was installed and the farmers wer 
perfectly happy over the result. 


That is just an example of how ° 
live salesman, not easily discouraged. 
can be on the job to secure business. 


Situations of this character arise 
frequently, but just as frequently 
central station will be found to need 
extra cross-arms, new guy wire, insi- 
lators, wire and hardware in gener. 
As stated in the beginning of this ar- 


| ticle, the salesman who watches close!v 


the central stations in his territor:. 
keeps his ears open for proposed « 

tensions, and calls on the engineers «" 
every trip to the various towns in !) > 
territory, will turn in a nice volume «! 


this line of material. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER KuSSinuted 








Double Insulated 
for High Voltage 
Protection! 


Firestone Rubber Tape and Friction Tape 
combine as the most effective and eco- 
nomical means to insulate high tension 
joints. The Firestone perfect splicing com- 
pound fuses to a single uni- 
form mass at 65° C. and 
gives all the virtue of a solid 
coupling. It withstands a 
current of 10,000 volts for 
5 minutes. 

















Firestone Friction Tape 
is heavily rubberized with a 
special adhesive, sulphur- 
free compound. It takes 
hold instantly with firm 
grip that never lets go. It 
Above—Applying provides lasting insulation. 


Firestone Rubber 
Tape to joints in 
main buss of dis- 


tribution panel. Whether your customers 

Below—Laying buy for industrial or do- 

Firestone Friction : 

Tape covering on mestic use, they want the 

splicing compound . 
advantage of Firestone 
quality. Address nearest 
Firestone Branch or the 
Home Office at Akron, Ohio. 
Ask for prices, specifica- 
tions and discounts. 


Firestone 


PETAPE TAPES COMPOUND 
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Distributor Organizes a School 
for His Salesmen 


When business starts to slacken 
some sales managers start to analyze 
market conditions of the products 


which their salesmen are selling, plus 
general conditions, so that they, too, 
will be able to pass on to those above 
the excuses which come to them from 
their salesmen. 

In the case of Max L. Haas, of 
The Electric Co., of 
Cleveland, being president of that 
satisfied with 
on to 


Haas Sales 

he was not 
that 
others if questioned. 


company, 
excuses he could pass 

Mr. Haas decided to put a plan in 
motion wherein he insists that each of 
his salesmen write across each sales 
report that he is “getting more than 
his proportionate share of the radio 
business’’ customer that 


In some instances, 


from each 
he is calling on. 
the salesmen find that they cannot 
make such a statement and give the 
the reason why. 

These gave 
school held exclusively for salesmen 


problems rise to a 
and limited in scholarship to the com- 


pany’s salesmen. The idea is to equip 
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each salesman with the 
knowledge and confidence in himself 


plus information which will enable 


necessary 


him to get additional business, so 
that he can, with absolute assurance 
to himself, put on his sales report the 
words that he is getting more than 
his proportionate share of the radio 
business. 

The photograph shows Mr. Haas 
and the sales force tackling the prob- 
lem of reaching the farmer market. 

Mr. Haas claims that manufactur- 
ers will this year insist that their dis- 
tributors do more than merely send 
men out into a specified territory 
and take orders. The manufacturer 
has the right to expect a distributor 
to do a selling ~job; provided, of 
course, that the manufacturer makes 
it profitable for the distributor to do 
that kind of a job. 

Manufacturers have come to realize 
that they cannot hope to dispose of 
all the products which they can manu- 
facture, by conducting only a na- 
tional advertising campaign. The full 
benefit of advertising can only be 
had if both jobber and dealer avail 
themselves of the benefit of the ad- 
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Max L. Haas As Instructor in His School for Salesmen. Standing, Left to Right 
—Joseph Goldhamer, Harold Bulask, Barnet Barton. Sitting—Earl Hindley, Frank 
Arnold, Joseph R. Haas. 





vertising by doing a selling job. 
is for this reason that Mr. Haas ani 
the sales force are spending thir 
Saturday afternoons in_ perfectiny 
themselves in the art of selling. 
These salesmen claim that becau; 
of this schooling which they have r 
ceived since the first of last Marc). 
they have been able to increase their 
business at least 3314 per cent. The, 
also feel confident that they can mak 
better salesmen of their dealers’ sales 
men and each day are putting suc! 
information into the dealers’ hands 
as will enable them to overcome an\ 
type of sales resistance and to “Se!/ 
Merchandise,” which is the slogan 
they have adopted for their dealers. 
* & % 


Radio Jobber Makes Remark- 
able Record 

The Detroit Electric Co. 
founded in the year 1883 by Joseph 
Abrahamson, when the highly devel 
oped electrical industry of today was 
in its very infancy. From 1883 to 
1918 the company was owned and 
operated by Joseph Abrahamson, until 
his death in June, 1918. During this 
period, 1883 to 1918, and until 1920, 
it engaged in electrical contracting 
and the selling at retail of electrical 
supplies, fixtures, motors, fans and 
kindred appliances. 

From 1918 to 1920 the electrical 
business was continued by the two 
sons of Joseph Abrahamson. Both 
sons were affiliated with the father in 
the operation of the electrical busi 
ness, Harry A. having started in 1905 
and Raymond R., in 1910. 

As stated, the electrical business 
was continued for two years by the 
two sons who continued the honore: 
practices and reputation of the father. 
During the middle part of 1920. 
through accident, and later 
through opportunity and foresight, tl 
possibilities of the radio business pre 
sented themselves. This occurred dur 
ing the general business depression of 
1920. So greatly did the possibilities 
of the radio industry as a future en 
terprise appeal that immediate steps 


was 


mere 
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PRICES GUARANTEED 


Again RCA gives the dealer a price guarantee on all the 
new 1926 Radiolas, right up to December 31, 1926. If 
prices go down, an RCA Authorized Dealer will not lose! 
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Last year, RCA gave its dealers over four million dollars 
in credit on lowered prices. 


MODELS GUARANTEED 


Every RCA Authorized Dealer can order now with confi- 
dence, for the dealers know and the public knows that the 
present models of Radiolas will not be superseded this year. 


AEAVY ADVERTISING 


Circulation numbers cannot tell the whole story of RCA 
advertising. It will reach practically every good prospect — 
some of them many times. The important national mag- 
azines—the radio, farm and boys’ magazines—and more than 
a hundred newspapers. 


ar and a BIG CAMPAIGN 


to advertise the dealer 
To make the public choose its dealers Eww PLA 
as carefully as it chooses its sets, RCA ae 
is running a special $30,000 campaign == 
in The Saturday Evening Post to talk 
about its dealers, and to make the RCA 
Authorized Dealer sign one of the best 
known trademarks in the country. 


Put in your fall order NOW 


CA-Radiola “ 


E- MAKERS - OF : THE - RADIOTRON 

















# RADIOLA 28 




















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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“The ‘Modern’ B Power Unit”’, 


in the words of one of our Kansas 


milliamperes and a steady unfail- 
ing current. It has the RAYTHEON 
tube. 

The ‘“‘Modern” B Power Unit is 
not sold on price, quality being 
our first consideration. 

We have a few open territories 
for jobbers. May we hear from 
you? 


The Modern Electric Mfg. Co. 
Toledo, Ohio 











Return This “‘Ad’’ on Your 
Letterhead for Prices 
and Booklet On — 


NEW! 


more 
compact 


better 
construction 
longer 
service 
better 
price 
Reproduction 
of the new 


ATENTSs eenuin ‘ 
Pr 8 Mu enc y ann BY a) : 
ESTo PRODUCT 120 “pelt, 60 
. Mee arg A. C. or 
D. C. 





Presto Flashing Plugs have all com- 
petition beat a mile on price, yet em- 
body every feature of quality and 
reliable performance. They’re needed 
everywhere — Christmas tree outfits, 
advertising and window displays, 
night lights, carnivals and a myriad 
of other places. 


anne per ena 
Sn a 


Also manufacturers of other 
types of flashing devices. 


PRESTO PRODUCTS CO. 


126 East 23rd St., New York, N. Y. 























Y 
Y 


Ylyjeld? ¢ tt Up Yj 


Its ample capacity guarantees 60 | 





yurns 


“B” ELIMINATOR 


Delivers full voltage with capacity. 
No sharp drop of amperage. 

Smooth constant plate current. 
Variable detector and amplifier sup- 
ply. No A. C. hum. 

Uses Raytheon rectifying tube 
Remarkable results under test. 


SATISFY YOUR TRADE 
Write for Jobber’s Prices. 


COMPANY 
State and 64th Streets 
CHICAGO, U.S. A. 
Makers of Burns Loud Speakers 











City jobbers, “is the one satisfac- | 
tory unit among seventeen tested.” | 

















H. A. Abrahamson, One of the Proprie- 
tors of the Detroit Electric Co. 


were taken to investigate. It was ve. 

difficult at that time to find anyo1 

conversant with the radio industry— 
one who could capably give inform 

tion as to the names of manufacturer 
of instruments for receiving and 
broadcasting. 

At this particular period, the avail- 
able assets of the company are said to 
have amounted to $2,000. The entir 
amount was invested in the purchas: 
of radio apparatus, and the total sales 
during 1920 (electrical supplies and 
construction excepted) amounted 
$3,218.07. Without interesting out 
side capital, excepting such sma! 
loans as banks would grant, the vo! 
ume done in 1921 multiplied man: 
times. The rapid rise is best appr: 
ciated by noting the graph compiled 


from figures submitted by the com 
(Turn to Page 149 
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Showing the Increase In Value of Sale: 
of the Detroit Electric Co. 
1920 to 1925 Inclusive 
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Two Profits with One Selling 


UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Wirt Lightning 
Arrester 




















Wirt Radio Wall 








Insulator 


Wirt Radio Wall In- 
sulators and Radio 
Lightning Arresters sell 
hand in hand. One 
sells the other. ‘Sell’ 
the dealer on one— 








show him the other— 





in connects without cut- 
ting wire. Heavy brass 
furnished for 
Listed as 
standard by Underwrit- 
ers’ Laboratories. 


screws 


mounting. 








Dealers prefer them be- 





write his order for both. 





The large sale of these two radio necessities 
in retail stores has been reflected in a 
splendid showing by jobbers’ salesmen all 
over the country. A little extra selling effort 
on this pair of “winners” will pay big in 
increased earnings. 


Wirt Radio Lightning Arresters are air-gap 
type. Small and neat in appearance. Made 
of Bakelite and brass. Wide petticoat for 
ample insulation in wet weather. Bracket 
for rigid fastening. Simple to install. Lead- 


cause they insure neat 
Pand efficient installation. 


Wirt Radio Wall Insulators sell along with 
Wirt Lightning Arresters. Made of brown 
glazed porcelain. Keeps wires at proper 
distance from walls and buildings to pre- 
Bracket for rigid 
Complete with heavy screws for 


vent sagging and leakage. 
fastening. 
mounting. 


Push these two leaders—and watch the 
volume grow! 








Wirt Qompany 
PHILADELPHIA PENNSYLVANIA 


Makers of Dim-A-Lite 
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The Radio Market 


Condensed Information on New and Improved Radio Products 


Acme Elec. & Mfg. Co., Cleveland 





The “Universal” 
type AV charger 
handles four to six 
volt “A” batteries 
and 96 volt “B” bat- 
teries.5 A toggle 
switch is furnished to 
throw to either “A” 
or “B” charging as de- 
sired. This company 
also furnishes a two 
amp. Acme “Junior” 
charger and _ the 
“Senior De Luxe” 
which is a five amp. 
charger, complete with 
battery clips and cord. 





The trickle charger uses a two 
amp. bulb with a specially designed 
transformer with independent wind- 
The case is made of sheet stee) 
finished with crystallizing lacquer, 
mounted on rubber feet. 





Two models of elimi- 
nators are also made. 
One is a model BE-30 
which has one control 
within the amplifier 
circuit and uses fixed 
resistance in the de- 
tector and radio fre- 
quency circuits. The 
other model uses a 
“Raytheon” tube, has 
two controls, one with- 
in the detector, the 
other in the amplifier 
circuit. Both are of 
the four tap design. 





American Elec. Co., Chicago 


The Burns “B” elimina- 
tor will deliver full voltage 
with no drop in amperage 
“Raytheon” 
It is attrac- 
tive in appearance and com- 
pact in form, fitting in any 
cabinet in place of dry bat- 


capacity. A 
tube is used. 


teries. 











Available to Jobbers During the 1926-27 Season 


Alden Mfg. Co., Springfield, Mass. 


The No. 419X adapter is for use with the 
It con- 


small UX tubes in UV201A sockets. 


sists of a simple bakelite fitting which clamps 
over the tube base holding the tube in place 
in the socket. There are no electrical connec- 
tions so the operation of the tube is unaffected. 


for 





The No. 420 “connectorald” 
like the No. 920 fits the new 
UX120 and CX220 tubes to the 
UV199 sockets. It provides 
cables for attaching the neces- 
sary 221/, volts “C” battery and 
extra 45 volt “B” battery re- 
quired for this tube. 


“3”. and 





The “Na-Ald” No. 999 adapter fits all 
tubes with UX bases and also UV201A bases 
This adapter makes the 
UV199 socket universal to take any desired 


to UV199 sockets. 


tube. 





The UV201A tubes are firmly gripped no 
matter whether the prongs are short in the “Uni- 
versal” socket. A clip of new design yields to 
the UX prongs and returns for positive contact 


in the UV type. 


sets with UV199 


holds the tube upright. 
“connectoralds” are designed 
allow the user to use the UX12) 
or CX220 tubes in the last stage 
of audio frequency amplification. 





The No. 120 


the UV201A sockets. 
necessary cables for attaching the extra 


Ey? 


“connectorald” 
signed for using the UX120 tubes in 















The No. 920 “connectorald 
sockets 


These 





is 


batteries so that 


+ 
0 





de- 


It supplies the 


the 


tube may be properly operated without 
disturbing the rest of the set. 





The “Na-Ald” No. 421X adapter makes 
it possible to use the UX tubes including 
the UX199, UX120, UX201A, and the reg- 
ular UV201A tubes in place of the WD1! 
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let Majestic 


brush away Your 
summer cob webs! 


Summer business is all right! All you need is an article that sells—one 
the radio public is looking for. 


And that’s just the merchandise you get in Majestic ‘“B’ Current Sup- 
ply Units. Majestic Units sell because they answer a need that has 
existed ever since radio first started. They give dependable, constant, 
economical ‘‘B’’ power direct from the light socket—a pure direct cur- 
rent. 


Their low price—$32.50 for the Standard and $39.50 for the Super, 


make them easily within the reach of all. 


Unique Plan Asstires Sales 


You can tell your dealers to sell a Majestic B Current Supply Unit 
to one of their customers; give him seven days’ trial. Then, if he is 
not fully convinced that it improves his reception—that it is the 
biggest “‘B’’ Eliminator value he can buy anywhere today, give 
him his money back. Your money will be returned and we will 
see that you are protected. 

But we are sure that their customers will be more than pleased 
with the Majestic ‘‘B’’ Current Supply. We are sure it will bring 
them new profits and customers. Every conceivable test and trial 
has proved this. Give us a chance to prove our convictions to 
you. Write us, today, and we'll send you full details of our plan 
to put “real pep” in your summer business. 

New York Show, Booth No. 10, Section ‘‘DD;’’ Chicago Show, Booth No. 8, Section “‘K’’ 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 


4546 ARMITAGE AVE. BES CHICAGO, ILLINOIS 
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American Bosch Magneto Corp., Springfield, Mass. 





bakelite. 
and positive and back-lash has been 
eliminated. 
and elimination of bodily capacity 
effects are also features of this dial. 


The vernier dial is molded of 
The operation is smooth 


Ample driving power 

















The Allen-Bradley 


A new, adjustable 
for B-eliminator service. 
new unit will be called 
will be built 


service and 


various types of 


circuits. 


resistor 
The 
the 
“Bradleyohm-E” for eliminator 
in 
two or three sizes depending 
upon the capacity required for 
eliminator 


Co., Milwaukee, Wis. 








The Bosch 
radio receiver 
RS-6 is a 6-tube 
resistance cou- 
pled radio set 
of unusual 
beauty and 
simplicity in 
operation 
powerful, selective and quiet. 


It is 29%, in. long, 101% in. hig! 





and 10 8-16 in. deep. Workmanship is standard Bosch qualit) 



































|[Bradleyohm-E) | 
[tie 
































All-American Radio Corp., Chicago 


The cone speaker has a full 
10 in. aluminum cone and is 
beautiful in appearance. It 


gives true reproduction in both 
low and high notes. It is sturdy, 
durable and adjustable. 








The “Rauland-Lyric Trio” 
ainplifier is a combination of 
Rauland Lyric and “Rauland- 
Trio” transformers. The 
“Lyric” is used for the first 


stage, and the “Trio” type 
R-310 impedance for the 
third stage. The “Rauland 


Trio” contains an inductance, 
a capacity and a resistance in 
one compact impedance unit. 





























The “Constant-B” per- 

| manent plate power is a 
“B” battery eliminator. 
| It has taps for 135, 90, 
| and 6714, volts, and a 10 
to 60 volt tap varied in 
output by a “Detector” 
control. <A “Higs-low” 
switch insures uniform 
voltage regardless of the 
number of tubes used. 


The Bosch “Nobattry,” 
type “Ban,” is designed to 
rectify usual 110V, 40 to 60 
cycle alternating current to 
replace “B” batteries. It 
delivers 3 voltages simul- 
taneously, detector of 15- 
60V, R. F. plate of 60-90V, 
amp. plate of 90-150V. Suffi- 
cient current for any set 
using up to 10 tubes. Meas- 
ures 7x7x12 in. Weight 20 
pounds. 


The “Ambotone” reproducer 
is also offered in the wicker 
model. It is the same as to 
tone quality as the other type 
but is designed to harmonize 
with wicker furniture sets for 
sun parlors, guests’ rooms 
and so forth. 





The “Junior Ambotone” me 
chanical principle is the sam: 
as the “Ambotone.” It is de- 


signed to meet the demand fo; 
a medium priced reproducer. 
Made with the same precisior 
and quality as other Bosc! 
in. high, 12 
pounds 


products. 12% 
in. wide. Weight 21, 





The ‘“Ambotone” re- 
producer gives the 
utmost in radio repro- 
duction. Tone is mel- 
low and lifelike and 
low notes lost in most 
speakers are brought 
out with fidelity. Has 
wood diaphragm which 
adds to its mellow 
tones. 1734 in. high and 
17 in. wide. Weighs 
814 pounds. 





































luly, 1926 





THE JOBBER’S{AJSALESMAN 





109 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 









oF 


MANUFACTURED BY FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO,ILLINOIS SAU 
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The Balkite year 


lasts twelve months 
Get your share of Balkite 


summer busines 


Balkite has disproved the theory that summer radio 
business does not exist. It does exist for the radio 
dealer who goes after it methodically. 

Every owner who has bought a radio set during 
the season is a Balkite prospect during the summer, 
because Balkite Radio Power Units simplify and im- 
prove radio reception. 

The live radio dealer does not wait for summer 
business to come in. He makes a list of his radio set 
purchasers during the season and follows them up 
consistently, making demonstrations of Balkite Radio 
Power Units and other live accessories in the 
owner's home. It is surprising how much profitable 
summer business can be produced in this way. For 
Balkite is a year-round business. 

Jobbers and dealers who operated on this plan last 
summer, who concentrated on live lines and followed 
up receiver sales, made money. Follow their experi- 
ence this summer. A full page Balkite advertisement 
is now appearing each week in one of four of the 
most influential of all national magazines —The Sat- 
urday Evening Post, Collier’s, The Literary Digest 
and Liberty. This Balkite summer advertising is pro- 
ducing business now. Get your share of it. 


FAN STEEL 


Balkite 


Radio Power Units 


7 
S 
| 


| 
| 
| 





Sole Licensees in the United Kingdom: Messrs. Radio ie —. Accessories Ltd., 9-13 Hythe Rd., Willesden, London, N. W. 10 





Balkite 
Trickle Charger 


Converts any 6-volt “A”’ bat- 
tery of 30 ampere hourscapac- 
ity ormore into an automatic 
“A” power unit that fur- 
nishes ““A”’ current from the 
light socket. With 4-volt and 
smaller 6-volt batteries may 
be used either as an inter- 
mittent or trickle charger. 
$10. West of Rockies, $10.50. 
In Canada, $15, 





Battery Charger 


The popular rapid charger for 
6-volt ““A”’ batteries. Noise- 
less. Can be used while the 
set is in operation. Special 
model for 25-40 cycles. $19.50. 
West of Rockies, $20. In 
Canada, $27.50. 





Balkite “B” 


Eliminates *‘B’”’ batteries and 
supplies plate currence from 
the light socket. For sets of 
6 tubes and less, $35. In Can- 
ada, $49.50. 





= 


——_ / Fe 
Balkite ““B” II 
Supplies plate current from 
the light socket. Will serve 
any standard set. Especially 


adapted to sets of 6 tubes or 
more. $55. In Canada, $75. 


= 


— 

































The products of this company are entered in the prize contest for this ..month. 
prize will be awarded the salesman selling the greatest quantity during the month. 


A $25 
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Benjamin Elee:-Mfg.:Co., Chicago 


The “Lekeless” transformer may 
be used in any type of tuned radio 
frequency circuit. It has uniform 
high inductance, low distributing 
capacity and low resistance. 





The “Cle-Ra-Tone” radio socket 
No. 9040 has been designed to 
accommodate the new standard 
UX “push” type base. A firm, 
positive contact is assured. This 
socket will also accommodate tubes 
with UV bases, but not the UV- 
199 types. 





The socket No. 9044 is the same as the 
No. 9040 except that the binding posts 
and mounting base are not included. It 
is for direct panel mounting. 





The straight line frequency 
condenser lays evenly over the 
sweep of the dial in exact ratio 
with the broadcasting frequency 
steps. It has rugged bearings 
and shaft. Plates may be held 
in any position without disturb- 
ing the alignment. 











Bodine Elec. Co., Chicago 


The “twin-eight” radio frequency trans- 
former has a limited magnetic field and 
a high amplification. The concentration 
of its magnetic field within the coil itself 
secures a large transfer of energy and 
amplification in each stage. 





A recent addition to the line of 
radio loops is a “DeLuxe” loop, meas- 
uring 12 in. x 26 in. It meets the 
demand for an efficient loop of small 
size and compact design. The frame 
is solid walnut, hand-rubbed to a 
beautiful finish, and harmonizes with 
the finest radio furniture. The wind- 
ing is a braided silk-covered wire 
wound on bakelite spreaders. A tap 
is brought out from the center of the 
winding, and terminals are connected 
through a special three contact, low 
capacity plug and jack to binding 
posts on the base. All parts of the 
winding and contacts are insulated 
with bakelite. 
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Belden Mfg. Co., Chicago 


EE PP BIST EIST SECIS The fused battery cor 
Raiden (yeed Reaie Reweery Cora 1S | consists of five condu 
tors enclosed inside a 
overall cotton braid. Abo 
one foot from the batter 
end of the cord fuses ar 
mounted in both “A” an: 
“B” battery circuits. ‘I’ 
fuses are held in specia 
clips built right into th 
cord and are protected b 
a shield of bakelite whic! 
opens in the center fo 
examination of the fuses 





The replacement fuses are 
designed especially for use 
with a Belden fused battery 
cord. Bases of these fuses 
are so designed that the “A” 
and “B” battery fuses can- 
not be interchanged. 





The Belden “Super 
adio” antenna kit con- 
sists of: 100 feet strand 
ed “Beldenamel” aerial ; 
50 feet lead-in) and 
ground wire; 25 feet 
flexible hookup wire; 2 
“Fedco” blue insulat- 
ors; 8 nail-on knobs; 
1 Fahnestock 15. in. 
lead-in strip; 1 Fahne- 
stock ground clamp; 
1 Brach “Storm King” 
arrestor; 2 No. 7 gal- 
vanized screw eyes; 2 
1% in. No. 8 round 
head iron screws; 12 
instruction sheet. 


The “All Weather’ antenna 
kit consists of: 100 feet solid 
“Beldenamel” aerial; 50 feet 
lead-in and ground wire; 2 
“Fedco” blue insulators; 1 Fah- 
nestock 15 in. lead-in strip; 1 
Fahnestock ground clamp; 1 
Brach “Storm King” arrestor; 
2 No. 7 galvanized screw eyes; 
2 13, in. 8 round head iron 
screws, and 1 instruction sheet. 





The inside aerial and loop wire is a special flex- 
ible wire designed for inside aerials and radio 
loops. This wire consists of a number of fine 
copper wires stranded with a few larger copper 
wires which have been especially treated to pre- 
vent stretching. An overall covering of cotton or 
“Rayon” (artificial silk) binds the wires together 
and provides insulation. 





The 414 foot bat- 
tery cord consists of 
five conductors of 
No. 18 Belden “Col- 
orubber” insulated 
copper wires, color 
coded in accordance 
with R. M. A. stand- 
ards. The tips of all 
leads are dipped in solder to provide convenient terminals for 
all types of binding posts. An overall cotton braid binds the 
conductors together into an attractive cord. 
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Allen-Bradley Line 


ATIONWIDE advertising for over four years with 

large space in radio publications, general magazines 

and newspapers, has made the Allen-Bradley line a fast 

seller and a good profit-maker for every dealer and jobber 

who wants the attractive profits in radio parts. The 

radio parts market is a big market. There always will be 
a worth-while market for standardized parts. 


cAnnouncing the New Bradleyohm-E 


The Perfect Adjustable Resistor for B-Eliminators 


The tremendous demand for parts to 

build B-eliminators has necessitated 

the development of special Bradley- AS 
ohms for eliminator service. Brad- WSS ; 
leyohm-E, the perfect adjustable Myer - ‘4 
resistor for B-eliminators, is an over- 7 


>=. @ 
sized Bradleyohm. It is also made in 
two larger sizes known as the Bradleyohm-R and 
Bradleyohm-X for special A and B-eliminator 
circuits. The big demand, however, will be for 
the Bradleyohm-E. Send for latest price sheets 
on this important item for the fall trade. 


Write for further details 


g Apparatus 
492 Clinton St. 
Milwaukee, Wisconsin 











|| PERFECT RADIO DEVICES 





_ 
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The “Colorubber” flexible 
tinned hookup wire is sup- 
plied in four different col- 
ors, natural, green, blue and 
red. The different colors are 
of great advantage in set 
wiring, in that they provide 
convenient means of check- 
ing wiring. The tinned cop- 
per wire is easily stripped 
and soldered. 
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A battery cable consisting of five 
wires, five feet for “A” and “B” bat- 
teries assembled with battery clips 
for “A” battery and soldered by ter- 
minals to prevent loose battery connec- 
tions. Made in solid colors of black, 
red, brown, blue, and green. 





The loud speaker extension cord uni 
with connector enables the user t 
move the loud speaker any distance wit! 
out removing the receiver. It is assen 
bled in units of 20, 30, 40, 50, and 10 
feet. 











The model R-20 cab- 
inet is finished in hand 
rubbed lacquer, highly 
polished, with color 
decorations in ebony 
and carvings of an- 
tique glaze. It will 
accommodate _ practic- 
ally any kit or man- 


and 181%, in. deep. 


Blandin Phonograph Co., Inc., Racine, Wis. 








ufactured set. A complete set of filler panels is furnished with 
each cabinet. Inside dimensions are: 834 in. high, 28 in. wide, 


The Model R-100-Ver- 
sailles console is a 
combination battery 
table and model R-20 
cabinet. It is built of 
quarter sawed = = gum- 
wood, finished in wal- 
nut, lacquered and hand 
rubbed to a high pol- 
ish. Color decorations 
are of ebony. Dimen- 
sions are: 4114 in. high, 
321, in. wide, and 
161, in. deep. Another 
combination (the R- 
101) is the R-20 cabinet 
and R-41 speaker table 
of the same finish and 
size, but different in 
design. 



























The model R-15 


R-101 console and 


any standard unit. 
unit is furnished. 





horn 
is 13 in. high, 834 in. wide, 
especially designed for the 


the 









R-41 speaker table. It fits 


No 














A 


wires, 


battery 


five 


feet 


cable consisting of five 


for “A” and “B” bat- 


teries, assembled with soldered lug ter- 
minals to prevent loose battery connec- 
It is made in solid colors of black, 
red, brown, blue, and green. 


tions. 


Bremer-Tully Mfg. Co., Chicago 


The “Mikro-Mike” straight line capacity 
condenser gives accurate and permanent 
adjustments from ¥4 to 30 m. m. f. The 
change in capacity is uniform. 





The B-T. R. F. radio frequency choke 
is designed to prevent passage of radio 


le ZB frequency currents into the audio circuit 

Pi. It is wound in several banks to give 

8 RF. low capacity and high inductance value 

( oS Finished in bakelite case with terminal 

BREMER-TULLY posts on top. It has a single screw 
bic ace mounting. 








Chelsea Radio Co., Chelsea, Mass. 








The “Super-five” set employs five standard tubes which operate 
from storage or dry cell batteries. The cabinet is of mahogany 
with genuine mahogany sloping front panel. It measures 21 in. 
x 10"in. x9 oni 








The Cutler-Hammer Mfg. Co., Milwaukee 


The UX style socket is polarized 
by two large holes to fit the two 
large prongs of the UX style tube. 
It has a “Thermoplax” base which 
will not soften by contact with the 
soldering iron and cause loose con- 
tacts. The contacts are made in one 
piece and are silver plated. 





The “Radioloc” controls the contact by a 
key and protects the set against mis-use. Only 
one hole is necessary to install and it is ad- 
justable to panels of any thickness. 







The toggle switch has a fan-shaped contact. 
It is smooth and quiet in operation. A black 
aluminum lettered plate indicates whether the 
circuit is open or closed. It is of the one-hole 
mounting type. 
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| OnThe Active Buying List 
_Sor 192621927 


Items That Always Sell fas 


STERLING TUBE TESTER 


“‘Universal’’ Type 
More than a tube tester, also testing A and B batter- 
ies, tranformers, sockets and wiring circuits, Deter- 
mines the plate current and hence the amplifying 
value of tubes without disturbing the set. For large 
or small tubes. 


List Price 


STERLING TUBE TESTER 


‘‘Home’’ Type 
This little meter-equipped tester plugs into the tube 
sockets and indicates whether tubes are good, fair or 
poor amplifiers. Also valuable for locating other set 
troubles. 
Built in two styles. 
R-399 for small tubes 
R-401 for large tubes 


STERLING TUBE 
REACTIVATORS 


This renewer of run-down tubes is equipped Apace With -The - Times 


with a meter that eliminates all guess work, 

one of the features that has made the Sterl- T N 

ing Tube Reactivator a decided success. The wo ew 
Sterling Reactivator shows tube condition 

before and after treatment. Products 


List Pri 25-40 cycle) 2 ° 
pep ed base i 00’ Sterling Products are constantly 


being subjected to engineering 


STERLING BATTERY investigation for possible im- 
CHARGERS provements. 


Besides the old, reliable Sterling Rectifier of At the same time a study of 
the vibrating-reed type, the new Sterling market requirements, develops 
Charger No. 111 for those who prefer a “bulb the production of new items. 
type” charger, enables the dealer to sell a Among the latest are the Sterling 


“Sterling” rectifier for every personal taste and 
every battery charging need, “A” or “B”. Bulb Type Charger and the 


List Prices (vibrating type) $16.00 to $22.50 Sterling Charge Indicator. 
List Price (Bulb Type) without bulb 
(A and B) 


STERLING Pocket METERS 


Always in demand year in and year out. Sterl- 
ing Pocket Meters have become the most de- 
pendable radio selling item on the market 
Ammeters, voltmeters, voltammeters, Pocket 


or Panel types. 
List Prices $1.00 to $7.50 


STERLING CHARGE INDICATOR 


The up-to-date way to test storage “A” Bat- 

teries by a clean, reliable, quick method. It 
‘shows whether battery needs recharging and 
also whether battery 
on charge has been 
charged enough. 
List Price 

$2.00 
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correct polarity connections. It 
“Thermoplax.” All parts have 


The “Perfected” rheostat is small, compact 
and accurate. It is furnished in three rat- 


diam. 


of 400 ohms, and is 15% in. in 





The variable resistance unit is used 
in audio and radio frequency stages. It 
is adjustable to maximum efficiency of 
tube by a moving slider. 


The terminals are convenie 
ing. 





The heavy duty switch carries 3 amp., 
at 110 volts. The switch mechanism is 
enclosed in a dust-proof fibre case. All 
metal parts are nickeled. Terminals are 
of brass. 





The “Standard” separable plug 


It is designed with “finding ring” 


The “Pony” cord connector is designed to con- 
nect and disconnect “A” and “B” batteries or 
110 volt circuits to receiving sets. The diameters 
have been made as small as possible consistent 
with sturdy construction. 


ings, 6, 15, and 80 ohms, and is 15% in. in 
\ 


? 
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The polarized plug is designed so that the cap 
can be inserted in only one way thus insuring 


is made of 
a carrying 


capacity of 660 watts at 250 volts. 





The precision potentiometer has a resistance 


diam. It is 


smooth running, quiet and _ stepless. 






The low-loss standard socket is de- 
signed in one piece, eliminating joints. 


nt for solder- 


has_ parallel 


contact blades riveted to a “Thermoplax” body. 


which makes 


it easy to locate the slots for the blade. 
























a whisper to maximum by turning the small knob on the plug. 


Central Radio Laboratories, Milwaukee, Wis. 


The “Cen- 
tralab Modu- 
Plug” is as.the 
name implies 
a modulator 
plug. It can 
be attached to 
any set and 
will give any 
degree of tone 
volume f rom 









Carter Radio Co., Chicago, Ill. 


These jacks have been developed in 
both opén and closed circuit types. They 
are said to be the smallest on the marke! 
and will be found particularly desirab|: 
by those requiring a limited space for 
jacks. They employ a new mechanica! 
principle in construction which reduce: 
the number of parts to a minimum. Th: 

: springs are securely staked on the pane! 
side of the thimble and are so formed 
that a good contact is assured with any 
make of plug. The solder lugs are wide- 
ly spaced to facilitate soldering. Heavy 
bakelite insulators eliminate the possi- 
bility of short-circuit and leakage. They 
can be mounted on % in. to % in. panels, 
Insulation can also be furnished for 
mounting these jacks on metal panels. 





The “Hi-ohm” is a non- 
inductive, variable, wire 
wound high resistance vol- 
ume control having a max- 
mum resistance of 500,000 
ohms. The contact arm 
slides on protecting wires 
covering the special moist- 
ure proof resistance element. 
This insures a positive 
noiseless contact and elimi- 
nates wear on the resistance 
element. This construction 
also insures accurate and 
dependable control. 





The “Hi-Pot” volume 
control potentiometer corre- 
sponds to the Carter Hi- 
Ohm” except for a_ third 
terminal. It is a non-induc- 
tive 500,000 ohm _ potentio- 
meter used for volume con- 
trol. 





This new, small, but highly 
efficient inductance switch has 
the same general construction, 
size and appearance as_ the 
Carter “Imp” rheostat. The 
contacts are securely held in 
place by nickel plated clamp- 
ing rings. ‘The wiper contact 
arm always makes firm contact. 
It is designed with one-hole 
mounting and is furnished com- 
plete with knob. 
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ROSIN-CORE 























VERY day in the week—not only in a 
contest—Kester Radio Solder starts an 
order on the books, Why?—because Kester 
Radio Solder, being that of Rosin Core, has 
the approval of the leading Radio engineers 
and manufacturers—is well advertised— 
needs frequent replenishing of stock, and 
cafries a clean profit. This solder starts 
orders for the entire Kester line. 


Kester Solder with either rosin or acid flux 
can be furnished in several different 
gauges. Rosin Core standard No. 5 is about 
3x" in diameter. Acid Core standard No. 
3 is about 4%” in diameter. Kester Rosin 
Core Solder, recommended for delicate 
electrical and radio work, comes on l, 
5, and 10 pound spools and 18” sticks in 
5 pound boxes. Kester Acid Core Solder, 
used extensively in house wiring and gen- 
eral work, is put up on 1, 5, and 10 pound 
spools. Kester Metal Mender, the small 
package of Kester Acid Core Wire Solder, 
is put up the same as Kester Radio Solder. 


Let Kester help you win this contest. Send 
coupon for sales dope. 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Avenue 
CHICAGO, ILLINOIS 


tS 


an orderonYour Book 


KESTER RadioSOLDER 





Kester Radio Solder 
Display Carton 


Ten cans about ™% Ib. 
each containing rosin- 
core solder flat or rib- 
bon type are packed in 
the display carton. Ten 
cartons (100 cans) to 
the case. Advertising 
leaflets enclosed in each 
carton. 


J 
Chicago Solder Co. 
4251 Wrightwood Ave. 
Chicago, Illinois. 





Gentlemen: Sure I want to 
win this contest—send me 
your sales helps (catalog 
sheets, leaflets, etc.) on 
Kester Solder. 


MN: Sy or oe 
nes 5.3. 





The products of this company are entered in the prize contest for this month. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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The type “ 





is as follows: 
amperage 0.25, and plate voltage 45-90. 


The type “G Impres” tube of high mutual 
inductance is designed for impedance or resis- 
tance coupled receivers. The rating is as fol- 
lows: Filament voltage 5.0; filament amperage 
0.25, and plate voltage 90-180. 


C. E. Manufacturing Co., Inc., Providence, R. I. 


* special detector is non-critical 
as to filament or plate potential. The rating 


Filament voltage 5.0; filament 





G 





























Dubilier Condenser & Radio Corp., New York 


A condenser block for use in 
“Raytheon” plate supplies. For 
the convenience of the builder, 
the entire filter system is assem- 
bled in one case. This assembly 
has a total capacity of 13% 
mfds., tapped at 2, 2, 8 1, 5 
mfds., respectively. The common 
terminal of this block is also 
grounded to the case. These 
blocks may be obtained in two 
sizes—type PL-90 being tested 
at 800 volts D. C. recommended 
for continuous operation at 160 
volts D. C. 






















Eagle Radio Co., Newark, N. J. 





Left—Five-tube, de luxe neu- 
trodyne encased in a rich brown 
mahogany cabinet. The set 
shown above is the new five- 
tube tuned radio frequency re- 
ceiver, of beautiful finish and 
excellent tone quality. Two new 
console tables have also been 
added to the line. 














The No. 540 adapter 








converts present 
standard sockets to UX199-CX199 or UX120- 
CX220. It is finished in black bakelite. 





The No. 951 “Gem-Jac” projects 
only one inch back of panel. 
a low capacity effect, the springs 
cannot get out of adjustment, and 
it has tinned terminals. Other feat- 
ures are sterling silver contact; 
nickel plated brass frame and hand 
buffed thimble and washers. NS 
be had in single open circuit, single closed circuit, and double 


circuit. 





The metal frame rheo- 
stats (700 series) are of a 
unique design in a one 
piece metal frame rheostat, 
combining sturdiness and 
precision operation. The 
frame is a stamping of 
ball-polished brass, nickel 
plated. Due to the long 
wearing surface of the 
shaft the contact arm op- 
erates smoothly and with- 
out any possibility of the 
alignment varying so as to 
cause wear of either con- 
tact arm or resistance wire. 
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It has 


It can Se 


The new bakelite rheostats 
and’ potentiometers  (80() 
series) are made on a cast 
cone designed to afford the 
maximum amount of _heat- 
radiating capacity, with the 
strength necessary to with- 
stand the use to which they 
are put. The factor of re- 
sistance in these new rheostats 
is constant. These rheostats 
operate with smoothness, 
noiselessly and without ap- 
preciable wear even after long 
use. 





The No. 580 socket takes all new 
type tubes. Is moulded from real 
bakelite, richly finished in high 
lustre polish. It has four sturdy 
springs which grip tube prongs for 
almost their entire length. This 
socket has slotted binding posts 
fitted with soldering lugs. 








Fansteel Products Co., Inc., North Chicago, II. 


The “Balkite” trickle charger is 
connected to any 6 volt radio “A” 
battery of 30 ampere hour capacity 
or more and left permanently on 


charge (trickle charging). 
the “A” battery always 


charge. It operates from the light 
socket, and may be used as _ inter- 


It keeps 
at full 





mittent charger with 4 volt or small oy 


6 volt batteries, or may be 
is added to cut down charging rate. 


used as trickle charger if resistance 
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P the ultimate in radio 
reception and beauty. 
The new  five-tube 
Eagle, encased in 
Adam Brown Ma- 
hogany Cabinet. To 
retail without table 
at $175; consoletable, 
separately, retails at $75. 











* The new five-tube Tuned 
Radio Frequency Re- 
ceiver—beautifully _ fin- 
ished; retails as a popu- 
lar- priced ‘“‘leader’ at 
75. 


Eagle Announces New 1927 Models 


Eagle adds to its high-grade line by the addition of four important 
new models. 

One is a new five-tube, deluxe neutrodyne, encased in a beautiful 
cabinet. It will be one of the handsomest radios manufactured this 
year—an outstanding set at $175. 

Two is a new five-tube deluxe neutrodyne, two-dial control, list 
at $185. 

Three is a new, five-tube, deluxe neutrodyne, one-dial control, list 
at $195. 

Four is a new five-tube, Tuned Radio Frequency Receiver of ex- 
cellent eye value, distance reception and wonderful tone quality, to 
sell at $75 list. 

The Eagle line is one of the few that is untarnished by 
manufacturing and merchandising excesses. 


It is placed under a registered dealer agreement which sat- 
isfies the requirements of the largest and best stores. 


EAGLE RADIO 


16 BOYDEN PLACE 






IGLE Rapio CONN 


=x 





IMPORTANT MAN IN THE INDUSTRY.” 


iy 
| 





The EAGLE 


as a Standard 
for Comparison! 
Use the Eagle, model K, as a 


standard of comparison with any 
other set, regardless of make, or 
price, and the Eagle immediately 
becomes the leader for selectivity, 
clarity, charm of tone, and range. 
It will bring in stations on the very 
low, as well as the high wave 
lengths. 

The critical public is fast learn- 
ing to judge radio receivers on their 
merits and buy according to what 
they see and hear. 

The Eagle is distinctive in appear- 
ance, entirely satisfactory in per- 
formance— it has no peer. 

Territories closing rapidly. 
Write for our policy and discounts. 


COMPANY 


NEWARK, NEW JERSEY 
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The “Balkite B” for sets of six 
tubes or less replaces “B” batteries 
of all types and furnishes plate cur- 
rent from the light socket. It recti- 
fies the alternating current of the 
lighting circuit to the direct current 
necessary for tube operation. It may 
be used with either storage battery or 
dry cell type of tube. 





U.S. Pat. 
May 27, 1924 








Federal Telegraph Co., New York 





The 8-C Kolster set is a full 
console model of mahogany 
with Adam brown satin finish. 
The circuit is the Kolster split 
circuit with four stages of 
tuned radio frequency ampli- 
fication, tube detector and three 
stages of specially designed 
transformer coupled audio 
amplification. .The tuning is 


single control with illuminated 
scale. 











The 6-D Kolster set is a 
| table model of mahogany with 
Adam brown satin finish. The 
circuit is the same as that 
used in the 8C set. It is 10% 
=| in. high, 1814 in. wide and 11% 
in. deep. 











Grigsby-Grunow-Hinds Co., Chicago 


The “Majestic B” current 
supply is for 100-125 volt, 50- 
60 cycle alternating current 
and has a capacity in the 
“Super-B” up to 12 tubes, and 
in the “Standard-B” up to six 
tubes. The filter circuit in- 
cludes 20 high voltage tested 
1 mfd. condensers, two 41 
henry choke coils using No. 
30 gauge wire. Transformers 
choke coils and condenser 
bank are hermetically sealed 
in shielded unit containers, all 
mounted in a steel frame. 





Howard Radio Co., Chicago 


ee ] A new “Howard Seven’ is 
now in production. The circuit 
employs three stages of neu- 
tralized radio frequency ampli- 
fication, detector and_ three 
stages of combination audio fre- 
quency amplification of special 
design. It operates from a 
loop antenna and is also adapted for use with light socket 
power devices. The panel is of aluminum, stained and grained 











to represent a rich walnut finish. 





Hartman Elec. Mfg. Co., Mansfield, O. 


The type B “Pedes-Tell- 
er” radio speaker is fin- 
ished in brown mahogany, 


with black and _ orange 
high-lighted side panels, 
stands _ forty-six inches 


high and speaks from two 
sides through 7 in. x 8¥, 
in. grills, giving non-direc- 
tional distribution of tone. 
The speaker unit is placed 
at the bottom of a three- 
foot tapered solid wood 
tone chamber. 





The “Compact” illustrated is one of a number of radio cabinets 
manufactured by this company. Other models are the “Junior 
Upright,” “Upright” and “Sharitan.” These are of the console 
type. 

All cabinets are equipped with the Hartman perfectly syn- 
tonized “Single-Six” unit, which may be used interchangeably 
with any Hartman cabinet. 








Hawkeye Radio Co., Cedar Rapids, Ia. 


A 100 ft. antenna of ¥% in. 
wide hard drawn flat copper wire 
which can be quickly reeled out 
to any desired length and then as 
easily reeled back into a pocket- 
size case, is manufactured by the 
Hawkeye Radio Co., Cedar Rap- 
ids, Ia. A cord with plug is 
provided for connecting to the set, 
the copper tape serving as its own 
lead-in. The case is 414 inches in 
diameter and the outfit, complete, 
weighs less than 21 ounces. ‘The 
outer end has an insulator to 
which a cord and weight are at- 
tached and thrown over a tree, or 
lowered from a window. 











International Resistance Co., Philadelphia, Pa. 


The “Durham”  metal- —— — 
lized resistance unit cor- (ieee — 
rects the amplification a a 


curve of higher frequencies. This resistor shunted across the 
transformer circuit corrects distortion and gives uniform amp1i- 
fication at all frequencies. 
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HARTMAN 


RADIO 











The Single-Six Unit, 
shown below, is a six 
tube, single control unit 
and is standard equip- 
ment in all Hartman cab- 
inets. 


The Pedes-Teller, shown 
below, is a distinctly new 
type of speaker giving 
heretofore unequal- 
led quality and truth of 
tone. 

















The Compact 


iti tticsniitcs $100 
West of Rockies... $105 







The Single-Six Unit 


























The Hartman Single-Six receiver (six tubes, 
single control) incorporating two new inven- 
tions, sets a new high standard in radio recep- 
tion. In faithful reproduction of tone—in 
selectivity—in volume—in freedom from oscil- 
lations the Single-Six is everything you have 





hoped radio will eventually be. The only The Sharitan—with built- 
perfectly syntonized* receiver made.—Really _ im speaker 
‘ The Junior sea an amazing instrument! Won of Rakion te 
ne nana 
SS Here is the complete line of beautiful 


Hartman cabinets—with the Single-Six Unit 
as standard equipment in each. The Pedes- 
Teller—a new development in radio speakers 
—is as superior in performance as it is in ap- 
pearance. It will be a big seller this year. 


To any financially sound, reliable jobber we 
will gladly send the Single-Six Unit for ex- 
amination. Send for it. Examine its engi- 
neering features. See how it performs, com- 
pare it with others—then you, too, will be 
selling Hartman Radio. 





The Upright—with built- 
in speaker 
ROE ee tae 


; 65 
West of Rockies... 


$1 
$173 





“The Hartman Story,” just off the press, 
gives a complete description of our line. 
And our house policy will interest you, too! 


13 ° 
¢ SYNTONIZED 5 psae f te heme te cvady ter you. 


means “perfectly in step 
in tone,” or perfect uni- 
son of operation in the 
receiver, freedom from 


ton, pure tonal sn a The HARTMAN ELECTRICAL MFG. CO. = 
iam, sate: @ MANSFIELD, 0. . een a 
COSHOCTON, 0. CHATHAM, ONT. ” ‘ciara 
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Jefferson Elec. Mfg. Co., Chicago 


The 
quency 


the low 





new 
transfermer 
straight line curve down to 30 cycles for 


for the high notes. 
insulated and can be used with the new 
power tubes. The heavy insulation causes 
less resistance between the primary and 
the core 


sealed audio fre- 
has practically a 


pe. Fi 


notes and up to 10,000 cycles 
It is extra heavily 


which means less danger of 





electrolytic action. 


rhe “Unitrol Big Six” radio 
receiver enables the synchroniz- 
ing of all three dials with a 
single control. It has a sloping 
front panel, handsomely  en- 
graved in gold. The _ inside 
engraved panel hides all wiring. 
The set is complete with a 
dark brown mahogany cabinet. 














The new triple duty “Gold 
Seal Homcharger” features spe- 
cial terminals for rejuvenating 
an entire set of tubes simul- 
taneously and taps for oper- 
ating the new power amplify- 
ing tubes with A. C. current, in 
addition to its five ampere 
charging rate. It is inclosed 
in a maroon and gold cabinet, 
with cable and charging clips 
included. 


The Kodel Radio Corp., Cincinnati, O. 





The Kodel “Microphone” 
speaker is an exact reproduc- 
tion of microphones used in 
broadcasting stations. It stands 
814 inches high, and is finished 
in Jaequered dull brushed brass. 























The “Aristocrat” vernier port dial 
is a direct action vernier pointer. 


Leslie F. Muter Co., Chicago 


The audio frequency transformer is 
approximately 2%, in. square and _ is 
black enamel and nickeled finish. ‘The 
core is of silicon steel. ‘The coil is of 
enameled wire vacuum impregnated and 
is thoroughly insulated. 





The interference and_ static elimi 
nator is furnished in a black moulded 
Bakelite case 31/, in. in diameter. It 
can be easily attached to any receiving 
set. 





The resistance am- 
plifier is furnished 
with a ‘black Bakelite 
panel, 7 in. by 31 in. 
It is complete with re- 
sistances and conden- 
sers. Double spring 
tube contacts insure 
perfect contact and 
freedom from _ short 
circuits. 





The variable condenser has a black 
moulded Bakelite shell 2%, in. by 
11, in. The balancing condenser has 
a rating of .000003 to .00005 Mf. 
The grid condenser rates from .00015 
to .0005 Mf. 








The No. 2010 single pole 
double throw switch has a black 
molded bakelite base, highly 
nickeled brass contacts with 
moulded insulated handles. It is 
2%,x% in. and is_ especially 


adapted for connection of battery circuits with surface mount- 
ings. 


The No. 2020 is the same as 
the No. 2010 except that it is a 
double pole double throw switch. 
It’s size is 214,x1% in. 












It fits any make or type of con- 
denser and is made in two styles— 
with single or double pointer to 








cover both graduation and wave 
length if desired. ‘The ratio is 20 
to one. 








Wm. J. Murdock Co., Chelsea Station, Boston, Mass. 








The Model M-26 neutrodyne 
receiver is simplified in con- 
struction and assembly so as 
to be marketed at an attractive 
price. Other models and types 
are to be announced later. 


The No. 2080 is similar to the 
No. 2010 except that it is a triple 
pole double throw switch. 


21,x2 in. in size. 









It is 





The No. 2050 five pole double 
throw switch is similar in con 
struction to the No. 2010. It is 
21, in. long by 314 in. wide. 
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The 


TRIMM 
CONE 


1s here 







"O) 
 & 













We announce today a Trimm Repro- 
ducer of the Cone Type. Just as Trimm 
Headsets and Trimm Horns in past 
years established new standards of Ra- 
dio reproduction, so also is this New 
Trimm Cone in advance of all radio 
reproducers you have listened to. It 
reproduces with true definition every 


instrument, every tone, every pitch of 

voice or instrument, throughout the 

entire scale of audible sound. It brings 

to radio the deeper and higher tones 
Na RRO 


heretofore so frequently missing from 
radio amplification. The Trimm Cone 

{$16.50 west of Rocky Mountains} embodies an entirely new principle of 
vibratory transmission here used for 
the first time. 



















This is the amazing retail price of 
the New Trimm Cone. A value as Unquestionably, it is the last word in 
sensational as the reproducer itself. radio reproduction. This will be the 


It will be beyond doubt the season’s season’s biggest money-maker for every 
retailer and jobber. The coupon below 
greatest buy. 


will bring you complete information. 


Faeeesia RADIO MFG. CO. (6) 
24 So. Clinton St., Chicago, Ill. 


Send me at once full information covering the New 


















RADIO MANUFACTURING Trimm Cone Reproducer. 
COMPANY, 2 
— 24 So. Clinton St. ial i na iaaaamniatie 
pray CHICAGO FIRE AOE ee nd Dene Ne TORT eT TE 





U.6.A. 
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“Aero B” is a tube 
rectifying “B” power 
unit that supplies a 
steady, unfluctuating 
“B” current from the 
110-115 volt, 50-60 
cycle house current 
line. The unit itself is 
a highly efficient plate 
current supply unit 
that not only delivers 
a full, steady voltage, 
but does it without 
foreign noises or loud 
speaker distortion. It 
is equipped with four 
taps to supply three 
voltages simultaneous- 
ly. There is a negative 
tap, a detector tap 
and an amplifier plus 
a 90 volt tap. There 
are additional taps for 
higher voltages. 


Glenn L. Martin, Cleveland, O. 


Whe ture 











The Modern Elec. Mfg. Co., Toledo, O. 














The “B” power unit sup- 
plies three voltages simultane- 
ously—radio and_ audio 
frequency and detector. It is 
housed in an attractive, mois- 
ture-proof, steel cabinet. It 
has a capacity of 50 milliam- 
peres, and handles 10 tubes. 


The “Symphony” 
audio frequency trans- 
former has a curve 
which is high at the 
lower _ frequencies, 
quickly reaches the 
top where it is strict- 
ly flat insuring even 
volume of all notes 
and overtones. The 
turn ratio is four to 
one. 

























This little six 
tube portable which 
only weighs 385 
pounds; size 17 in. 
wide x 12 in. high x 
10 in. deep, is com- 
pact in design. It 
has many distinctive 
features such as the 
swinging loop, built- 
in loud speaker and is 
very neat in appear- 
ance. It has two dial 
control and compart- 
ment for batteries, 
and it is easily tuned. 





Here is a top view 
of the chassis of the 
six tube shielded single 
dial radio receiver 
which this company is 
manufacturing. 











Polymet Mfg. Corp., New York 


The “E-Z” extension connector en- if Sey 
ables a loud speaker or head phones Fe: A/a” 
to be used in any desired room with- 
out moving the radio receiver. No tools are required to attach it. 





The “Poly” fixed condenser, rated at 
.00025 m. f. d., is made of bakelite. All 
condensers are individually tested and 
capacities stamped are guaranteed. 





The by-pass condenser has a special im- 
pregnation process which assures maximum 
durability and long life, and prevents leak- 
age. The high break-down test is 800 to 
1000 volts. 





The amplifier kit is de- 
signed to make resistance 
coupling popular. Three 
stages of resistance coupled 
amplification may be secured. 















Pacent Radio Corp., New York 


The “Powerformer” is a power 
amplifier and “B” battery elimin- 
ator. It operates on 110 watt, 
alternating current. It measures 
8x8x10 in. Weighs 32 pounds. It 
is foolproof and has no _ live 
parts exposed. Two tubes are 
required, the UX216B or CX316B 
rectifier tube and the UX210 or 
CX310 power amplifier. The 
front is provided with a drop 
door which opens at an angle of 
45 degrees. 











Philadelphia Storage Battery Co., Philadelphia 





The “Philco” socket power “B” 
operates from 115 volt A. C. source. 
It takes care of 1.1 and 3 volt dry 
cell tubes and six volt storage bat- 
tery tubes. It contains no tubes. It 
rectifies, filters and smooths light 
socket current making it practically 
equal to the current from a “B” 
storage battery. It is furnished in 
a rich brown metal case. 





The filler cap charge tester 
permanently replaces one of the 
original filler caps. It tells how 
much charge is left in the bat-~ 


tery by means of balls. AJ 
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The"A” Power Unit 
that sells and stays sold 














NIPOWER is a proven 
product and a demon- 
strated sales success. It sells 
and it stays sold—no trouble, 
no repair calls—no dissatis- 
fied customers. 

More than merely the 
pioneer “A” power unit, 
Unipowerisa basicimprove- 
ment in radio. It improves 


Unip 


tone quality. It furnishes 
unfailing power. It is the 
only unit employing the 
trickle charge principle that 
also provides for full charg- 
ing. It gives fool-proof, 
automatic control of both 
set and power supply, re- 
gardless of the type of “B” 
power used. 


The new type Unipower, 
Balkite equipped, intro- 
duced last year was an im- 
mediate sales success. It is 
proving an all-year-round 
seller and one of the real 
answers to the summer 
slump. Gould Storage Bat- 
tery Company, Inc., 250 
Park Avenue, New York. 


Ower 


TRADE MARK 


On when it’s off— Off when it’s on 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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The “Philco” socket power 
“AB” is for 115 volt A. C— 
8 volt dry cell tubes. One 
enclosed switch controls every- 
thing. A “Philco” aluminum 


rectifier is used to insure efli- 
ciency at 
required. 


the low current 





The UD86 pressed glass case 
“A” battery tells at a glance 
when battery needs charging. It 
is spray proof, acid-tight, clean 
and compact. It has “Diamond” 
grid plates, “Philco” retainers, 
and quarter-sawed separators. 





The Philco socket power “A” 
is for 115 volt 60 cycle A. G.— 
six volt tubes—U V201A, C301A, 
UX201A, UX112 tubes, etc. It 
is furnished in an Adam-brown 
mahogany case and may be 
permanently plugged into a 
light socket. A build-in switch 
connects the pressed-glass case 
“A” battery to the set and in 
the “off’ position turns off the 
tubes, disconnects the battery 
from the radio and connects it to a built-in special tungar 
charger. 





The UD44 dry cell replacement battery 
for three volt tubes occupies the same 
space of three dry cells. May be charged 
in the living room without changing any 
wires. 





The 76RX is a rubber case “A” 
battery with bail handle. “Diamond” 
grid plates and quarter sawed separa- 
tors are used. It is recommended by 
the company that it be equipped with 
a filler cap charge tester. 





The 88X is a glass jar “B” 
storage battery in a mahogany 
case. Its extra height makes 
filling with water unnecessary 
except at long intervals. 














Reichmann Co., Chicago 


The ‘‘Thorola’”’ model 
57 is a five-tube receiver 
‘with doughnut coils and 
positive two-dial vernier 
control. It is furnished 
in a genuine walnut cabi- 
net and arranged to take 
tube in the last 





power 
stage. 
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In addition to the regular 
“Thorola” circuit, the model 59 
is designed with two spacious 
tone chambers containing the 
“Thorola” 4 speaker and the 
“Thorola” cone No. 9. It is a 
compact console, of Tudor 
design, finished in fine walnut. 





The “Thorola” model 58 e 
bodies the same circuit as i), 
model 57. It has a_ built-in 
“Thorola” speaker and _ tone 
chamber. It is an _ exquisi! 
compact console, beautifull, 
finished in rich walnut follow 
ing closely the Tudor design. 


The “Thorola” cone is of 
dual diaphragm construction 
which is said to exactly re- 
produce every note, and to 
have plenty of reserve vol- 


ume. It is finished in such 
style as to be suitable with 
any furnishings. 

















The R. F. I. model B-1 table speaker 
has a 15 in. cone of mottled brown. ‘Thc 
decoration is gold and the base is of ric! 
bronze. A model B-2 is also available 
This table speaker has a 17 in. cone fin 
ished in brown. The base and support 's 
of bronze, and the design of old gold. 

























The “No Noise” variable grid- 
leak, type L, gives variation 
through resistance range of ¥% 
to 7 megohms with smooth, = . 
noiseless action. The adjustment is obtained by rotating t! 
glass barrel within a range of 180 degrees. A gold color | 
viscous liquid provides the necessary resistance. 
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é EC a = * 10 T. | 
ypes 
A © 
TUBES ne Quality 
MAKE ANY 
GOOD RECEIVER - he Best 
oe wie vous 5.0 
* j Fil. Cur., 0.25 


cA 





















¥. Vol., 20-120 
‘Type oR 
Fil. Volts, 3. 
Fil. Cur., .06 
—the present productive capacity of our newly enlarged plant; a ist. "$2.00" 
capacity that assures prompt service to jobbers throughout the Same te “B" with 
201A Base . 
year. List, $2.00 
. ~ Type mim 
Public demand has built this big business; the QUALITY of For _Half-Wave 
CeCo Tubes is the reason for the public demand. aa pane 
Fil. Volts, 3. 
Fil. Cur., .125 
P. Vol., 135 
CeCo Tubes Make Any Good rene Anejen a 
+. —, =» 
Receiver Better Pant 
itn : ?; - C Power “Amplifier 
The outside of CeCo is like other tubes. It is the “know how, c| . w*Suorage 
the care, the scientific skill built into the INSIDE that makes CeCo Type "G” 

. . . Fil. Volts, 5.0 
different and superior. Repeated testing at every stage of manu- Fil, Amp,.0.25 
facture protects and insures the quality of every CeCo Tube. itigh Mutual 

Type oH 


Dealers selling CeCo Tubes make repeat-order 
customers and good profits. Everyone can de- 
pend on CeCo Tubes; you can depend on CeCo 
SERVICE. 


Fil. Volts, 5.0 
Fil. Amp., 0.25 
P. Vol., 67-90 
Special Detector 
List, $2.50 





C. E. MFG. CO., Inc. is 
PROVIDENCE, R. I. Bins 


Patents pending. 












_ @ a o-oo ia = i ! 
The New €€ Plant Located at Providence, Rhode Island. 
The Largest in the World Devoted Entirely to Radio Tube Manufacture 
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The R. F. I. “Doughnut” toroid 
coil is a radio-frequency trans- 
former, which is made in two 
types, one for coupling between 
tubes of a _ radio frequency 
amplifier and the other for cou- 
pling the antenna with the first 
tube of the set. The coil is adapt- 
able for any type of mounting. 














The model B-8 speaker has a 19-in. cone 
finished in blue and silver. It is designed 
to hang against a wall by a pneumatic 
suspension. This company also furnishes 
a floor speaker which consists of the 
Model B-2 mounted on a pedestal, 45 in. 
high and which is equipped with a long 
cord. 





















H. G. Saal Co., Chicago 
































The Saal pedestal speaker 
stands 44 in. from the floor, and 
has a 8 ft. all wood sound cham- 
ber which tapers from the unit, 
which is a few inches from the 
floor, into a very attractive grill 
at the top, which is open on both 
sides, thus making the sound non- 
directional. ‘The length of the 
tone chamber adds a mellowness 
to the quality of tone, at the 
same time giving a very clear, 
distinct character with plenty of 
volume. It is finished in Ameri- 
can walnut and is equipped with 
a 15 ft. cord. 








Sparks-Withington Co., Jackson, Mich. 

The model 5-26 set 
consists of a non-re- 
generative five tube 
tuned radio frequency 
of two stages, with 
shock mounted detec- 
tor and two stages of 
audio. It has twin 
cylinder coils which 
provide selectivity 





The cabinet and central panel are finished in rich walnut with 


inside dial “illumination. The controls are finished in gold 


bronze. 


5-15 is identical 
5-26 in its in- 


The model 
with the model 
side features and power of 
close reception. The antique 
bronze dial controls are direct 
on condenser centers and the 
rheostats are above dials. The 
cabinet, which is of the open 
type, is finished in dark walnut. 
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Stromberg-Carlson Telephone Mfg. Co., 
Rochester, N. Y. 











without loss of volume. 








The No. 601 “Universal” 
model receiver is a_ six-tube 


totally shielded receiver utiliz- 
ing three stages of radio fre- 
quency amplification. It is so 
constructed that either antenna 
Kither 
socket or battery power equip- 
ment or a combination of both 


or loop may be used. 


The No. 602 
model art console receiver 
constructed of finest-grai) 
American walnut. A la; 
roomy compartment is provi: 


for holding all battery or sock. 


et power equipment. It 


furnished with a 5-A cone 


speaker with this model. 


20-foot cord allows the speak, 


to be placed for best accousti 
effect. This model is “I 


versal” in its use as is the trea 


ure chest model, being equip). 
for use of either antenna 


“Univers:|” 


r 


loop, battery or socket power, 
and for use of any of the mod- 
ern semi-power tubes. 

















is possible and any of the semi-power tubes now on the market, 
may be used in the last audio stage. A volume control, a volt- 
meter and voltage control and a long wave switch which adds 
strength to high wave signals, are other features of design. 











Storad Mfg. Co., Cleveland 


The Storad power unit con 





“A” battery charger and 


complete “B” power supp 
This unit is unique in 
the fact that it is controlled 


unit. 


entirely by the set switch. 








The Sterling Mfg. Co., Cleveland 


The home tube testers 
No. R-411 and R-400 are for 
testing large and_ small 
tubes, including power am- 
plifiers. These tube testers 
are built especially for radio 
owners. To test, just 
exchange positions of tube 
and tester plug and adjust 
indicator hand to arrow 
through rheostat on receiver. 
Press tester button and indi- 
cator hand shows instantly 


whether tube is capable of excellent, good, fair or poor at 
plification—no computations to make. 


high. Weight 28 ounces. 








The size is 4x7x2) 


oe 


sists of an automatic storag 


a 
ly 





in 


The No. R-99 Sterling “!” 
socket power plate current su) 
ply has positive voltage con 
trol, abundant reserve power 
is convenient and dependal: 
It has been perfected to m« 


the plate current voltages | 
quired in all kinds of ra:io 
receiving circuits—whether r° 
flex, regenerative, tuned ra‘io 


frequency or superheterody! 
It supplies ample voltage 


multi-tube sets including po. ‘ 


tubes, and is equally dep: 
able on No. 199 tube sets 
others of low plate currents 
operating at critical volta 


¢ 
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Othe cAristocrat 
Vernier Port Dial 


re’s the famous Aristo- 

it E-Z-Toon Vernier 

nter In three color 

ects, too—black, walnut 

mahogany. Gold or 

er finish pointer. Ratio 
i; 


to 


e same painstaking pre- 
nt workmanship is re- 
nsible for this Aristo 

it E-Z-Toon Vernier 

l success. In one size 

4 inch. Black with 
te filler—ratio 50 to } 


re’s the Aristocrat 
row Knob that has 
ed so popular since 
introduction two years 
Black only—white 


INCE the birth of Radio, Kurz-Kasch has been foremost 

with all important improvements—the leader in the field 
of plastic mouldings. More than 200 discriminating manufac- 
turers use and endorse Kurz-Kasch Products because of their 
uniform high quality, efficient design and unsurpassed preci- 
sion. 


The name Aristocrat has always signified radio parts of 
sterling quality—of superior efficiency. Our latest creation— 
the Bakelite, Vernier-Port Dial is no exception. 


Here’s a dial you can safely recommend to your customers as 
a remarkable profit-producer. It’s the finest-looking, finest- 
tuning dial on the market! Vernier ratio, 14 to 1. Simple 
friction action can’t slip, wear-out, break-down—no backlash. 
All mechanism concealed—not a shaft-end in sight. In spite 
of these tremendous advantages, list price is only $2. 

This Aristocrat Vernier-Port Dial will be extensively adver- 
tised. Orders already received prove it to be the greatest, 
fastest-selling dial in the history of radio! So put your effort 
behind a winner—pass this tip to vour clientele—the Aristocrat 
l’erner-Port Dial is the dial to stock this season for big 
profits ! 


THE KURZ-KASCH COMPANY - Dayton, Ohio 


Moulders of Plastics 


Offices in all Principal Cities 


IN THE INDUSTRY.” 


An Amazing 
Advancement, 


The popular 2 piece Aris- 
tocrat Pointer Knob. In 
black with white filler. 
3% inch circle. With the 

famous Kurz-Kasch Split 
Bushing that fits prac- 
tically every shaft. 


The Aristocrat Rheostat 
Dial two inches diameter, 
In black with white fill- 
ing or in mahogany or 
walnut with gold filler. 
Furnished with split — 
ing to fit ~; or 4 shaft 


The Aristocrat Arrox 

Knob can be supplied i 

1'%% or 1% inch sizes t 

t prac ctically every shaft 
e. Bla A 


|KURZ@ KASCH 


eAristocrat Dials and Knobs 
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The bulb type “A” and “B” 
battery charger is for six volt 
“A” batteries and 24 to 96 volt 
“B” batteries. The snap switch 
sets it for either “A” or “B” 


charging. 'The ammeter is gradu- 
ated in one-fifth amp. divisions. 
The 


“Frostine” 


finish is rich olive green 
with nickel finish. 





The charge indicator No. 82 
is for testing radio “A” six volt 
storage batteries. The test is 
externally made by applying the 
spur and cord tip to the battery 
poles. It weighs three ounces, and 
is finished in nickel. 





The Radio panel voltmeters 
and milliammeters are for con- 
trolling rheostat adjustments, 
and measuring voltage across 
filament. They are 0-6 volt scale, 
one-fifth volt divisions, and 0-8 
volt scale, 14 volt divisions. In 
addition a combination D.C. 
voltmeter, 0-714 volt scale for 
testing “A” battery and 0-120 
volt scale for “B” battery plate 
voltage, is offered. An _ 0-50 
capacity D.C. milliammeter for 
measuring the rate of filament 
current consumption, is also offered. All have silver dials, 
narrow nickeled rims and are furnished with back clamping 
device. 











The Signal Electric Mfg. Co., Menominee, Mich. 


This company has an- 
nounced a new develop- 
ment of its spiral cam con- 
denser. ‘These condensers 
are furnished in two and 
three gang units mounted 
in aluminum frames. 
Frames have screw holes 

ae * for attaching the panel 
and sub-panel and hinged construction which permits inclining 
the face to fit cabinets where the panel is slanting. Conden- 
ser number one of the two-gang mounting and numbers one and 
three of the three-gang mounting are provided with a precision 
vernier control for fine tuning. 











A new cone type speaker is 
built on a new principle of vi- 
bratory transmission. The cone 
is 17 in. The quality of the re- 
production is marked by a true 
definition of every instrument, 
every tone and pitch of either 
voice or instrument throughout 
the entire scale of audible sound, 
including both the higher tones 
and the bass. 
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Thordarson Elec. Mfg. Co., Chicago 


The power amplificati 
supply transformer No. 
198 furnishes both t 
plate and filament cur 
for the UX 210 power 
tube (71% v. filament, © 
v. plate). The complet 
power amplifier also eli: 
nates the use of B-batter 
in the receiving set t 
nishing 45 and 90 vos 
required for both detect: 
and amplifier. 





The “B” eliminator  trans- 
former No. R-195 converts the 
house lighting current into 


proper voltage values to fur- 
nish the “B” supply for any 
receiver. It is designed for use 
with a “Raytheon” tube. The 
eliminator will supply 140 volts 
at 40 milliamperes or 90 volts 
at 60 milliamperes. 





The Choke No. “R-196” is for filter 
circuits in refining converted A. C. into 
a smooth quiet D. C. This choke of 30 
henries inductance is especially designe: 
for use in B-battery .eliminators anid 
power amplifiers operating from thie 
house lighting circuit. 











The Van Horne Co., Franklin, Ohio 





The “Cushion X” W.F.VAX tube is 
designed to eliminate microphonic trou- 
ble in receiving sets. By inserting a soft 
crepe rubber ring between the upper 
and lower half of the base, the vibration 
that passes between the tube and receiv- 
ing set is absorbed. These base tubes 
may of course be used on any type set. 








Wirt Company, Germantown, Pa. 


A straight line frequency condens: 
of very novel design is manufacture: 
by this company. The bearings ar 
self-aligning and consist of two ste 
hemispheres of large diameter, work- 
ing in brass sockets. They turn wit 
a velvety smoothness and will never 
work stiff during the life of the co! 
denser. The plates are of small siz’ 
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A Complete Line With Only 


Three Pieces 


The Models shown here com- 
prise a complete line. The 
R-20 and R-40 used in com- 
bination make up the R-100 
Console. The R-20 and R-41 
make up the R-101 Speaker 
Console. The Console is 
equipped with a novel feature 
to securely fasten the cabinet 
and table together into one 


“ ° Model R-101 
Model R-100 solid unit. : 
List $54.00 List $54.00 





Inside dimensions of the lower compart- Inside a of the wean ge wo 
) t high 14} compartment, n. wide, in. Pp 
) na “¢ en ee at and high enough for speakers ust over 
| 171% in. 


Overall dimensions of either console, 4114” high, 3212” wide and 1614” deep (front to back). 
Inside dimensions of the upper cabinet compartment, 834” high, 28” wide and 1314” deep. 
Back has three cutouts for wires. 


The R-20 Cabinet accomodates 
95% of the kits sold, and most 
of the complete sets made. The 
panel frame is adjustable to 30 
different sizes from 6x17” to 
8”x26” and to any angle from 
vertical to 25° sloping. 


The set is mounted in the New Blan- 
din drawer-tray slide, back of the 
drop door. The drawer pulls out to 
any position for tube and wire in- 
spection. A complete set of filler 
panels is furnished with each cabi- 
net, which enables you to supply 
any demand with only a few cabinets 


Model R-20 List $19.50 in stock. 





Patents Pending 


Our company has a 100% jobber 
policy and never sells direct, all 
inquiries being turned over to the 
nearest jobbers. List our new line 
in your next catalog. We will 
gladly furnish the necessary copy 
and cuts. Just let us know how 
much space you can allow us. 


Model R-40 
List $34.50 


Model R-41 
List $34.50 


Blandin Phonograph Co., Inc. 





Racine, Wisconsin 











130 


THE JOBBER’SI)SALESMAN 

















The “Superflex” 
has a tone chamber 
equal to that of the 
usual horn type. It 
stands 814 in. high 
by 6 in. wide. It 
is finished in a har- 
monious brown. It 
weighs 3 pounds. 












Utah Radio Products Co., Chicago 
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Yahr & Lange, Milwaukee 













































The “Book” speaker is 


unique in design. The back 
is finished in leather, the 
edge of the pages in gold. 
The two open pages have 


a 


two-color _ illustration. 


The paper has a tan color 
finish. The size is 1714 in. 
wide by 1314 in. high. 

























amplification are provided. 
by this company. 

The battery 
charger type 
ABC has a case 
finished in bak- 
ed black enamel, 
with the panel 
of bakelite. 
Binding posts 
are furnished 
for charging 2, 
6 and 12 volt 
storage bat- 





The “Valleytone” receiver employs torridal coils. This method 
of winding allows a greater coupling ratio between primary 
and secondary resulting in increased volume. 
Console models are also furnished 


Two stages of 























up to 


The illustration is one-half actual 
size of the “Junior” jack. It has 
heavy weight springs with pure sil- 
ver contacts. It is furnished in all 
spring combinations from one to 
seven and takes any standard radio 


plug. 





six, 


Yaxley Mfg. Co., Chicago 


The “Junior” jack switch is the 
same as the standard Yaxley jack 
switch excepting size. The “Junior” 
has one nut mounting in a single 
panel hole. The switch, which may 
be had in any spring combination 
is insulated from the 
frame and has no body capacity on account of the design. 


































The “super-ball” antenna i 
ceives all wave lengths, serves o 
all radio circuits, accepts radi 
frequency signals and is said t 
be extremely responsive to di: 
tance. It has a_non-directiona 
smooth surface and has no welded, 
brazed or soldered joints. It wil! 
not corrode. It weighs thre 
pounds. 





Zenith sets are made in 
period designs of furni- 
The chinese model 
is a 10 tube set as is most 
Italian, 

and 
Spanish sets are also fur- 
nished. A standard cabinet 
Wave 
bands range from 105 to 
550 meters and the sets 
are complete with one, two 
and three loud speakers 


ture. 


others. 
Colonial 


of the 
English, 


set is also made. 


depending on the model. 














The Zinke Co., Chicago 





The “Graynie B” unit 
No. 200 is 96 volts. 
The cell tops are brown 
glazed porcelain, crown 
shape. This eliminates 
battery noise. The unit 
is complete with a 
noiseless charger elimi- 
nating the  inconveni- 
ence of charging. An 
extension cord and plug 
is furnished. 


The “Graynie” stor- 
age “B” battery has its 
cell tops constructed of 
brown glazed porcelain 
with a crowned top and 
a cavity in the bottom. 
This feature gives per- 
fect insulation, prevents 
creepage and corrosion 
and insures a_ clean 
battery. The tops and 
plate lugs are sealed 
air-tight. 
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Line Up with the Belden Line 





—7 


The New Belden Fused Battery Cord 


























Here is a new radio item that will be extremely popular with radio fans, 
because it is equipped with A and B battery fuses that protect tubes 
from burn-outs, prevent accidental discharge of batteries, and reduce fire 
hazard from short circuits. Be sure to stock the genuine Belden Fused 
Battery Cord. 

















fadic 
— 
we one 
| \N 


BELDEN Advertising 
Ze Puts Pep Into 
gor indoor Aerials, F°° Jobbers’ Sales 


The Belden advertising program for the 
1926-27 season is bigger than ever. It 
includes all the leading publications such 
as Liberty, Radio News, Popular Radio, 
Radio Broadcast, Radio Digest, Pop- 
ular Science, Radio Engineering, Radio 
Call Book, and also the leading Ameri- 
can and Canadian trade papers. Exten- 
sive direct mail broadsides to every radio 
dealer are part of the Belden campaign for 
more business. Line up with the Belden 
line if you want to line up with profits. 



























The Best : 
Advertiseg with Each 
on the Markee ““Ti1_{ Send for New Price Sheets Sell This reeenns 


NOW: 


Belden Manufacturing Company, 2324A So. Western Ave., Chicago 
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ELECTRIC 
HEATING 
APPLIANCES 


ARE YOU SELLING THE 
““NORTHERN”’ LINE? 
































That the ‘‘Northern’”’ line has 
one of the foremost places in 
the Heating Appliances Indus- 
try is fully proven by its nation- 
wide use and unfailing service. 


Jobbers are handling this line 
because they realize its value 
to them as a sales builder and 
profit maker. 


Every “Northern” product 
has strong selling points, as job- 
bers’ salesmen who are selling 
them can well testify. 


“Satisfied customers who 
come back for more”’ is the re- 
sult for dealers selling “‘North- 
ern’ Appliances. 


It’s up to the jobber and his 
salesmen to see that all their 
dealers are stocking this line be- 
cause it means future orders. 


The “Northern” curling 
irons, heating pads, soldering 
irons, heaters and radiator ele- 
ment are well known to all deal- 
ers and you jobbers’ salesmen 
will have no trouble booking 
orders now. 


If you are not now a 
“Northern” jobber, let us tell 
you why you should be. 


Nowthen Electric Co. 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. 
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The National Carbon Co., Inc., New York 
(Too Late to Classify Alphabetically) 


The special large No. 767 45- 
volt horizontal “B” battery is 
for 1 to 8 tube sets. This bat- 
tery has the same capacity as 
the standard vertical large “B” 
battery No. 772 and is therefore 
suitable for use on sets of 1 to 8 
tubes. Length 8 inches; width 
634, inches; height 8, inches; 
weight 8 Ib. 11 oz. 


No. 7111 





No. 767 


The standard large 221,-volt 
“B” battery No. 766 is for sets 
employing the soft detector tube 
UV-200 or equivalent. It may also 
be used as a “C” battery with sets 
employing tubes requiring 221, 


The “Eveready” dry cell radio “A” battery No. 
7111 has been developed for one purpose only— 
to light the filaments of dry cell vacuum tubes 
Special ingredients, specially prepared give this 
dry cell superior qualities for this exacting ser\ 


volt negative grid bias. The 18- ice. Height 6 inches; diameter 21 inches; weight 
volt tap provides the negative 41,- 2 Ibs. 1 oz. 

volt bias for the first audio tube. T : 

Length 6%, inches; width 41 The special portable No. 764 221,-volt 
inches; height Sy Sasitans aed ht vertical battery is somewhat larger and 
4 ony 10 wo a - & heavier than the standard portable “B” bat- 


tery No. 768 and is suitable for portable re- 
ceivers where the added size and weight are 
permissible. Length 8% inches; width 2%, 
inches; height 55% inches; weight 21% lbs. 


The standard large 45-volt “B” bat- 
tery, No. 772, is especially suited for 
sets of 1 to 8 tubes. May also be used j 
for self-contained multi-tube receivers 
where there is not sufficient space for 
installing the “Eveready” heavy duty 
“B” batteries. Length 8% inches; 
width 814 inches; height 714 inches; 
weight 9 lbs. 





No. 772 


The standard heavy duty No. 770 
45-volt vertical battery is for sets of 
4 or more tubes. Because of its extre No. 770 
large cells, this battery provides the The standard “C” battery 
extra power and long life necessary No. 771 4%,-volt materially 
for the economical operation of multi- prolongs the life of the “J 
tube receivers. Length 8; inches; battery. Length 4 inches; 
width 4; inches; height 74 inches; width 1% inches; height 3 
weight 13%, lbs. inches; weight 14 oz. 





No. 771 


The standard heavy 
duty No. 486 “Layer- 
bilt”  45-volt vertical 
battery is for sets of 4 
or more tubes. This 
battery embodies the 
“Eveready Layerbilt” 
construction which re- 
sults in much longer 
battery life. It has ex- 
actly the same dimen- 
sions as “Eveready” 
heavy duty “B” battery 
No. 770. 





No. 768 


The special portable 
No. 768 221,-volt hori- 
zontal “B” battery is 
the smallest type of 
“B” battery and be- 
cause of its very small 
cells is the most ex- 


The standard portable No. 768 221,- 
volt “B” and “C” horizontal battery is 
for portable sets. It is recommended 
for use as a “C” battery with sets em- 
ploying tubes requiring 221% volt nega- 


tive grid bias. The 18-volt tap provides pensive in operating 
the negative 414 volt bias for the first cost. Length 8% 
audio tube. Length 47, inches; width inches; width 2:5 





2 inches; height 234 inches; weight 1 


lb. 9 oz. 


inches; height 2% 
inches; weight 13 oz. 


No. 763 
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Howard Model “Seven”, 


ee er Domser/ andes 


COMPLETELY SHIELDED 





Another distinct triumph in a thoroughly and 
completely shielded receiver—seven tubes and 
loop operated. The neighboring super broadcast 
is eliminated at will, and the feeble voice in the 
far away distance is brought up to a giant vol- 
and with marvelous quality. 








ume as desired 





Shielding has solved the selectivity problem of 
today, and will meet the requirements of tomor- 
row. No need to think of buying again for 





‘ears Looking Into Receiver, 
years. Top Shield Removed. 


Here combined in a compact, attractive instru- 
ment are all of the worth while refinements in 
radio known to science. Another tribute to 
Howard engineering. Adaptable to latest “A” 
and “B” house current supply. 


There are other models too.—Write us. 


HOWARD RADIO COMPANY 
CHICAGO, U.S. A. _ Sold to Jobbers 


Exclusively. 
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Fully Amplifies 


e. 





bis 





























Quality reproduction will be the key-note for radio sales 
during the coming season. The jobber who stocks Thordarson 
radio apparatus will be in a position to take care of this 
demand to the satisfaction of his customers—and himself. 


THORDARSON 


PLS TRC7 me 
Step-up Impedance Coupled Amplifier 











Full Amplification Improved Reception 
of Bass Notes of Weaker Stations 
Greater Clarity Better Volume Control 


on all Programs 


Impedance coupling is universally accepted as 
the most perfect form of amplification from a 
reproductive standpoint—But the amplification 
increase of the straight impedance is low. 


The Thordarson Autoformer is an impedance 
with a step-up ratio—It combines the faithful 
reproduction of the impedance with the ampli- 
fication increase of the transformer, paving the 
way for the release of the deeper tones with 
increased volume and unrestrained quality. 
Price each - $5.00 


Note: Only Thordarson makes the Autoformer 


































call 


POWER 
From the A. C. Line 


Power Amplifier Supply Transformer, R-198 
furnishes current for both plate and filament 
of the power stage 
using the U. X. 210 
power tube with 400 
volts on the plate 
and 7% volts on the 
filament. In addi- 
tion furnishes com- 
plete B-supply for 
the set. 
a ee $12.00 
B-Eliminator Transformer R-195 is designed 
for use with the Raytheon tube, furnishing 
voltages for the 
entire receiver. 
Capable of supply- 
ing 140 volts at 40 
milliamperes. Con- 
servatively rated. 
Will not heat up in 
continuous service. 


ee $7.00 


30 Henry Choke Coil R-196 is used in the 


filter circuits of power amplifiers and 
B-eliminators operating 
from the house lighting 
current. D. C. resis- 
tance 280 ohms. Capac- 
ity 70 milliamperes. 



































THORDARSON, ELECTRIC MANUFACTURING CO. 


ELECT Specialists 


‘WORLDS OLDEST AND LARGEST EXCLUSIVE TRANSFORMER MAKERS 


Chicago, U.S.A. 
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MANUFACTURERS 


NEWS 














“Cemco” Name Changed to 
“Crownco” 
The Crown Electric Mfg. Co. of 
St. Charles, Ill., which recently began 
the merchandising of a standard line 
of residence lighting fixtures through 
electrical jobbers, under the name of 
has changed this trade to 
These fixtures, as here- 
tofore, will be handled as a line dis- 
tinct and separate from other lines 


manufactured by the Crown Electric 
Mfg. 


“Cemco,” 
“Crownco.”’ 


Co., and through a_ separate 


division now to be known as the 
“Crownco” Division. 
“<< * 
Erie Malleable Increases Sales 
Force 


Ralph H. McCormick, formerly of 
the Harvey Hubbell, Inc., and Waldo 
T. Pratt, of the E. S. 
have joined forces with the Erie Mal- 
leable Iron Co., Erie, Pa., traveling 
out of the Boston office at 161 Devon- 


Francis Co.. 


shire St., handling the _ threadless 
“Kondu’”’ fittings. 
C. S. Crossman, formerly of the 


Alpha Electric Co., H. Spencer Alt- 
man of the Washington 
Machine Corp., and Geo. O. Bowman 
of the Hudson Electrical Supply & 
Equipment Co., are also with the com- 
New York office at 50 


Syracuse 


pany in its 


Church St. 
Henry J. Damm has been for the 
last three months traveling out of the 
Cincinnati office. His address is 909 
Dixie Terminal Bldg., Cincinnati. 
Ernest M. Coverdill, 


years experience in the electrical in- 


whose 


dustry has made him well known, is 
now in the Detroit office in the Kresge 
Bldg. 

“Ben” Franklin has been traveling 
out of the Cleveland office for the past 
six months. His address is 
News Bldg., Cleveland. 

Paul L. Bonnett, formerly of the 
Shur-Lite Advertising & Novelty Co., 
has been appointed advertising man- 


Leader- 


ager of the company, “Kondu’”’ divi- 
sion, Erie, Pa. 


Important Radio Manufactur- 
ing Merger 

The Globe Phone Mfg. Co. of Bos- 

ton and and the 

Technolian Corp. of Boston have been 


Reading, Mass., 
as the 
Globe Technolian Corp., with factory 
and executive offices at Reading, Mass. 

The Globe Phone Mfg. Co. has for 
nearly 20 years been an expert in 
developing building 
sensitive sound producing and receiv- 
It en- 
1922, and is 
the maker of the Globe radio headset 


and loud speaker. 
* * * 


merged and will be known 


acoustics, and 
ing instruments for the deaf. 
tered the radio field in 


Constructive Work by Superior 
Insulating Tape Co. 

The jobbers and jobbers’ salesmen 
will probably be interested in know- 
ing that the Superior Insulating Tape 
Co. of St. 
friction and rubber tapes exclusively, 


Louis, who manufacture 


are attempting to have the freight 
rate on these items lowered. Their 
plea will be heard by the Western 


Classification Committee in Chicago in 
the early part of July. 


This is another example of the work 









the manufacturers are doing today in 
reducing the costs of commodities to 
their account. 


* * * 


Preparing to Sock the Summer 
Slump 

salesmen and the man- 
the Detroit Electric Com- 
pany, radio jobbers, visited the plant 
of Grigsby-Grunow-Hinds Co., 4540 
Armitage Ave., Chicago, 


Seventeen 


ager of 


recently. 
This is said to be the largest plant 
devoted exclusively to the manufac- 
ture of battery eliminators. 

The factory is shown in the accom- 
panying picture as well as this live 
aggregation of salesmen as they were 
about to the There 
Detroit and two each 


get train. 
10 from 


from the Grand Rapids, Kalamazoo, 


on 
were 


and Saginaw branches, and one from 
Lansing. 

‘he way most salesmen are getting 
real pep for sales in the summer time 
is by going to the factory and seeing 
how their lines are manufactured. 

After the trip through the plant 
the party by the 


G.-G.-H. Hotel. 


banqueted 
at the LaSalle 


was 
Co. 





Factory of 
Grigsby - Grunow- 
Hinds Co., Chicago, 
and the Party of 
Detroit Electric Co. 
Salesmen on _ In- 
spection Tour. 
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“AMERICAN Brano” 


WEATHERPROOF Wire AND CABLES 
35 HAS NO EQUAL 





xc 











SX2) 





SPOOL 





TIME AND 
MONEY SAVER 


By using AMERICAN BRAND 
WEATHERPROOF WIRE on 
the first installation the contrac- 
tor can avoid replacements and 
thereby save considerable time 
and money. 

American Brand Weatherproof 
Wires and Cables are noted for 
their longer life on the line. 
They also have greater mileage 
per pound. 

Jobbers’ salesmen—Talk those 
strong points to your contractor. 
He’s bound to place an order 
with you. A sample will con- 
vince him. Send for it. 
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| Mo. 





| Conn. 





Redell Joins Kurz Kasch Co. 
John M. Redell, better known to 
the radio industry as ‘““Happy Jack,” 
announces his connection with Kurz 
Kasch Co., moulders of Bakelite, lo- 
cated in Dayton, O. 

He will make his headquarters at 
608 South Dearborn St., Chicago, and 
will cover Illinois, Wisconsin, Minne- 
sota, North and South Dakota, Iowa, 
Nebraska, Kansas, Missouri, and part 
of Indiana and Michigan. 

* * * 
Prizes Awarded in National 
Lamp Contest 

More than 11,000 merchants were 
registered in the “New Line Drive” 
contest which was conducted by the 
National Lamp Works, Cleveland. 
The contest extended over a period of 
two months from February 1 to 
March 31, inclusive. Whether the 
merchant was regularly selling a lot of 
lamps or only a few, he had an equal 
chance with the others of winning a 
prize, as he was competing only with 
his own past performance. 

The primary object of the contest 
was to induce the merchant to ac- 
quaint his customers with the new in- 
side frosted Mazda lamps, and for this 
reason the judges were especially in- 
terested in the merchant’s ability to 
sell Mazda lamps. The appearance 
of the store front and the display elec- 
tric lamps in the windows was impor- 
tant as were interior displays. 

Thirty prizes in all were awarded. 
The first prize, which was a 1926 
Ford roadster, was given to the Daw- 
son Hardware Co., of Kansas City, 
The second prize was a new 


Orthophoniec Victrola. This was won 









by J. R. Bush of Sackets Harby 
N. Y. The third prize was a set | 
Sterling silver tableware and this w 
awarded to Budd’s Electric Store 
Adrian, Mich. Single choices we: 
offered to the first three prize winne: 
whereas the winners numbering fro: 
four to 12 inclusive were given tl, 
choice of two prizes. The contestant: 
who ranked from 13 to 30 were ea: 
given five dollars in cash. 
* * * 
Dayton Fan and Motor Changes 
Name 

The Dayton Fan & Motor Co 
Dayton, O., has completed its expa: 
sion program by changing its nan 
and by purchasing a new plant on 
Miami Chapel road. The new nam 
of the company is the Day-Fan Ele 
tric Co. The purchase of the nev 
plant means that the company ha; 
trebled its floor space. The new loca 
tion has 400,00 square feet of factor) 
floor space and 10 acres of ground 
The group of buildings consists of 20 
units. It is stated that 400 peopl: 
will be added to the payroll. 

This company. manufactures fans. 
motors and radio sets. 


Eldredge Appointed Commer- 


cial Manager Westinghouse 
Radio Department 

F. E. Eldredge has been appointed 
commercial manager of the radio de 
partment of the Westinghouse Elec 
tric & Manufacturing Co., succeeding 
to the position recently made vacant 
by the promotion of E. B. Mallory. 
He will make his headquarters at the 
East Pittsburgh works of the com 
pany and will also have an office in 
the Westinghouse Bldg., New York. 








One of the most attractive of the many booths at the recent Atlantic City conven 
| tion of the N. E. L. A., was that of the Frank E. Wolcott Mfg. Co., of Hartford, 
This company makes the “Torrid” line of home electrical devices which were 
unusually well displayed as shown above. 
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No. 5 of a series 


delineating the 
quality 
Pipe 


the-making” 


f “Central” 
from which is made 
‘Central Black” 


‘Central 


Conduit. 


$c Operation in the Making of Central Pipe 
from which 


Central Black "4 Central White Conduit 


ey 


and 
White’ 





m- 





am Tr 
4 i i! i } at 














The Inspection Bench in the “Central” plant. 


examined and then subjected to a hydrostatic test. 


OR the protection of users of “Cen- 

tral” Conduit every tube manufac- 
tured is subjected to a hydrostatic test, 
under pressure many times greater than 
that to which it would be subjected in 
any installation. 

At the Testing Bench each length is 
carefully examined by skilled inspectors. 
After this rigid inspection the pipe which 
has been passed is then rolled into the 


ee 8 re enh ale a 


is Made 


hydraulic testing machine, shown in the 
foreground of the above illustration. 

Here a hydraulic pressure of 800 
pounds per square inch and upwards, de- 
pending upon the class of pipe being 
tested, is applied to every tube, and those 
which fail to withstand the test are dis- 
carded. 

In testing sizes 114 in. to 4 in. inclu- 
sive, while the pipe is under pressure it 
is struck on the ends with hammers. 


a: I Ha IB 


Vii, GENTRAL TUBE COMPA) 
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Here “Central” Pipe is carefully 
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New Electrical Products, Illustrated 





Manning Bowman & Co., Meriden, 
Conn., are manufacturing the “Hom- 
electric” line part of which is shown 
above. On the left is the No. 40 waffle 
iron which has:cast aluminum grids, 
expansion hinge, detachable six foot 
cord with separable plug. The base 
of the iron is insulated so that it re- 
mains cool. The iron has a_ nickel 
plated finish. In the center is the No. 





20 nickel plated percolator. It is pro- 
tected from damage if it boils dry by 
a fuse link protective device. It has a 
capacity of seven cups and is complete 
with cord and plug. On the right is 
the No. 60 nickel plated toaster. It is 
large and is fast in operation. Fur- 
nished with detachable six foot cord and 
separable plug. 








Killark Elec. Co., St. 


Mfg. 
Louis, Mo., has put on the market a 


The 


new bell ringing transformer. ‘This 
transformer is used as a cover for a 
3” or 4” outlet box so that the pri- 
mary wires may be brought to the 
transformer in conduit. Owing to 
the fact that the wires are not ex- 
posed, this transformer complies with 
all the requirements of the “all metal 
code.” It is made for 110 volts, 60 
eveles and furnishes 8 volts on the 
secondary side for ringing door bells. 








ieee! 


A new porcelain ring receptacle 
with identified loop terminals has just 
been put on the market by Pass & 
Seymour, Inc., Syracuse, N. Y. The 
manufacturer claims that it is only 
necessary to loop the wires under the 
ears of the terminal which are then 
bent down and solder applied. When 
this terminal is coated with the usual 
insulating wax or compound, it makes 
a reliable mechanical and electrical 
connection. The loop terminals are 
designated by the shell terminal being 
nickeled. 








The Porcelier Mfg. Co., 729 Fifth 
Ave., Pittsburgh, Pa., is making the 
“Porcelier” shown above. It is a 
white porcelain bracket easy to in- 
stall, practicable and_ shockproof. 
Stvles may be had with. switch and 
convenience outlet, with either method 
singly, or with no switch or outlet. 








The Quandrangle Corp., 114 Maiden 
Lane, N. Y., is now marketing an ingen- 
ious tool called the “Quandrangle” for 
cutting outlet holes in plaster and wood. 
This tool can be used with an electric 
drill or with a hand brace. When the 
electric drill is used, a clean-cut hole is 
cut in less than a minute. With a hand 
brace, in about three minutes. To use 
tool, one fastens it to the wall where the 
hole is wanted, by the use of two screws. 
An electric drill, or a hand brace is at- 
tached and the cutting started. The cut- 
ting is done by four saws. 





The 
3440 N. 
manufacturing a new “Raco” type 


Mfg. Co., 
Kimball Ave., Chicago, is 


Roach-Appleton 


“B” new work switch box with 
mounting bracket and lath support, 
and a type “X” new work switch box 
with extended ears and lath supports. 
The ears are so designed as to per- 
mit adjustment for thickness of plas- 
ter. The mounting bracket on the 
type “B” has a new feature for key- 
ing the plaster. 











The company has also announced a 
new style “Raco” patented “HD” 
deep set offset bar hanger, and the 
“HS” shallow offset bar hanger. The 
top picture shows the offset hanger 
assembled with a 4 in. square box. 
The length of the offset has been 
shortened from 91/, in. to 514 in. mak- 
ing them adaptable for bracket in- 
stallations. The overall length of the 
bar has been increased 11% in. 
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No. 8285 





ARROW 








No. 8288 


20A.—250V. D.P. FLUSH 
SWITCH 


This is a high-capacity switch of spe- 
cial and rugged construction through- 
out. It is designed for control of 
heavy loads. Fits standard boxes. 


FLUSH-TYPE HEATER SWITCHES 


These switches are designed for controlling heating devices when 
the switch is mounted on the wall independent of the device. 
They are furnished with plaster covers which fit standard boxes 
4'%" square and not less than 1” deep. 





i> ""~1 





Heavy Duty Devices for 
Controlling Ranges, Heaters 


and Motors 


3-WIRE FLUSH RECEPTACLE 





No. 6808 





No. 6840 


series parallel, multiple, single and double pole types. 











THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


ARROW 


The complete line of Wiring Devices 





0) DI4LD379 MON FHL { 
: 80989 ON LvD « 


Can be supplied in 


40 A.—250 V. 


A new device which helps to solve the installation problem for 
ranges and heavy duty appliances. Fits standard boxes. 


MOTOR-STARTING SWITCH 


D.P. 20A.—250 V. 


This switch is for use with single 
Phase A.C. and D.C. %, %, %, 
H.P. motors and with heavy indus- 
trial lighting circuits. It is enclosed in 
a galvanized box with 42” and %” 
knockouts in each end and %” knock- 
outs on each side and both ends of the 
bottom. 






MED 


ARROW 








No. 9987 





Nos. 9981—9986 


25A.—250V. 
Nos. 9991—9996 
35 A.—250 V. 
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luhesler 


ISOLUX 








Its many uses mean— 
big sales, quick turn- 


over, and large profits! 


Designed to meet the demand for 
an efficient sign reflector, ISOLUX 
also takes its place as an efficient 


reflector used: 


OUTDOORS, for 
Railroad Yards 
Skating Rinks 
Tennis Courts 
Athletic Fields 
Bridges, etc. 


INDOORS, for 
Factory and Mill Side- 
lighting 
Bowling Alleys 
Clocks, Bulletins 
Auto Exhibits, etc. 


Isolux in service throughout the 
country is proving its efficiency. 


Boost your sales with ISOLUX! 





“Rectangular Reflectors 
for 
Rectangular Signs!’’ 


WRITE FOR BULLETIN 23-B. 


Wheeler Reflector Co. 


275 Congress Street 
Boston, Mass. 




















| Goodrich Makes Interesting 
| Installation 


| The Goodrich Electrical Co., Chi- 
cago, has closed an unique lighting 
installation in the new Eitel Block, 
Chicago, which houses the Bismarck, 











f 
| 




















W. M. Goodrich W. J. Goodrich 


the new Palace theater, Metropolitan 
office building and the Mid-Day Club. 
This furnishes a great example of 
practically every type of industrial 
lighting, combined in one job. They 
have also closed several other large 
installations of industrial lighting in 
different sections of the country. 
The Goodrich Electric Co. was 
organized in 1924 with W. M. Good- 
rich as president, who had been for 
15 years connected with the lighting 
department of the Western Electric 
Co., and W. J. Goodrich as secretary 
and treasurer, who was connected 
‘with the Benjamin Electric Co. for 
|10 years and at the time of his leaving 
| was manager of the railroad depart- 


| ment. 





* * * 


_ Cummings Represents Ameri- 
can Circular Loom 


The American Circular Loom Co., 
New York, announces that it has 
added to its selling organization, S. 
G. Cummings, 516 Packard Building, 
Philadelphia. He will be in direct con- 
tact with the electrical trade on 
“Xduct” and “Electroduct’” rigid 
steel conduit, and “Loomflex’’ non- 
metallic, flexible conduit, throughout 
eastern Pennsylvania, south half of 
New Jersey, Delaware, Maryland and 
the District of Columbia. 


* + 


| Beg Your Pardon 


| In the article that appeared in the 
| June issue about F. D. Fagan it was 
|erroneously stated that he had been 
' vice-president and general manager of 
the Edison Lamp Works, which 





should have read Edison Storage Bat- 





tery Co. 





A “TIMELY” 
SUGGESTION 





“RELIANCE” 


AUTOMATIC TIME SWITCH 
Offer the “RELIANCE” Time Switch to 


your trade. They will be interested be- 
cause for more than sixteen years the 
“RELIANCE” Time Switch has proven 
itself to be absolutely reliable and de- 
pendable. 


Its simple construction, high quality 
materials and accuracy of manufacture 
place this time switch on a par with 
any other on the market for perform- 
ance and service. 


Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20, 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. This switch is 
approved by the National Board of Fire 
Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced Eight Day Time Switch 
for ON and OFF window lights, signs, 
bill boards, apartment house hall lights, 
etc. 


Made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. !t 
is made largely of “RELIANCE” parts 


and bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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TUBULAR WOVEN FABRIC COMPANY, PAWTUCKET, R. I. 
Makers of the DURABILT Products, each a Leader in its Line 


DURADUCT DURACORD DURAFLEX DURAWIRE 


Rep U.S Pat on. 














The fast fishing Single Wall Loom. The heavy duty Portable Cord. The real ol’ able cable—it’s Safe. Durabilt quality for neat work. 
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Buckeye 
Conduit 


66 UCKEYE?” is the most 

extensively used con- 
duit manufactured and is grow- 
ing steadily in favor among 
electragists everywhere. Its 
uniform high quality, clean cut 
threads and the ease with 
which it works and bends, sub- 
stantially lowering the labor 
cost of installation, has created 
a demand for “Buckeye” that 
is nation-wide, and has paved 
the way to larger sales for the 
electrical distributor and his 
salesmen. 


The Youngstown Sheet 
and Tube Company 
Youngstown, Ohio 


DISTRICT SALES OFFICES: 





ATLANTA—Healey Bldg 
BOSTON—Massachusetts Trust Bldg. 
BUFFALO—Liberty Bank Bldg. 
CHICAGO—Conway B 
CINCINNATI—Uni« st Bldg 
CLEVELAND—Unior ist Bldg. 
DALLAS—Magnolia Bldg 
DENVER—First National Bank Bldg 
DETROIT—First National Bank Bldg 
KANSAS CITY, MO Commerce Bldg. 





MINNEAPOLIS—Andrus Bldg 
Audubon Bldg 


NEW ORLEANS Fg 
, Hudson Terminal 


NEW YORK 30 Church St 
Bldg 

PHILADELPH1IA—Franklin Trust Bldg. 

PITTSRURGH—Oliver Bldg. 

ST. LOUIS—Mo. State Life Bldg. 


SAN FRANCISCO—Sharon Bldg 

SEATTLE—Central Bldg 

YOUNGSTOWN—Stambaugh Bldg 

LONDON REPRESENTATIVE — The Youngstown 
Steel Products Co., 316-17 Dashwood House, Old 


Broad St., London, E. C 


, England. 
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| Allied Metals Completes New rapid and sound growth than the con 


| 


| 
| 
| 





Factory 
The Allied Metal Industries, Inc., 
Inglewood, Calif., manufacturer of 


panel fixtures of original design, re- 


| cently completed a new factory build- 


ing occupying one and a half acres of 





pany has enjoyed in the past. 

The Bright Star Battery Co. w 
founded by Mr. Koretzky in 1909 “ 
a cellar” as he puts it. At the sta 


it was a one-man business, \ 


Koretzky being everything from fa 











A LIPHTING FIXTURE Co. 


ALLIED METAL 
ALP 
| Real 








ea nena? SO. ~ AA 





2 ln Mii ia. ie 


INDUSTRIES INC. 
WIS 









Factory of the Allied Industries, Inc. 


ground, The new building is fully 
| equipped with modern machinery. 


This company is shipping its products 
to all sections of the country and is 
building up a strong jobber distribu- 


tion. 
* * 


Boehler Sales Manager Bright 
Star Battery Co. 

R. C. (Dick) Boehler, that big, 
jovial figure that has been seen around 
the Manhattan Electrical Supply Co., 
17 Park Place, New York, for the last 
14 years will, on July 15, assume the 
duties of general sales manager of the 
Bright Star Battery Co., Hoboken, 
Nod., 
batteries. 

For the past eight and one-half 
years Mr. Boehler has been sales 
manager of both the jobbing and man- 


manufacturer of flashlights and 


ufacturing branches of the Manhat- 
tan Company for metropolitan New 
York and for two years has been gen- 
eral sales manager for the Eastern 
part of the United States on both the 
manufacturing and jobbing branches. 
During this period he had charge of 
all the territory along the Atlantic 
Coast between Maine and Florida. 
Throughout this territory the name 
Dick Boehler was synonymous with 
“Red Seal” Batteries, 
largely responsible for putting over 


which he was 


in the East. 

Mr. Boehler resigned from Man- 
hattan on June 26, and will take a va- 
cation until reporting for his new 
duties. With Dick Boehler at the 
helm, Israel Koretzky, president of 
the Bright Star Battery Co., is en- 
thusiastic over the prospects of the 
company and predicts an even more 





Through his 


untiring industry (often working 1s 


tory force to president. 


hours a day) ambition, and a thoroug): 
knowledge of batteries, Mr. Koretzky 
has built the business to a point wher 
the company now utilizes 165,000 sq. 
ft. of floor space and has more than 
At first only flashlight 
batteries were produced, then cases 


500 employes. 


and so on, until the Bright Star lin 


now includes everything in the way of 


flashlights and dry batteries. 

The company’s growth has been 
steady and continuous; 1924 
were 40 per cent greater than 1923; 
1925, 45 per cent over 1924, and so far 


sales 


this year business is increasing at the 
rate of 45 per cent over 1925. The 


officials of the company, after July 15, 


will be: I. Koretzky, president; Harry 
Koretzky, treasurer, and R. C. Boel 
ler, general sales manager. 


* * * 


A Grave Social Error 


In the upper left hand corner of 
page 60, June issue, a picture was 
published showing Walter Solari and 
W. A. McDonnell, it being stated 
that the latter Betts & 
Betts. James H. Betts, of James H 
Betts, Inc.. New York, has written in 
and called attention to the fact that 
a “grave social error.” He 
points out that Betts & 
Betts are still doing business, ther 


represents 


this is 
although 


are no Bettses connected with then 
and that McDonnell really represents 
James H. Betts, Inc. 
therefore, hereby extended to Me 
Donnell, Betts, Betts & 
Betts and all parties concerned 

this “fox pass” on our part. 


Apologies ar 


“e hd 9? 
Jimmy 
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OUNDED ON THE BELIEF THAT THE 
Fact-finding Body to Study 
Wiring Device Problems 
A joint conference of the four 
rincipal branches of the electrical 
idustry is now being organized as a 
ict-finding body to make a thorough 
tudy of the trend of wiring. It will 
vestigate the general subject of the 
cost of wiring and the influence of 
arious wiring methods on the progress 
nd adequacy of wiring installations, 
particularly in houses. Advocates of 
ill metal construction, knob and tube 
work, and non-metallic sheath cable, 
having long been in controversy over 
the effects of the different systems on 
the sale of house wiring, and there- 
fore on the expansion of the market 
electrical equipment and = ap- 
pliances of all kinds. The Association 
of Electragists and the wiring com- 
mittee of the National Electric Light 
Association have jointly invited Earl! 


tor 


E. Whitehorne, commercial editor of 
L:lectrical World, to take the initiative 
is a neutral individual associated 
broadly with all branches of the elec- 
trical industry, to call together rep- 
resentative delegations from the four 
the 


companies, contractor dealers, 


associations of electrical power 
mai- 
ufacturers and jobbers to develop the 
needed facts on which the industry 
may base intelligent opinion. 
* * * 
Gerl With Bosworth 
The Bosworth Electric Manufac- 
turing Co. of Cincinnati announces 
the appointment of Joseph Gerl as 
general sales manager. Mr. Gerl will 
have charge of the marketing and 
distributing of the Bosworth products. 
He was formerly connected with the 
Colonial Radio Corp. of Long Island 
City, New York, and the Multiple 
Electric Products of Newark, N. J. 


* * * 


Reynolite in South 


The Reynolds Spring Co., Jackson, 
of “Reynolite”’ 


announces 


Mich., manufacturer 
molded electrical devices, 
the appointment of Messrs. Fulwiler 
*« Chapman, Atlanta Trust Co. Bldg., 
\tlanta, Ga. as its direct representa- 
tives for the southern district. 
* * % 

Thomas Grier Gives Lecture 

Thomas G. Grier, one of the best 
known men in the electrical business, 
the 
parents and children of the school at 
Mr. Grier talked on 
the “Roosevelt Dam” of Arizona. 


gave a lecture on June 3, to 


Flossmoor, III. 


SALESMAN OF THE 


JOBBER IS THE MOST 


IMPORTANT MAN IN THE INDUSTRY.’ 





Do You 


Carry a 
Complete 
Stock of 
Panel 
Boards? 


did 


If you 


house. 





up a new ware- 
































(Box insta 


you 


would have to put 


—BUT— 





Complete Stock of “Circle T” Panel 


Boxes 


lled—Panel and Trim waiting) 


A stock of 15 “‘Circle T’’ Unit Panel- 
board. Boxes allows you to make the 
same delivery as if you stocked 1000 


complete Panelboards. 


You deliver from stock the box 
which is needed first—and we ship the 
panel and trim to arrive by the time 


they are required. 


The Trumbull 
Electric Mfg. Co. 


Plainville, Conn. 


New York Philadelphia 
Boston San Francisco 
Chicago Jacksonville, Fla. 
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outs is also a profit maker. 


PREAH S wen OAc 3 st 


*. 





s Pha i 
Setters 9 Soha eee ase iy 


The Multi complete line of Porcelain and Slate Cartridge Fuse Cut- 
Send for samples and get started on 


line. 


Send also for the booklet on Powerlets. 
formation. 


CHICAGO, 


ee ty RSF . 
a we Ss 


PROFIT 
MAKERS 


Powerlet Conduit Fittings offer jobbers’ salesmen splendid sales 
opportunities. These fittings are constructed in one piece assuring 
rigidity and alignment and have large wire chambers for insulating 
and tapping wire joints. 


MULTI ELECTRICAL 


Manufacturing Co. 
1848 W. 14th St. 

















It contains full selling in- 








ILL. 
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428 Campbell St. 





MICABOND~—2 guarantee of 


better service and greater profits 


To 


and greater profit. 
MICABON D—the 
mica 
the electrical 





chandising? 


CHICAGO MICA COMPANY 
Valparaiso, Indiana 


manufacturer, 
dealer and user, better insula- 
tion assures better service 


insulation—has served 
industry un- 
failingly for 28 years. It has 
been adopted as standard by 
many of the world’s largest 
manufacturers. May we show 
you why MICABOND offers 
you a profitable line of mer- 


ol 


jobber, 





standard 

















terminals of switch, 


REG. U.S. PAT. OFF, 


“sore thumb” 


Switch from the ceiling and keep the switch away from 
the heat of the lamp. 


Get in touch with us today for prices and further particulars on 


2. 


the Levolier Link Switch 


| PECGILL 


MANUFACTURING CO. | 








and pendant 


Link Switch 


Here is a new switch that will add to your 
profits—a switch that every electrical con- 
tractor will be interested in. 
Link Switch is to be used between two links 
§ of chain on lighting units having small can- 
opies. Resembles a link of chain. Takes the 
place of the 
switch and is a lot less expensive in original 
cost and in installing. No extra wire needed. 
To assemble, take out link next the canopy loop; hook 
in the link of the link switch; cut one wire, connect to 
slide switch through hole in link, 
drop down the clasp and the job is finished. 


The Levolier 





How 
Used 
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M. E. Seegmiller, former manager of 


the radio division of the Zinke Co., has 
taken charge of sales for the Howard 
Radio Co., 469 East Ohio St., Chicago. 
The Howard line of neutrodyne radio re- 
ceivers is well-known, and according to 
Mr. Seegmiller there are many new de- 
velopments in store that will be announced 
at an early date. 


Death of Major Laughlin 


Major Alexander Laughlin, Jr., 
aged 387, president of the Central 
Tube Co. of Pittsburgh, died June 12 
in a Pittsburgh hospital, while under 
anaesthetic for a dental operation. 

Major Laughlin won his military 
title during the World War while 
serving with the Eighty-fourth Divi- 
sion. 

in addition to his duties as hea 
of the Central Tube Co. he was asso- 
ciated with the engineering firm of 
Alex Laughlin & Co. and was a 
director of the Verona Tool Works 
and the Monongahela National Bank 
of Pittsburgh. He became president 
of the Central Tube Co, in 1919, suc- 
ceeding his father, Alexander Laugli- 
lin, Sr. At the time of his deat! 
Major Laughlin was one of the young- 
est chief executives in the steel indus- 
try. 





Major Laughlin was a graduate of 
Yale University and was a member of 
the Duquesne Club, Pittsburgh Club, 
University Club, Yale Club, Alle- 
gheny Country Club and the Pitts- 
burgh Athletic Association. He 
attended St. Stephen’s Episcopal 
Church, Sewickley, Pa. 


The deceased is survived by his 
wife, who was formerly Margaret 
Mellon, daughter of W. L. Mellon, an 
infant son, Alexander Mellon Laugh- 
lin, and his father and mother, Mr. 
and Mrs. Alexander Laughlin, Sr. 
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How Retailers Value and Use 
Dealer Helps 

Findings of unusual interest bear- 

ing on the above subject have come 

out of some original investigations 

made by Manning, Bowman & Co. of 


Meriden, Conn. 


They are set forth 


in the May issue of Printer’s Ink 
Monthly. This company has a large 
list of dealers that is scrupulously 
cared for and kept up to date. In 
order to find out how their dealer 
helps were “getting across” and also 


to determine the 


lines to be pursued 


in designing future helps, a question- 
naire was sent out to a list of 250 


taken at random. 


Over 75 per cent 


returned the questionnaire. 
Considering the total number of 

dealers who replied as 100 per cent, 

the preferences indicated were as fol- 


lows: 
72 per cent 
stuffers. 
53 per cent 
cards. 
37 per cent 
types. 
19 per cent 
displays. 
6 


preferred envelope 
preferred display 
preferred  electro- 


preferred counter 


per cent preferred a _ miscel- 


laneous variety of dealer help 
material which is not supplied 
by Manning, Bowman & Co. 


This tabulation 
counter displays 


would indicate that 
did not rank very 


high, which would be misleading. 
They were mentioned more often than 
19 times. But in 19 instances they 


came first in the 


list of preferences. 








Another addition 
he Triangle Conduit Co., Brooklyn, N. Y., 
> A. Chester Walton who will percolate 
hrough the metropolitan district. Wal- 
on is able to advise his jobber friends 
n financial matters as he was formerly | 

















to the sales force of 


n the banking business. 
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ALWAYS MENTION THESE 
MATTHEWS PRODUCTS 


They will help increase your sales 


Matthews Holdfast Lamp Guards 


Made to fit lamps in either weatherproof or brass lamp 
socket. Doesn't obstruct light but provides full protec- 
tion for the bulb from the hheaviest of impacts. Fac- 
tories, garages, stores, all types of companies are real- 
izing more and more the big saving in lamps that is to 


be had by using Matthews Holdfast Lamp Guards. 








Matthews Handy Holdfast 
Portable 


A good seller. Very necessary 
around the factory, shop, garage 
or home. Handle is well balanced 
and affords excellent comfortable 
grip. Dealer's stocks are always 
running short of this item. Be sure 
to ask them how many Matthews 


| 
| 
Handy Holdfast Portables they need. 








Matthews Handy Hold- 
fast Portable With 
Shade 


In big demand for close or 
fine work in garages and fac- 
tories. 






Matthews 
Holdfast 
Lamp 
Changer 


Affords a much 
quicker and safer 
method of chang- 
ing lamps. Lamp 
can be changed at 


le d 
ane wack of Matthews Cable Clamp 
chamger. Grips 


controlled by long = Fo, power cable. Will save $5.00 
cord. on every corner in cables of 500,- 


000 CM or larger. 








W.N. MATTHEWS CORPORATION 
3724 Forest Park Blvd., St. Louis, U. S. A. 


Manufacturers of Matthews Fuswitches, Matthews Disconnecting Switches, Matthews 
Scrulix Anchors, Matthews Telefault, Matthews Teleheight, Matthews Guy Clamps. 
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Turning a 
Staple Into 
a Specialty 


ee \GRESSIVE 


jobbers are sell- 


ing conduit as a specialty by 
offering conduit with “Wedge Pro- 
tection.” Wedge Protection is the 


protection manufacturers provide for 


conduit threads by putting Wedge 
Thread Protectors on them before 


enameling and which are bound to 
stay on until ready to install by the 
electrician—thus eliminating enamel- 
choked and damaged threads. 


It is easy to see that the contractor 
prefers conduit so protected as it saves 


him the cost of chasing threads. Especi- 
ally since conduit that is Wedge 
Protected costs no more than unpro- 


tected conduit. 


Making a specialty of conduit in this 
way is a new plan for selling more 
conduit and winning more customers. 





ROTECTOR 




















| 

















ANY conduit can be had with Wedge 
Protection and in all sizes. Just say 
“WEDGE PROTECTED” on your 


next order. 


If your manufacturer says he can’t sup- 
ply you, write us for the names of 
manufacturers who can. 


The 


Wedge Thread Protector Co., 


3407 Vega Ave., Cleveland, Ohio 
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sales manager of 
Co., Chicago, 


A. R. 


the Jefferson Elec. 


Johnson (left), 
& Mfg. 
and the company’s new eastern representa- 


tive, E. F. Brazeau, must have had a big 
“kick” out of their visit to Atlantic City 
from the happy expressions on display. 
They were attending the Radio Manufac- 
turers’ Association convention, which was 
held the week of May 10. 


J. E. Greene Forms Sales 





Agency 
Joseph E. Green has formed a 
sales agency, located at 245 South 


t., Boston, and is now representing 
a number of manufacturers of elec- 
trical material in the New England 
territory. Mr. Greene is particularly 
well fitted to handle 
as he has really grown up in the elec- 
trical jobbing trade, having started as 
and spent about 20 


such a business, 


a counter boy, 
vears in this class of business, and 


| should know what the jobber and job- 


ber salesman wants. 
Mr. Greene was formerly with the 
General Sales & Trading Co., Boston. 
* * * 
Bremer Tully Pacific Coast 
Connections 
Bremer Tully Mfg. Co., Chi- 
appointed the McClelland 
1358 S. 
California 


The 
cago, 
Felthouse 
St., Los 
sales representative for the 
California, effective July 1. 
plete stock of parts, “B” 
and the new permanent counterphase 


has 
Corp., Figueroa 


Angeles, as_ its 
A com- 


power units, 


models will be carried at Los An- 
geles, as well as San Francisco, where 


another of the McClelland Felthouse 
Corp. offices is located. 
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THE INDUSTR 







HMMM) 


Boost Your Sales 
with ABolites 


(Porcelain-Enameled Steel Reflector: 








Ts label—on every ABolite 
—is an assurance that the 
attractive and substantial ap- 
pearance which sells ABolites 
to your customers in the first 
place is backed by the “5 Big 
Points’? which make them per- 
manently satisfied and produce 


REPEAT ORDERS. 


The Five Big Points 


Correct Design. Accurate 
Manufacture. Interchangeable 
Holders. No rivets to work 


loose. Age-proof, high-reflect- 
ing vitreous enamel. 


The NATIONAL SCREW 
& MFG. COMPANY 


(AB Products Division) 
2440 E. 75th St. CLEVELAND 


HIE 
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rhe above good-looking chap, is William 
Llewellyn King of Englewood, N. J. who 
is recently joined the sales force of the 
Eagle Radio Co., Newark, N. J. 
king is now in New England telling his 
good friends the dealers, all about Eagle's 
dels of 1927. 


Day-Fan Holds Eastern Con- 


ference 





The 
{ Day-Fan distributors was held on 
May 26 in New York City and was 
ittended by the Day-Fan distributors 
the district. At 
this time of the year Day-Fan is 
preliminary 
tributors’ meetings with a view to ad- 


from eastern sales 


holding sectional dis- 
vising Day-Fan distributors of the 
policy and plans that are tentatively 
projected for next season and at the 
same time receive such advice and 
general discussion on these policies 
ind on its projected models. 

The New York meeting was con- 
ducted by Chas. T. 
president and sales manager with the 
of D. A. Graham, 
president and treasurer in charge of 
idvertising. The new models were 
shown and discussed in detail. 

he new line will be backed up by 
: powerful national advertising cam- 
paign and the general policy of ex- 


Lawson, vice 


issistance vice- 








Mr. 


“Eastern Section” conference | 


clusive territorial distribution will 
tinue as it has in the past. 
* & * 
Superior Insulated Makes Texas 
Appointment 
(he Superior Insulated Tape Co., | 
St. Louis, Mo.. announces the | 


ointment of C. D. Myers, Tem- | 


pk. Texas, as its representative in 
state of Texas. Mr. Myers will 
dle the entire line. 
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n RSS Flush Type 


Service Switch with 


Panelboard Combined 





IMPORTANT MAN IN THE INDUSTRY.” 


Add this 


to Your Sales 


and Add More 
Profits to Your 
Commissions 


HE @NRSS Flush Type 

Service Switch with 
Panelboard combined is de- 
sired by the Central Station 
and by the Homeowner as 
well. The Electrical Con- 
tractor is always glad to in- 
stall a product so well ac- 
cepted. 


THE CENTRAL STATION is fully protected against malicious tamp- 
ering with meter test connections, main fuse and all meter wiring. 
Everything is under a Central Station seal. 

THE USER has ready access to use of service switch and renewal of 
fuses—but nothing more. The safety afforded him is protection against 


dangerous wiring. 


Thus the 


@@ NRSS Flush Type Service Switch offers a dual service. 


It is a saving in cost and can be installed in the kitchen, rear hallway, 
or any other convenient place as it is finished in White Duco Enamel 
and is compact, neat and easily cleaned. 


Learn the full detai!ls—the 
many good talking points 
that 


sales on a steady increase. 


will soon put your 





SEND 


for Bulletin 
No. 37. It gives 
a complete description 
and is entirely free. 


Write us today for full in- 
formation. We are at all 
times anxious to help you 
and furnish complete esti- 
mates free of charge. 








Hrank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES 


Cincinnati, Ohio 
Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 
Kansas City, Mo. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y. 
Chicago, Ill. 


Los Angeles, Cal. 
Minneapolis, Minn. Pittsburgh, Pa. 
Miami, Fla. 

New Orleans, La. 
New York, N. Y. 


St. Louis, Mo. 
Winnipeg, Can. 
London, Ont., Can. 


Philadelphia, Pa. 


Portland, Ore. 
Seattle, Wash. 
San Francisco, Cal. 
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Mockenhaupt Company 
Secures Detroit Agency 
B. J. Mockenhaupt & Co., Chica 

have been appointed sales represen‘ 
tive for the Detroit Insulated Wi 
Co., Detroit, Mich., in the followi: « 
territory: Iowa, Nebraska; parts || 
Wisconsin and Illinois including C|\:- 
cago. 
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L. C. Kane Opens Office 


Louis C. Kane has severed his con | 
nections with the Apex Chandelicr , 
Co., New York, and has opened an h 
office and show-room at 605 Broad- t 
way, New York. Mr. Kane will t 


SLOP Gee a 
So eS 





Your home in Cleveland 


Your home there, to be perfect, should be in 
the center of theatre, shopping, and business dis- 


ST SRR AN a ES 





SPY 
a a RESO aa Ks 
Pe ie Bre, te. 205 . 5 








tricts. It should be on all the main motor routes, +} | handle metal castings and lighting g 
and have complete garage facilities too. It should ¥| | fixture accessories and will sell t! 
havea popular-priced Coffee Shopserved by the Y{ | them to manufacturers and jobbers 
same kitchen as the luxurious main dining room. ¥. ' ; 
It should have 600 large, outside rooms, all with santa povgleantnan nnd 

* + * Y: 


bath. Its rates should be from three dollars. The 
service goes without saying. We mean the Win- 


ton, of course. J. L. FREE, President 
W. S. Koones, Managing Director 


j Nour’ WINTON 


Wilson Joins Barnett 
Glenn A. Wilson has resigned as 
eastern district manager of the Cof 
field Washer Co. to accept the posi- 
tion of sales manager of the Barnett 
Foundry & Machine Co., manufac- 




















cf turer of the “Capitol” electric ironer. tr 

Cleveland Y| | Mr. Wilson will make his headquar n 
PROSPECT AT NINTH Jj | ters at the main office and works at R 
Irvington, N. J. The company is S: 

planning an active selling campaign la 








of a small size popular priced mode! fe 
which it has recently placed on the E 
market under the name of the “Capi B 
tol Junior” electric ironer. 


PHILADELPHIA | Re ; 


- United Makes Appointments rt 
CHESTNUT and 39th STREET ~ sone iin lll 


©, 5 manager in the northwest territor) 
He ERNSYVANIA | for the Electric Vacuum Cleaner Co. 

: | and for some time a division manager 

Fireproof - Unrestricted Parking and regional sales director for the T 
United Electric Co., Canton, O., has 
been appointed sales manager of the of 
portable cleaner division of the 











600 Rooms 


500 Baths United Electric Co. et ; 

Walter C. Wicker, formerly asso ~ 

pe poten = yp apm ciated with Altorfer Brothers Co. the 

residential location and for the past year with the United ie 
Electric Co., has been appointed sales P 

Rooms with running water manager of the “Tuec’ installed oa 
from $2.50 per day cleaner division of the United Elec 

tric Co. 





Rooms with private ii sly: al 

bath and shower Great Western Takes on C. D. S| 

from $3.50 per day Stone | 
C. D. Stone has just gone with the : 

Food and Service the best Great Western Fuse Co., New York. 7 


Mr. Stone will cover eastern Pennsy! 
Near ,West Philadelphia Station Pennsylvania Railroad vania and upper New York state and 
will make his headquarters at 385 


River St., Kingston, Pa. 
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Radio Jobber Makes Remark- 
able Record 


(Continued from Page 104) 


{n interesting comparison is that 
the gross volume for 1920-1921-1922- 
1928 and 1924 combined amounted 
to just a little more than the single 
year of 1925. A conservative esti- 
mate for 1926 is placed by the com- 
pany at $2,000,000.00. 

The growth of this company is in 
keeping with the growth of the very 
industry itself. It is the firm belief of 
both Harry and Raymond Abrahamson 
that the radio industry will be one of 
the four outstanding industries of the 
generation, ranking always high with 
the automotive, the aircraft, electrical 
refrigeration and oil burning furnaces. 

Even more remarkable than the 
rapid advances made by the Detroit 
Electric Co. is the achievement of 
building up so large a business with 
so small an initial investment. 

Since 1921 the Company has been 
exclusively a wholesale radio organi- 
zation, having disposed of the elec- 
trical stock in 1921. The Company 
now has five stores, Detroit, Grand 
Kalamazoo, Lansing and 
Saginaw, and distributes only the 
latest types of radio merchandise—a 
few examples being Grebe, Freed- 
Kisemann, Majestic, Cunningham, 
Burgess, Frost, Weston, Jewell, Gen- 
eral Radio, Dubilier, Balkite, Gould, 
Daven, Allen-Bradley, Benjamin, Fer- 
guson, Belden, Formica, etc., etc. 

* & & 


Patch in Partridge Central 
Territory 

W. S. Patch is now representing the 
T. M. Partridge Lumber Co., in the 
territory east of Chicago in the states 
of Ohio, Indiana and southern Michi- 
gan, handling its line of Northern 
white cedar and Western red cedar 
poles. Mr. Patch is an old timer in 
the pole business, having been asso- 


tapids, 





ciated for years with the old Raber , 


\ Watson Cedar Co., at Chicago, as 
well as several other large concerns 
dealing in cedar poles. 

* * # 


Signal Engineering Moves to 
Larger Quarters 
The Signal Engineering & Mfg. 
‘0. announces to its many friends 
nd customers that, since May 
rst, it has been located in new and 
lore commodious quarters at 154 
Vest 14th St., New York. 
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Sell Emerson Jrs. in July! 


in July. 





Emerson Junior 
9-inch oscillator 


fans. 


Every dealer can increase fan sales 
in July by featuring the fact that the 
guarantee period on Emersons does 
not expire next season, but 5 years 
after the fan is sold. 


The Emerson Electric 
Mfg. Company 


2018 Washington Ave., St. Louis, Mo. 
50 Church Street, New York, N. Y. 
608 S. Dearborn St., Chicago, Ill. 


Many things to talk about in selling Juniors 
The 5-year guarantee—the !/4-inch 
hollow hardened steel shaft—big breeze power 
—dquietness, durability and low prices for fans 
of such high quality, $15.00 list for the os- 


cillator and $10.50 list for the non-oscillator. 


Large stocks available of Emerson Jrs., the 
complete line of Emerson 9, 12 and 16-inch 
portable fans and 32, 48 and 56-inch ceiling 











ADVANCE 


Ornamental wood 
fibre composition fix- 
tures 
Are 
ATTRACTIVE 


LOW IN PRICE 


HIGH IN PROFITS 


MADE FOR JOBBER 
DISTRIBUTION 




















a 














No. 35244—2 light 
Every fixture guaranteed against breakage. 


No. 803—3 light 
All fixtures wired complete 
ready to hang. Packed in in- 
dividual cartons. 


FINISHES— 


Ivory Enamel and 
Polychrome 
Gold and Polychrome 





Write for our catalog 
and prices today. 


SOLD ONLY THROUGH JOBBERS 


ADVANCE FIXTURE MFG. CO. 


19 NORTH 7TH ST., PHILADELPHIA, PA. 
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PRODUCTS 
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New 
Bell Ringing 
Transformers 


Outlet Box Type 


















M-26 
8 Volt Type 


T-26 
6,8 and 14 Volt 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 














\\\( TRANSFORMERS of MERIT for FIFTEEN VEARS /).) 























RED 
ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK axoCOTTON 
CORDS 


RADIO WIRES 





\ PROVIDENCE. R./. / 








PRovipence INsucateWire (0 


SALESMAN OF THE JOBBER IS THE MOST 






JI 


D. A. Thomas of Rome Wire Co. enjoy- 
ing the sunshine of Nashville, Tenn. The 
contented smile means he just heard of a 
wonderful bargain in a radio set. 





| Trico Appoints New Sales 

| Agents 

| The Trico Fuse Mfg. Co., Milwau- 
| kee, Wis., has recently appointed J. T. 


| Sudduth & Co., of 229 Brown- Marx | 


| Bldg., Birmingham, Ala., as sales 
representatives for the states of Ala- 
bama and Georgia. 

F. J. Keller & Co., Fort Worth, 
Tex., are sales representatives for the 
state of ‘Texas. 

The Coast Electric Supply Co., 


‘ 222 So. San Pedro St., Los Angeles, 
is a new Trico sales representative 


for the state of California and is 
carrying a complete stock of Trico 
| products. 
| * * 
Newton Resigns From I. A. 


| Bennett 
| H. J. Newton, who has been con- 


ected with I. A. Bennett & Co., | 
Chicago, for the past 15 years, re-| 
cently as sales manager, has resigned | 





from the company to take up his 


represents. 

R. A. Stewart has been appointed 
as sales manager of the company to 
replace Mr. Newton. 

* ok x 


Robertson Represents Beaver 
in South 





| F. A. Robertson, 408 92nd Sti, | 
| North, Birmingham, Ala. has become | 
| southern representative of the Beaver | 
' Machine & Tool Co. Mr. Robertson | 


lhas been active a number of years in 


{the jobbing business and for the past | 
' ? 
several years has been acting as manu- | 


IMPORTANT MAN IN THE INDUSTR 





SELL 
HOLYOKE WIRES : 


Tobbers’ 
salesmen, 
better you 
sales rec- 
ords! Hol 
yoke wires 
are of 
higher qua 
ity and 
greater 
BOXES durability. 

Holyoke Products are: 

Regular single strand annunciator wire 

Regular twisted annunciator wire 

Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 

Weatherproof twisted annunciator wire 

Damp proof office wire. 

K K wire 

Magnet wires 





We want jobbers who 
are not acquainted with 
our policy and _ our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 





You've tried the rest 
— now use the best! SPOOLS 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 











new duties with the National Metal | 
Molding Co., whom I. A. Bennett | 





is 
ifacturers’ representative in the south. | 


Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. bouts 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
—- Rochester 
enver 
Sacramento 
—. Salt Lake City 





Indianapolis San Francisco 
Kansas City Seattle Trade Mark 
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0-7 ORICATED 


?. 


(Enameled) 


. \\ Vi ry \ae- ME ao os oe ay a 
NS RVABU 


(Electro-Galvanized) 


CONDUIT 


“Time has proved their 


worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 


Pittsburgh, Penn. 

















HARTFORD 
TIME 
SWITCHES 








Nationally recognized and inter- 
nationally known and appreciated 
for the dependable, lasting serv- 
ice which they give. A type in 
wide range of capacities for 
every practical time switch serv- 
ice and—guaranteed. 


Write for 


and prices. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
New York, N. Y. 





descriptive Bulletin 











Eaton in Appleton Cincinnati 
Office 

Eaton, well-known elec 

added to the 

department of the Appleton 

Co., 1701 Wellington Ave., 

Chicago, Ill., and will make his head 


Chas. W. 


trical man, has’ been 
sales 


Electric 


quarters in Cincinnati, Ohio. 
* * 
American Circular Loom Ap- 
points Agent 

The American Circular Loom Co., 
New York, has added to its selling 
organization the Henger-Fairfield Co., 
1531 W. 25th St., Cleveland, O. This 
company will cover the Ohio and Ken- 
tucky territory. 


* * * 


“Sho-Lite” Through Dis- 
tributors 


Sho-Lite, Inc., 141 Merrimac St., 


'UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Boston, Mass., announces that, since 


May 1, the distribution of “‘Sho- 
Lite” is being handled exclusively by 
them through authorized distributors 


and jobbers throughout the country. 
* * * 


Hawks Succeeds Gates & 
Hawks 
Julian A. Hawks, Inc., 


ceeded Gates & Hawks, Inc., as man- 


has suc- 


ufacturer’s agent in the states of New | 


York and New Jersey. 
zation, which represents the Garland 
Mfg. Co., Pittsburgh, Pa., has in- 
creased its warehouse facilities at 15 
Vesey St., New York. The offices are 
at 30 E, 42nd St. 


* * * 


* * * 


Hibbard S. Greene With 
Barker-Greene 

Hibbard S. Greene, who was assist- 
ant sales manager of the Nungesser 
Carbon & Battery Co., and later as 
sistant sales manager of the National 
Carbon Co., is now associated with 
the Barber-Greene Co., Aurora, III. 

Mr. Greene is vice-president and 
general manager of the corporation. 

Satisfactory Distribution for 

Wakefield 


The organi- | 










Over 46% Increase! 





RENEWABLE 


‘“‘Famous for Performance’’ 


The sales of TRICO Renewable FUSES for 
the month of MAY show an increase of 
over 46% over the sales of May, 1925. 


We are proud of this phenomenal increase, 
for it proves conclusively that TRICO Re- 
newable FUSES, with the Powder-Packed 
Renewal Elements, are rapidly becoming 
the choice of leading Engineers and par- 
ticular buyers. 


Did you enjoy your share of this business 
which is increasing every month? 


Why not write us about our Jobber’s 
proposition on the complete line of TRICO 
FUSES? 


TRICO FUSE MFG. CO. 
1003 Cold Spring Ave. 
MILWAUKEE, WISCONSIN, U. S. A. 











33 


“CASH-] 


BY SELLING 
AISLELITES 


The average salesman does not real- 
ize what a great opportunity he 
passes up when he fails to push 
“‘Aislelites.”” The field has grown to 
great proportions. All of the newer 
playhouses and most of the old ones 
are installing them. 

“‘Aislelites” are a necessity in the 
up-to-date theatre. They insure a 
quick and safe seating of patrons as 
well as a speedy exit. 

Talk “‘Aislelites’”’ to contractors and 
and we know that 
‘“‘cash-in” big. 


owners you ll 


Send for full selling information. 


The Southern New England Elec- | ‘boat 


tric Co.. Hartford, Conn., with 
branches in New Haven, Waterbury 
and Bridgeport, is now distributor of 
“Red Spot” hangers and lighting spe- 
cialties manufactured by The F. W. 
Wakefield Brass Co. of Vermillion, O. 

The Wakefield company, according 
F. I. Wilson, 


sales 


to 





manager, Is | 











AISLELITES 


EXHIBITORS SUPPLY COD., 
825 S. Wabash Ave., 
Chicago, Ill. 
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COLLY 
Silk ands Cotton 


Ask about our 
display rack—it 
makes the sales 


) Colluerinsulated Wire Co. 


= 


PAWTUCKET, R.T 


SS OOOO 


items 


—S— —— —O—eSee —S eS ae 























KILLARK 


Box Cover 
Transformer 





FIVE SELLING POINTS 


Which will help you sell the Killark 
box cover transformer: 

1. It will fit on any standard 4” or 
3” round or octagonal box. 

2. By the use of this transformer, 
it is unnecessary to leave the 
wires unprotected by conduit. 

3. The transformer is guaranteed 
by the manufacturer. 

4. It may be returned to the fac- 
tory for free replacement if not 
satisfactory. 

5. It is fully approved by the 
Underwriters. 


KILLARK ELECTRIC MFG. CO. 
3940 Easton Ave., St. Louis, Mo. 




















planning a considerable expansion of 
its sales force, details of which will 
be announced later. “Almost with- 
out exception,” he states, “the job- 
bers handling our product have shown 
us a substantial increase in business 


during the past year.” 
* * 


* & & 


Detrick-Joslyn Co. 

The Detrick- Joslyn Co., 110 
North Alameda St., Los Angeles, is 
successor to the Baker-Joslyn Co. 
M. L. Joslyn is president and H. S. 
Detrick vice-president and general 
manager. The new organization will 
continue under this management as 
distributor of electrical equipment 


and construction materials. 
* * * 


Fullman Appoints Southern 
Representative 

The Southwestern Sales Co., of 
Texas, 627 Chronicle Bldg., Houston, 
Texas, has been appointed sales rep- 
resentative for the states of Texas, 
Oklahoma and Louisiana by the Full- 
man Mfg. Co., Latrobe, Pa. 

%* & & 


Latest Trade Literature 

Fullerton Electric Co., Inc., New 
York.—A new circular describing the 
“Full-o-lite” line of lighting units. A 
feature of the circular is a “‘return”’ 
coupon attached to it for inquiries on 
the line. 

* * # 

National Metal Molding Co., Pitts- 
burgh, Pa.—Edition No. 2, of the 
combined handbook and catalog issued 
by this company. It contains de- 
scriptive matter, illustrations, and 
cuts of the products of the company. 





Simplex Electric Heating Co., Cam- 
bridge, Mass.—Catalog No. 25-A 
illustrating and describing the com- 
plete new line of Simplex electric 
ranges and the new automatic unit for 
temperature control. 





American Wiremold Co., Hartford, 
Conn.—A four-leaf wall chart 16 by 
22 in., illustrating every part of the 
Wiremold system of conduit and fit- 
tings for surface wiring, both the No. 
700 and the No. 500; also installation 
sheet of dimensions and installation 
suggestions. 





Tork Co., 12 East 41st St., New 
York.—The Tork “pocket book;” a 
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oe if 


Why jeopardize an expen- 
sive installation for a fraction 
of a cent of cost? SUPE- 
RIOR quality is summed up 
in No. 218-a Grey Friction 
Tape and No. 818-a Rubber 
Splicing Compound. May we 
submit samples and prices? 


SUPERIOR INSULATING 
TAPE CO. 

f St. Louis, Missouri 

Tape Specialists 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 


Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 

















TECCO 


Single Pole 
Toggle 


Three Way 
Flush 
Switch 


Ask For Free Sample. 


TRENTON ELECTRIC 
& CONDUIT CO., Inc. 
TRENTON, N. J. 





Cat. No. 300 














Every Business 


of consequence ought to have proper card 
REPRESENTATI 


WIGGINS - 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card usere—euperiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 






The John B. Wi ggine Company 
vers Makers Die Embossers 











1157 Fullerton Ave. 
105 Peoples Gas Blés. CHICAGO 
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PUT YOUR WIRES ON THE SURFACE WITH 


WIREMOLD 


“ THE WIREMAN’S FRIEND 











ASK 
JIM BETTS 


Every kind of motor and motor- 
less flasher for every kind of 
electrical sign 





1390 SEDGWICK AVE., N.Y.C. 

















NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 























folder of extra heavy stock, pocket 
size, which contains two pockets hold- 
ing neat bulletins on Tork clocks, 
timers, lights and wire nuts. 


Edwin L. Wiegand Co., Pittsburgh, 
Pa.—Bulletin C-106 on ‘‘Chromalox”’ 
heating units. Illustrations, descrip- 
tive matter and prices are included in 
this bulletin. Another piece of litera- 
ture on “How and where are Chro- 
malox heating units being used—” 
has also been issued. 


United Electric Co., Canton, Ohio. 
—A new folder to be furnished to 
dealers as a sales help. The basis of the 
folder is an investigation which has 
been made into the preferences of 
women concerning the points they 
want embodied in a vacuum cleaner. 


National Lamp Works, Nela Park. 
Cleveland.— “The Spirit of the 
National Lamp Works,” an interest- 
ing book (No. 35) beautifully exe- 
cuted from a printing standpoint, be- 
ing the expression of the ideal back 
of this great commercial institution. 


Radio Corp. of America, New York. 
—Handbook of “R. C. A. Selling 
Helps,” a listing with illustrations, of 
all the various dealer helps and serv- 
ices, including some 16 distinct fea- 
tures. 


Detroit.— 
several 


American Blower Co., 
This company has_ issued 
pieces of attractive literature recently 
—‘‘A Golden Avenue to Profits for 
Contractor and Dealer’; “American 
Blower Selling Program’; broadside, 
entitled “Men Not Salamanders”; 
folder, “Give Us Air.” 

* % * 

Index to Advertisers 
(Continued from page 154) 
Square D Co........... ieee ha dic — 
Standard Electric Stove Co..... ey 


Sterling Mfg. C : , caatacl 
Superior Insulating Tape Co 45 











Tasiet Miz. Co................ .... 80 
Thordarson Electric Co 134 
Jc, as OS , ” ee = 154 
Trenton Electric & Conduit Co 152 
Trienes Comeere Co............:....... . 76 
Trico Fuse Mfg. Co.... = 151 
Trimm Radio Mie. Co.....................<..0- 121 
Trumbull Electric Mfg. Co 143 
Tubular Woven Fabric Co 141 
United Electric Co., The............ ; 57 
United States Rubber Co.... .....150 
V. V. Fittings Co........ er ae — 
Wakefield Brass Co., F. W................----.--.-« 75 
Wedge Thread Protector Co 146 
Wheeler Reflector Co............ ....140 
Wiegand Co., Edwin L............ sescastincaal 93 
a.) a a . Se .--1§2 
Wiremold Co., The.................. ; 153 
Write Co... es. a ee ; 105 
WE Clg Bec i 153 


Youngstown Sheet & Tube Co.... 


OUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











“The House of a Thousand Lanterns” 


Weatherproof 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 





Write for Booklet #15 





No. 243 


Gruber Brothers 


392 Broadway New York, N. Y. 











YAGER’S 


Soldering 





Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON Cco., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 














Wrigley for Quality 











HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 









be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman 8t., Ohicago, TH. 










% 


| 









Plain or 
Butt Treated 


Northern 
White Cedar 


Western 

Red Cedar 
MMMM Ti ITTY 
. M. PARTRIDGE 


Lumber Company 
Minneapolis, Minnesota 
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Oil Burner 
Agents Want 


TORK TIMERS 


and 


TORK CLOCKS 


Responsible heating contractors everywhere are install- 
ing good makes of automatic oil burners. Many of these 
contractors do not yet know what perfect automatic 
controls are obtainable in Tork Timers and Tork Clocks. 
Many others do not yet know that you have them in stock. 


Don’t overlook the heating contractors. Those who are 
not already installing oil burners will soon be doing so. 
They will then need Tork Timers or Tork Clocks, de- 
pending on the particular class of service desired. If you 
don’t understand just why, read the Tork ‘“‘Learn How— 
Then Buy” Folder No. 26041. If it hasn’t reached you 
yet, it will be sent on request. It is the one which looks 


like this— 








l. Ho Ww? By. 
with itting 
Perlec ct comfo rt. R x ie the Uselesc ee 
fad On, 


TORK COMPANY, 12 EAST 41st ST., NEW YORK 























The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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“They turn over faster” 


EVEREADY Radio Batteries are featured in the We know that the National Carbon Company 
windows, showcases and shelves of the Pyramid is back of us in guaranteeing service to our 
Radio Company, of Chicago, because “they customers.” 

turn over faster at a good profit than any other Eveready Radio Batteries are fast-turning 
item in our stock. It is in —______—_ items, profitable for you and 
line with our policy to be Tuesday night means Eveready Hour for your trade. 

identified with leaders that —8 P. M., Eastern Standard Time, 


E . ee through the following stations: 
“vereadys are handled ead wEAF-New York wsal-Cincinnati NATIONAL CARBON COMPANY, Ince. 
y T ASE DD: rie WwJaR-—Providence wtTaM-—Cleveland z E ‘ . ; 
clusiv ely . These batter 1es$ WEEI —— ww oe New Y ork San k rancisco 
s $ WTAG orcester WGN-C Aicago 
also satisfy another impor- WFI Philadel phia woc—Daven port Atlanta Chicago 
: wor-Buffalo cco) Minneapolis a ss ” 
tant requirement, that the wcaE-Pittsburgh WCCO~) St. Paul Kansas City 


~S out. m = — 4 
KsD-St. Louis Canadian National Carbon Co., Limited 


customer must be satisfied. ‘Teenie. Cutatie 


EVEREADY 


Radio Batteries 


-they last longer 


EVEREADY 


Manufactured and guaranteed by 





Win The Jobber’s Salesman’s Contest With Easy 
Selling ‘‘BULL DOG” Safety Products ‘‘BULL 
DOG” Fusenters, Saf-To-Fuse---Safety Switches 


7 





Bull Dog Safety 
Fusenters 

Price to 
Contractors 


4 circuit - $2.50 ea. 
gS - 87h “ 
oy - §76>* 
mm Ss - 659°" 


Lower prices in standard 
package quantities. 


These Products are in demand from 
Coast to Coast. Known everywhere for 
quality, dependability and economy. 


As necessary as Electric Lights them- 
selves. 


Push across the winning Line of 


‘BULL DOG” Quality. 


Progressive Jobbers everywhere stock 
them. 


Easy selling because the price is lower “Bull Dog’”’ Saf-to Fuse Bull Dog Fusenters, 
in ‘‘on’’ position. The with Knockout Plate 


than for old-time substitutes. Big Ideal Electric Range _ for Toggle Switches. 
Switch, $4.50. 4 circuit $4.00; 6 cir- 
profits. cuit $6.00. 


Further information free on request. 





MUTUAL ELECTRIC & MACHINE CO. MUTUAL ELECTRIC & MACHINE CO., 


DETROIT, MICHIGAN is = 03. -A. Detroit, Mich. 
Send me your catalog and lists on Bull Dog 
Fusenters and Saf-to-Fuse. 





Name 





Address 








SAFETY Sw 


SWITCHBOARDS-PANELBOARDS-CABINETS 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 








